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Sparks 


With deepest sympathy.—SENa- 
tor ArTHUR M. Capper oF KANSAS. 
+ + + 

With sympathy—Officers and Di- 
rectors of the National Automobile 
Dealers Assn., Washington. 


* * * 


Long Remembered 


George Slocum’s enthusiasm, wis- 
dom and friendliness will long be 
missed and long remembered by his 
many friends in the automobile 
business.—K. T. KeE.ier, president 
of Chrysler Corp. 


* * * 


‘Lost a Leader’ 

I want to tell you how sorry 
I was to hear about the passing 
of Mr. Slocum. All of us in the 
automobile business have lost a 
friend; the industry has lost a 
staunch leader. — A. E. Barr, 
President, Hudson Motor Car Co. 


* * * 


Contributions Cited 


The Fourth Estate has lost a great 
associate and the motor industry a 
great friend and counsellor in the 
passing of George Slocum. 

His contributions to the expan- 
sion and improvement of advertis- 
ing put his name in the Hall of 
Fame.—A.Frrep Reeves, Automobile 
Manufacturers Assn. 

7 + * 


Thoughtful 

Mr. Slocum’s death takes from 
the automotive industry one of its 
long-time friends and inspiring pub- 
licists. His thoughtful contributions 
to the economy of the business, 
both in the manufacturing and the 
distribution phases, through his edi- 
torial pages, will be missed.—C. E. 
Wu.son, president, General Motors 
Corp. 


Industry’s Friend 


Have just learned of the death 
of the industry’s good friend, 
George M. Slocum. Officers and 
directors have asked me to extend 
deepest sympathies on behalf of 
the entire membership of Na- 
tional Standard Parts Assn.—J. L. 
Wiggins, executive vice-president. 

7 * - 


Saddened 


George Slocum’s untimely passing 
leaves saddened hearts here at 
Cleveland Graphite. His great con- 
tribution to the industry must 
never be forgotten.—Ben F. Hop- 
Kins, J. J. McIntyre, J. L. Myers, 

+ Cart W. JoHNSON. 
rn + * * 


Host of Friends 


© We are greatly shocked and 
| grieved to learn of George’s sudden 
ppassing ... He had a host of friends 
throughout organized advertising, 
pand none regarded him more 
(Continued on Page 8, Col. 3) 
+ + + 





ane vata fa of the Industry 


DETROIT, 


Auto Leaders Attend Rites 
For Publisher Slocum 


ROSSE POINTE, Mich. — With | 
industry executives and | 


auto 
national figures in attendance, 
funeral services for George M. Slo- 
cum, publisher of Automotive News, 
were held Tuesday at Grosse Pointe 
Memorial Church. Burial] was in the 
family plot at Mt. Clemens, Mich. 

Mr. Slocum, who was 60, died 
Oct. 29, in Harper hospital, De- 
troit, after a three-month illness. 
He had been stricken with a 


| heart attack a year ago while 


attending the London Auto Show 
in England, and had been in ill 
health since that time. 

Surviving is his widow, the 
former Mabel M. Hipkins, who was 
at his bedside when death came. 


They would have celebrated their 
* * * 


SAUTO OFFICIALS PAY FINAL TRIBUTE—Here's a view outside Grosse Pointe (Mich.) 


Memorial Church mee funeral services last week for George M. 
died Oct. 29 at the age of 60. 


# Automotive News, w' 


Slocum, publisher 


35th wedding anniversary next 


spring. 


* . * 
ALLBEARERS at the services, 
conducted by the Rev. Frank 

Fitt, were old friends and business 
associates of Mr. Slocum: 

Harvey Campbell, executive 
vice-president of the Detroit 
Board of Commerce; J. H. De- 
Visser, treasurer of Coon-DeVis- 
ser Co., Detroit; Henry T. Ewald, 
president of Campbell - Ewald, 
Inc.; Leo Fitzpatrick, radio exec- 
utive; Frank Gaughen, Chicago, 
western manager of Capper Pub- 
lications, Inc.; A, Griswold Her- 
reshoff, chief engineer of develop- 
ment design for Chrysler Corp., 
Joseph L. Hickey, president of E. 
J. Hickey Co., Detroit, and H. J. 
Klingler, general manager of 
Pontiac Motor. 

Among those who paid final hom- 

age to Mr. Slocum were Detroit- 
(Continued on Page 6, Col, 1) 
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THIS WEEK—NET PAID ABC 


36,466 


Despite Peace in Steel; 


Nov. Total Seen’49 Low 


Shortage of Materials and 
Production in Week 


Model Changeovers Lower 
to 109,304 Vehicles; 


Dodge, DeSoto, Chrysler Div. Shut 


By Bernie Thomas 
Associate Editor 


O MATTER how fast the steel 

industry gets back on its pro- 
ductive feet, its strike is bound to 
have an adverse effect on automo- 
tive output for months to come. 

It is even probable that auto 
makers may find themselves 
again getting steel on an alloca- 
tion basis. That could mean 
restricted production schedules 
well into 1950. 

Meanwhile, U. S. production of 
cars and trucks slumped sharply 
last week, partly because of dwind- 
ling steel supplies and partly be- 
cause of model changeovers. 

For the same reasons, this week’s 
output is likely to be even lower. 
After that, however, despite the 
fact that the mills may all be roll- 
ing again, the steel strike’s effects 
will be the sole barrier. 


* * - 


vas last week in U. S. plants 
were 92,929 cars and 16,375 
trucks—a total of 109,304 units, ac- 
cording to Automotive News’ esti- 
mates. 

This was a drop of more than 
20,000 vehicles from the previous 
week’s level, when U. S. plants 
turned out 112,631 cars and 19,095 
trucks for a 131,726 total. 

However, the nation’s vehicle 
makers did manage to round out 
October having produced 570,522 
units—489,388 cars and 81,134 
trucks. Despite the steel strike, it 
was the industry’s fifth highest 
postwar production month. 

In contrast, November output will 
probably sink to a 1949 low. Not- 
withstanding the likelihood of steel 
peace this week, most U. S. plant 
Officials last week said their plans 
for future curtailments were sub- 
stantially the same. 

- . + 
AMONG the Big Three, scarce 
steel supplies were being care- 
fully nurtured to get at least a 
small start on 1950 model produc- 
tion. 

But all those makers will be 
able to do is get a start. After 
that steel supplies will disappear, 
and there will be nothing to do 
except lock the gates until they 
can be built up again, 

Very few Big Three divisions 
have hopes of getting more than a 
sampling of 1950 models into their 
dealers hands before the steel prob- 
lem finally catches completely up 
with them. Many of them are de- 
laying public announcements. 


| For example, in the case of Ford | 
it would appear that that | 
lucky to| 


| Motor Co. 
| company’s dealers will be 
| get more than a few of the 


firm's 


1950 jobs during the next several 
weeks. There may be no Lincolns 
at all to display. 


* * * 


HE ONLY certain 1950 cars that 
will be built at Ford, before 
production lines grind to a stop, 
will be those that will roll between 
now and Nov. 30. Ford said last 
week it could continue final as- 
(Continued on Page 62, Col, 1) 


Deadlock Broken 
In Pension Drive; 


GM Talks Open 


By Mac Gordon 
Associate Editor 


FORMULA for settlement of 

the CIO’s 1949 welfare demands 
seemed to be evolving last week 
from the precedent-setting con- 
tracts at Bethlehem Steel and 
Ford Motor Co. 

This formula, expected to provide 
the basis for agreements at General 
Motors, Chrysler and U. S. Steel, 
embodies company-pay-all pensions 
and cost-shared insurance pro- 
grams. 

General Motors and the UAW- 
CIO were scheduled to com- 
mence exploratory negotiations 
on the subjects of pensions and 
employe insurance today (Nov. 7). 
No accord reached in the GM 
talks, however, will be put into 
effect until the contract expires 
next May 29. 

Bethlehem’s dramatic rapproche- 
ment with the striking CIO Steel- 
workers union reportedly improved 
prospects for an early agreement 
at Chrysler. Corporation President 
K. T. Keller confirmed last week 
that the company had consented to 
discuss pension demands and kin- 

(Continued on Page 58, Col, 1) 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


131,726 


sil 112,356 


1948 
Week 


109,304 


Last 

Week 

For complete production totals 
by makes, see table, page 62. 


Prev. 
Week 


As Dixie Dealers See Factories 


Epiror’s Note: This is_ the 
second in a series of articles on 
a dealer survey in the Southeast: 

By Bob Finlay 
Managing Editor 

TLANTA.—What’s the real score 

on factory-dealer relations? 


Back in Detroit you hear a lot} 


of talk about critical relations, 
strained to the breaking point. 
Out here in the field, in small 
towns as well as big cities, we 
found friendly, but hard-headed 


businessmen who almost invari- 
ably said that if things were as 
bad as some people claimed the 
| dealers would tell the factories to 
jump in the lake. 

Maybe things are different here. 
| Maybe the pipeline was slower to | 


In This Issue 


Registrations, Prices ..........Page 49 
Used-Car Auctions ............Page 46 
Production by Makes .........Page 62 





be filled. One dealer jibed good- 
| naturedly: 

| “’Course, we didn’t start to get 
jany cars to speak of until you 
| damyankees up North got all you 


| wanted. 7” 
” 


ON THE ettee aa much of 
this area has been put on the 
government’s critical list. 
There were only a few complaints 
of overproduction. 


And there were isolated cases 
(Continued on Page 57, Col, 3) 








5 
' 





NEW U. S. TIRE — A new "'scuff-proof” 
whitewall tire that resists the scars and mark- 
ings of curbside parking has been developed 
by U. S. Rubber, it was announced last week. 
The tire has a “curb-guard" rib of rubber 
around the outer rim of the whitewall so 
designed to act as a protective buffer against 


the curb. Here, Dr. A. W. Bull, director of 
tire development, inspects a tire which has 
retained its original unmarked appearance 
after a test scuffing against the curb. New in 
design and appearance, the tire also features 
@ special tread that virtually eliminates the 
need for chains in most kinds of winter driv- 
ing, the compenysetes. 


‘Seuff-Proof? Tire 
Announced by 


U.S. Rubber 


DETROIT.—A new automobile 
tire which, it says, gives greater 
traction and safcty than any other 
tire evolved to date, was announced 
last week by United States Rubber. 

Completely different in appear- 
ance and styling, the new tire fea- 
tures a “scuff-proof” white sidewall 
and a special tread that virtually 
eliminates the need for chains in 
most kinds of winter driving, it 
adds, 


“The new tire marks a complete 
departure from conventional tire 
design,” said Dr. A. W. Bull, direc- 
tor of tire development. “From a 
standpoint of traction performance, 
it is the best we have seen under 
practically all kinds of driving con- 
ditions. In appearance, it combines 
all the chief features of modern 
styling and design to give a lower 
and more ‘streamlined’ look to to- 
day’s motor cars.” 


He attributed the tire’s excep- 
tional traction to an exclusive tread 
pattern consisting of countless 
flexible tread blocks which grip the 
road for greater straight-line stop- 
ping power and added safety. Its 
performance cn snow and ice, he 
said, greatly reduces the need for 
chains. 


Moreover, he added, the tire’s 
exceptional pulling power is greater 
than that of ordinary mud and 
snow tires on ice or snow-covered 
highways. 

The perennial problem of how to 
keep white sidewalls looking new 
and immaculate has been solved by 
the new tire, Dr. Bull stated, thanks 
to a “curb-guard” rib of rubber 
around the outer rim of the white 
wall, so designed that it acts as a 
protecting buffer against the curb. 
The “curb-guard” not only holds 
the white wall away from the curb, 
but actually pushes the whitewall 
section back into the tire to prevent 
curbside scuffing, he said. 


Known as the “mid-century” U. S. 
Royal Master and incorporating the 
company’s Air Ride principle of lew 
pressure construction for easy rid- 
ing comfort, it will be sold as an 
extra-quality product replacing the 
present Royal Master. 
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Steel Tieu 


Upsets New-Model Calendar .. . 





Strike Delays Some 50 Debuts 


OME manufacturers 


1950 models will sample dealers | were 


with them as was originally sched- 
uled, but the steel strike has 
thrown a monkey wrench into in- 
troduction plans of others. 

When any of the 1950 models 
still to come will be available for 
sale in volume is, of course, a 
matter of conjecture for all 
makers. 


Of the Big Three, only Chrysler 


(| |Corp. last week apparently still 





Ford Co. Assets 
Up $113 Million 
During 1948 


BOSTON.—Assets of Ford Motor 
Co. increased $113,507,000 to a total 
of $1,149,000,000 during 1948. 

This was revealed last week in a 
company statement filed here with 
the Massachusetts state tax com- 
missioner. 

During the year, the firm added 
$77,740,000 to surplus, bringing it 
up to $809,759,000. 
| Cash, accounts receivable, securi- 
ties and patent rights were listed 
at $427,897,000, an increase of $25,- 
792,000; real estate, machinery, etc., 
$430,570,000, up $44,387,000, and in- 
ventories, $283,080,000, up $52,546,- 
000; prepaid expenses and deferred 
charges, $7,693,000. 

Liabilities increased $42,960,000 to 
$299,162,000, and reserves were 
boosted $2,807,000 to a total of $23,- 
054,000. 

The statement covers the parent 
U. S. company only and does not 
concern the operation of any of the 
foreign. companies. 





Romney Represents U. S. 


At Parley in Geneva 


DETROIT.—The Third Metal 
Trades conference, sponsored by 
the United Nations, will be held 
at Geneva, Switzerland, from Nov. 
8 to 19. 

George W. Romney, assistant to 
the president of Nash-Kelvinator 
Corp., will attend as the U. §&. 
employer delegate representing the 
automotive, appliance and other in- 
dustries manufacturing consumer 
products from metals. 


Top Cars 


New-car registrations for nine 
months: 
1949 Pos. 

1—762,896 
2—569,001 
8—379,611 
4—284,210 
5—236,553 
6—198,952 
7—192,090 
8—143,567 
9—128,775 
10—110,599 
11—101,967 
12— 94,741 
18— 76,309 
14— 74,742 
15— 60,948 
16— 48,538 
17— 28,825 
18— 22,372 
19— 14,255 
20— 8,373 
21— 4,705 Ang.-Pref. 1,882—22 
22— 2,266 Austin 7,308—21 
Total All Makes 
3,548,296 2,574,861 

For further details see page 

49, today’s issue. 


1948 Pos. 
529,277— 1 
310,745— 2 
253,871— 3 
187,7838— 4 
171,726— 5 
136,682— 7 
160,212— 6 
108,862— 8 

95,651— 9 
$1,151—12 
87,051—11 
79,489—13 
58,8138—15 
61,011—14 
4,477—17 
87,190—10 
20,835—19 
16,119—20 
48,617—16 
21,376—18 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Olds. 
Dodge 
Stude. 
Mercury 
Hudson 
Nash 
Chrysler 
Packard 
DeSoto 
Cadillac 
Kaiser 
Lincoln 
Willys 
Frazer 
Crosley 


MODERN TRANSPORTATION—The nose (and the ayes) had it when these two new 1950 


Studebaker passenger cars provided the U. S. 


after it landed with three other Blue Angelis at the 
e as interested in the design of the automobiles 


the Grumman F9F Panther appeared to 


Navy's dst fighter piane with a guard of honor 
uth Bend, Ind., airport. The pilot of 


as were their drivers in the 600-mile-per-hour aircraft. 





readying |entertained new model plans that 


substantially the same as 
before the steel strike. 

But this was so only because no 
1950 Chrysler make had been sched- 
uled for public introduction until 
after the first of the year anyway. 
Strikes could still have a delaying 
effect at Chrysler, however. 

* + * 

At GENERAL Motors, only Pon- 

tiac will be able to bring out 
a 1950 car according to previous 
schedule. The 1950 Pontiac, not too 
much changed in design from the 
1949, should makes its public bow 
around the end of this month. 

Meanwhile, GM’s Buick and 
Oldsmobile divisions have had to 
stow 1950 car plans away in 
drawers, “until we can see how 
things are going to turn out.” 

Reportedly, Buick and Oldsmo- 
bile will offer new type bodies on at 
least some 1950 models, Cadillac is 
also a center of new body rumors, 
but its public introduction has not 
been expected until well after the 
first of the year. 

* + + 
T CHEVROLET, 1950 introduc- 
tion plans have been given a 
three-week setback. Previously, 





CHICAGO. — Collapse of Tucker 
Corp.’s “dream car” shortly before 
its world premiere before 20,000 
people in Chicago was described 
last week by witnesses in Federal 
District court at the trial of Preston 
T. Tucker and seven associates on 
fraud and conspiracy charges. 


At the unveiling June 19, 1947, the 
car’s springs suddenly broke while 
a band hired for the gala occasion 
was playing “God Bless America,” 
W. D., Stampfil, former Tucker 
master mechanic, told Federal 
Judge Walter J. LaBuy’s court. 


Despite noisy and repeated ob- 
jections from defense lawyers, 
witnesses testified that the car 
unveiled that day had no trans- 
mission, disc brakes, hydraulic 
torque converter or fuel system. 
The model contained a redesigned 
1942 Oldsmobile body, two Chrysler 
fluid couplings, and five storage 
batteries to prod the engine into 
starting, testimony developed. 

In answer to a question as to how 
the car got to the reviewing stand, 
Stampfil said: “It was pushed by 
six men.” 


Testimony about the car’s col- 
lapse highlighted a week during 
which the prosecution sought to 
disprove Tucker’s claims about hav- 
ing sensational innovations in his 
car, and his claims of having been 
closely associated with Harry 
Miller, racing car builder. 


The week saw defense counsel 
seek vainly to refer to some of 
Kaiser-Frazer Corp.’s original 
claims about their car prior to 
introduction. Remarks along this 
line were ordered stricken from 
the record by Judge LaBuy. 

Stampfil said he never saw any 
blueprints for the radical innova- 
tions announced by Tucker such as 
the hydraulic torque converter, 
disc brakes, wheel suspensions and 
other widely heralded features. 


He testified he saw only seven or 
eight completed cars. These were 
equipped with Franklin air-cooled 
engines converted into liquid-cooled 
power plants, Cord transmissions 
and conventional brakes, he said. 


He testified further that the 





3 More Chattanooga Firms 


Cut Gasoline Prices 


CHATTANOOGA, Tenn. — Esso 
Gulf and Pure Oil followed the lead 
of Shell Oil here last week by 
cutting the wholesale price of gaso- 
line products 1.3 cents per gallon. 
As in the case of the station opera- 
tors handling Shell products, many 
of the Esso, Gulf and Pure station 
owners indicated that they would 
make additional cuts of their own 
thereby bringing the retail price cut 
down approximately 2.1 to 2.5 cents 
per gallon. 


Collapse of ‘Dream Car’ 


Tucker Trial Hears Story of Premiere Fiasco; 


Defense Rebuffed on K-F Tie-In 


Chevrolet had planned to introduce 
new models around the middle of 
December. 

The 1950 Ford and Mercury will 
be unveiled yet this month, and 
that is according to schedule. How- 
ever, the new Lincoln may have 
to stay under wraps until after 
the first of the year. 

Lincolns utilize heavy-gauge 
types of steel which are in par- 
ticularly short supply. Changes 
in Fords and Mercurys, already 
underway, will involve only “face- 
lifting” and numerous mechanical 
improvements. 

Hudson’s 1950 line, including a 
smaller model, is still due to be 
shown the latter part of November. 

Nash, Studebaker and Packard 
already have 1950 cars on the street. 
As for Kaiser-Frazer, officials of 
that firm informed K-F dealers last 
week that the company would con- 
tinue with its present cars until 
next spring. 

After that, K-F will go to work 
on some “lowest priced in the low- 
price field” ambitions, 

—Berni THOMAS 


Tucker plant was never set up for 
sustained production. Stampfil left 
Tucker in 1948. 

On the day of the near tragic 
premiere, the individual wheel sus- 
pension fittings had to be rein- 
stalled three times because of per- 
sistent breakdowns, he said. 

Carl H. Scheuerman, member 
of Tucker’s engineering staff, 
testified that the Chrysler fluid 
couplings on the first model per- 
mitted some power to be trans- 
mitted to the wheels, but power 
could not be regulated and the 
car could not be reversed. 

He told the jury he saw one 
hydraulic torque converter in the 
plant before he left the company 
in the summer of 1948, but none on 
any cars. 

The company finally decided to 
abandon its automatic transmission 
and adopt a conventional transmis- 
sion available from’ established 
manufacturers, he said. 

He confirmed Stampfil’s state- 
ment that none of the widely pub- 
licized innovations were on any cars 
built. 

While cross-examining Scheu- 
erman, William Kirby, attorney 
for Tucker, injected mention of 
Kaiser-Frazer. After the witness 
testified concerning Tucker’s fail- 
ure to bring out some of the 
innovations he talked about, 
Kirby asked: 

“Didn’t Kaiser-Frazer announce 
a front-wheel drive?” 

“Yes,” Scheuerman answered. 

“Did they ever put it out?” Kirby 
asked. 

(Continued on Page 59, Col. 1) 








Singleton’s Creditors 


Get 1 Percent Dividend 
ST. LOUIS.—Creditors of John 
W. Singleton, who built up a 
fabulous used-car empire dur- 
ing the car shortage by rarely 
delivering, will get a 1 percent 
dividend by Christmas. It 
amounts to $10,000. Last De- 
cember, bankruptcy officials 
handling the Singleton case an- 
nounced a 5 percent payoff. 
Singleton is serving a 10-to-70 
year larceny by trick sentence 
for promising customers new 
cars and seldom delivering. 


Carlson Boosted 
To Skinner Aide 
At Oldsmobile 


LANSING.—S. E. Skinner, genera] 
manager of Oldsmobile, last wee 
announced the promotion of L. F. 
Carlson, formerly 
national merchan- 
dising manager, 
as executive as- 
sistant on his ad- 
ministrative staff. 

Skinner said 
that Carlson’s pri- 
mary assignment 
will be public re- 
lations. He will 
continue in an ad- 
visory capacity on 
national merchan- 








L. F. Carison 


dising programs. 

Carlson joined Oldsmobile in 1942. 
He was appointed advertising and 
public relations manager in Feb- 
ruary, 1946. In August, 1948, Carl- 
son was named national merchan- 
dising manager. 

G. R. Jones, general sales man- 
ager of Oldsmobile, simultaneously 
announced the appointment of R. 
E. Gifford, formerly engaged in 
public relations activities, as adver- 
tising manager, and O. F. Frost as 
sales promotion manager. 

Frost has been serving as an 
assistant to Carlson. 


* . = 
Tire Price Rise 
Held Inadequate 

° .* 
By Seiberling 

CINCINNATI. — The 3% percent 
boost in tire prices by most manu- 
facturers recently was “totally 
inadequate to compensate for the 
cost of doing business today.” 

So declared J. P. Seiberling, 
president of Seiberling Rubber Co., 
in a press conference at the annual 
convention here last week of the 
National Assn. of Independent Tire 
Dealers. 

Passenger-car tires, Seiberling 
said, should have been increased 7 
percent over previous levels to pro- 
vide a_ satisfactory profit over 
existing costs. He said adequate 
rises in truck and bus tires would 
have ranged from 7% to 12 percent. 

Speaking before the convention 
here, he said dealers had lost con- 
trol over the replacement tire mar- 
ket because they had not defended 
themselves when large manufactur- 
ers changed the tire business into 
what he called a “tonnage manu- 
facturing business for volume and 
position at any cost.” 





1950 RENAULT MAKES BOW IN U. S.—New models have made their appearance in th 


showrooms of the Renault Selling Branch, Inc., 1920 Broadway, New York, an 


d in the show 


rooms of 219 Renault dealers throughout the country. The cars are three inches higher and 


have 21 percent more 


horsepower than last year's. 


The entire four-cylinder rear-engine 


motor unit can be removed from the car and replaced in a matter of minutes, according to 


the maker. 


M. Pierre Pery, general manager of the Renault Selling Branch, announced @ 


new price for the four-door sedan, $1,035, delivered in New York. Production is said to be 


350 per day and it is available 


for immediate delivery. 
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— conductor, who is taking a 
vacation in New England, wants 
to introduce a man who needs no 
introduction, H. Bertram Lewis, the 
sales and advertising counselor, 
who has labored in this field for 
many years, 

[ am quoting an article on used 
cars that he wrote and which was 
distributed by the Flint Citizens 
Investment Co. of Flint, Mich. It 
is too good to have its usefulness 
limited to a small area, and I rec- 
ommend it as must reading for 
dealers interested in used cars. It 
is as follows: 

“Dealers who go into the win- 
ter months with large stocks of 
used cars, which they have held 
rather than sell at prevailing 
market prices, will put them- 
selves in a dangerous position. 
And some will do just that—for 
the trade as a whole seems still 
reluctant to face the fact that 
the used car, except in rare cases, 
is no longer an earning asset but 
a potential source of heavy loss 
and that quick turnover at a 
minor rate of loss is infinitely 
safer than holding on beyond « 
reasonable time in hopes of high- 


er prices. 
“Under normal market condi- 
tions, the winter months have 


never been periods of high used- 
car activity, and some price sacri- 
fices have always been necessary 
in order to unload substantial used- 
car stocks between November and 
March, except in tourist meccas 
with mild climates. Elsewhere, 
dealers who hold large stocks at 
Thanksgiving are apt to be stuck 
with them till Easter, unless they 
are prepared to offer them at heavy 
price reductions. Individual cars 


will move at full market prices, 
but not large accumulations of 
them. 


* * * 
Keep Up Pressure 


“AND no one knows with cer- 
tainty what next _ spring’s 
used-car prices are going to be. 
Theoretically, almost any car will 
bring more in April than it will 
in December, but in this kaleido- 
scopic modern world the unexpect- 
ed has become almost the rule— 
and any number of possible situa- 
tions might arise to change the 
used-car outlook for the spring of 
1950, 
“Then, too, large used-car stocks 
require wholesale financing—and 


Kansas City Dealers Aid 


License Tag Distribution 

KANSAS CITY.—New-car deal- 
ers throughout the city are coop- 
erating with the supervisor of 
motor vehicles by keeping supplies 
of 1950 Missouri license renewal 
applications in their offices to aid 
in the purchase of new tags, ac- 
cording to Kenneth Spry, manager 
of the Motor Car Dealers Assn. of 
Greater Kansas City. 

The dealers are working with 
Joseph Modica, supervisor of mo- 
tor vehicles here, in an effort to 
aid drivers who find it difficult to 
get the forms at the regular office 
of the motor vehicle unit because 
of working hours. 
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likes to 
see a loan tied up in frozen assets. 
The dealer who holds his used cars 
long in the hope of getting higher 


no financing institution 


prices is not being fair to his 
credit. For whoever carries his 
account will find it less attractive 
the longer his used cars remain 
on hand. No retail contracts result 
from static merchandise — and 
nothing but substantial retail vol- 
ume justifies a used-car wholesale 
line. 

“So the trade is hereby urged 
to keep strong pressure on its 
used-car operations and to main- 
tain the highest possible turn- 
over rate throughout the winter 
months. There is, of course, a 
year-around market for used 
cars. Somebody sells them even 
in winter. It’s simply a question 
of who does the best job of find- 
ing and selling winter prospects. 
People who really work for win- 
ter business move used cars at a 
better-than-average rate. 

“Winter buyers of used cars are 
(1) people who for one reason or 
another must replace their present 
cars at once; (2) people in imme- 
diate need of extra cars for per- 
sonal use; (3) people with old cars 
who are planning to make trips 
and need less worn-out transpor- 
tation; (4) people whose cars are 
wrecked in accidents and who 
either cannot get suitable new cars 
at once or are not in the new-car 
buying class; (5) people who have 
quick need of a moderate-priced 
car for business use; (6) 
who think that, because of limited 
demand, they can buy used cars 


for less in winter. 
7 * * 


Keep Assets Liquid 


“Most winter used-car prospects 
will be found within these 
categories—and dealers who recog- 
nize that fact and plan their win- 
ter used-car sales campaigns ac- 
cordingly will close many more 
winter sales than those who either 
mark time or go out, hit or miss, 
for business. 

“Direct mail, sent to owners of 
the oldest cars, will bring in winter 
prospects. Quick followup on acci- 
dent reports will bring in others. 
Wide-awake scout work by all em- 
ployes, with bonuses for sales that 
may result, will find a lot of leads. 
An outside intelligence service, 
operating through gas stations and 
storage garages, also based on bon- 
uses for business that is closed, 
can be very productive. Advertis- 
ing special winter equipment on 
lists of used cars, with prices in- 
clusive, and playing up the winter 
angle strong in the wording of 
used-car advertisements will bring 


people in who have somehow got | 


the notion that yours is a sort of 
winter used-car headquarters. 

“Radio spots inviting people to 
call who want sound cars, winter- 
conditioned and equipped for rug- 
ged work in cold weather will also 
be effective. Putting a special win- 
ter angle into all forms of used-car 
sales promotion will bring you a 
plus share of winter prospects. 

“Selling used cars fast at any 

season is largely a matter of be- 
ing On one’s toes and doing all 
the little things that make a 
world of difference in sales re- 
sults of any kind. There is AL- 
WAYS a way to find more pros- 
pects when you have decided that 
you MUST—and quick sale of 
used cars, in winter as in all 
other seasons, is imperative for 
dealers who intend to protect 
their wholesale lines, keep their 
assets liquid and average a min- 
imum of loss on their long-term 
used-car operations. 

“Remember — carrying a whole- 
sale line costs money. And, as used- 
car wholesale places a time limit 
on every unsold car, a day of 
reckoning will come in every case. 
As a rule the longer a car is held, 
the greater the ultimate loss. Deal- 
ers who hold used cars right up 
to the deadline in the hope of 
higher prices will usually pay a 
heavy price for their procrastina- 
tion.” 


people 


Auto Courses 


Cincinnati Assn. Praised 


For School Aid 


CINCINNATI.—A_ tribute has 
been paid to the Cincinnati Auto- 
mobile Dealers Assn., Inc., by Cen- 
tral Vocational high school for co- 
operation in automotive courses. 

In relating that CADA has aided 
the school during the past 30 years, 
George Winter, of Central, said: 
“I do not believe there is another 
city where such a setup exists be- 
tween automotive vocational train- 
ing and the local dealers as in 
Cincinnati.” 

The school’s seniors are “co-ops,” 
working part time in service cen- 
ters and going to school part time. 
Winter explained that about a 
dozen auto dealers are now using 
the plan. 


Deo Slated to Speak ... 





Finance Men to Study 
Dealer Problems 


CHICAGO. — Various phases of |Theme of the convention is “For 


the finance field ranging from auto- 
mobile distribution to bank rela- 
tions will be discussed at the 15th 
annual convention of the American 
Finance Conference, Thomas W. 
Rogers, executive vice-president, 
announced. The meeting will be 


held here in the Palmer House, 
Nov. 15-16, 
Approximately 600 executives 


from the financial, automotive, and 
allied fields are expected to attend. 


New Dealer Officers 





ALABAMA DEALERS PICKED THESE OFFICERS—Officers of the Automobile Dealers Assn. 
lof Alabama, Inc., elected at the group's annual convention at Biloxi, Miss., are (seated) 


| left to right: 
| vice-president; George W. x, 


Rush Stallings, Montgomery, second vice-president; Ss. 
Boaz, president. Standing (left to right): Frank 


E. Mary, Troy, first 
. Broadway, 


| Montgomery, who continues as executive vice-president; R. J. Jones jr., Birmingham, secre- 
| tary-treasurer, and W. M. Turner, Selma, third vice-president. 





NORTH DAKOTA'S OFFICERS MEET—The newly-elected officers of the North Dakota 
Automobile Dealers Assn. are shown discussing plans for the future. Left to right: R. G. 
Touhey, chairman of the convention; Edgar Berg, president, and George Dixon, manager. 
M. K. Dallas, vice-president, was not present. 





| BILOXI, Miss.—Resolutions con- 
cerning factory-dealer relations, 
laws on certificate of title and 
compulsory motor-vehicle inspec- 
tion, dealer tax problems and high- 
way safety were adopted by the 
Automobile Dealers Assn. of Ala- 
bama, Inc., at its 14th annual con- 
vention here last week. 

One resolution set forth that 
the association has become 
“increasingly aware of certain 
problems resulting from factory- 
dealer relations” and directed its 
new president, George W. Cox, 
Boaz, to appoint a committee to 
work with the association man- 
| agement “in an effort to eliminate 
such problems and to strengthen 
and improve factory-dealer rela- 


| tionships.” 


Another resolution called upon 





Wichita Dealers Name 


Johnston Secretary 

WICHITA.—Robert M. Johnston 
has been named _ secretary-man- 
ager of the Wichita Automobile 
Dealers Assn. He is a graduate of 
the University of Wichita school 
of business administration. John- 
son succeeds Larry Wray. 


| behalf of the dealer, urged the 


the president to appoint a continu- | 


Factory Relations Study 


Alabama Dealers Vote Probe of Trade Problems; 
Permanent Legislative Committee Set 


ing legislative committee which 
would first devote its attention to 
the study of a certificate of title 
law and compulsory motor-vehicle 
inspection in the state. A title law 
|introduced in the state legislature 
earlier this year failed to be 
enacted. 


On the question of safety, the 
association agreed to extend its 
cooperation in any safety program 
and commended the Alabama state 
|highway patrol for its efforts to 
reduce the highway accident rate in 
|}@ manner based upon: positive ed- 


rective measures. 
The association, in thanking 
NADA for its past efforts on 


national organization to “devote 
attention at all times to the 
burden of taxation which many 
would place upon the automotive 
industry.” 

The same resolution asked the 
national group to give its attention 
“particularly” to the growth, in 
number and size, of economic co- 
operatives which, it said, are being 
enabled to compete “unfairly with 
private industry.” 

W. M. Turner, Selma, was chair- 





|ucational methods as well as cor- | 





A Thrifty Fifty,” and topics will 
be geared to show members how 
to increase efficiency during the 
coming year. 

J. Howard McGrath, U. S. at- 
torney general, will highlight an 
array of six speakers from differ- 
ent segments of industry and 
politics, having a bearing upon the 
finance field. McGrath will speak 
on public affairs as they relate to 
financing. 

M. Robert Deo, NADA managing 
director, will address the conven- 
tion on the automobile distribution 
picture. 

Elmer E. Schmus, executive vice- 
president, First National Bank of 
Chicago, will talk on bank relations 
in the finance field, while Rogers 
will discuss the sales finance angle. 

Dr. Howard R. Bowen, college of 
commerce and business administra- 
tion, University of Illinois, will dis- 
cuss business management. Gideon 
D. Seymour, executive editor, Min- 
neapolis Star, and advisor to the 
Atomic Energy commission, will 
talk on “This Atomic Field.” 

Panel sessions will be held on 
such topics as insurance, customer 
credits, and collections, managing 
a local finance concern and man- 
agerial problems of larger com- 
panies. 

Fred V. Chew is convention man- 
ager. 


Virginia Parley 
To Hear Haller, 


Moore, Belson 


RICHMOND, Va. — The annual 
convention of the Automotive 
Trade Assn. of Virginia has been 
set for Nov. 14-16 at the John 
Marshall hotel here. 

Among the speakers at the par- 
ley will be Fred L. Haller, vice- 
president of NADA; John O. Munn, 
dealer editor of Automotive News; 
Walter W. Belson, public relations 
director of the American Trucking 
Assn.; Howard B. Moore, managing 
director of Automobile Dealer 
Assns. of Canada, and Karl M. 
Richards, field services director of 
Automobile Manufacturers Assn. 

Others scheduled to speak are 
Sen. John S. Battle, governor-elect 
of Virginia; Gov. William M. Tuck; 
Paul M. Millians, vice-president of 
Commercial Credit Co. and J. 
Lindasay Almond, attorney-general 
of Virginia. 


Parade Starts 
Knoxville ‘Week’ 


KNOXVILLE, Tenn.—The pride 
of the automobile industry, sleek 
sedans and breezy convertibles, 
parading throughout the downtown 
section of the city, set off seven 
days of open house for the local 
citizenry last week with automobile 
dealers playing host in observing 
Know Your Automobile Dealer 
Week. Every showrcom in the city 
was kept open until 9 p.m. Dealers 
furnished first-hand information 
about this year’s progress in the 
automobile industry. 

Roy Cruze, president of the Knox- 
ville New Car Dealers Assn., said 
the week is one of education for 
everybody, not only in the workings 
of the auto industry but also in 
observing safety regulations on the 
highways. The seven-day event was 
complete even down to an Automo- 
bile Dealer Week queen, Helen 
Hav;thorne, who was recently 
elec! 2d Miss Tennessee on the Uni- 


versity of Tennessee campus. 





Auglaize County Assn. 


Sets Meeting Nov. 9 

COLUMBUS.—The newly-organ- 
ized Augiaize County Automobile 
Dealers Assn. will hold a meeting 
Nov. 9 in Wapakoneta. 

Officers of the group, just elect- 
ed, are L. E. Brandt, Wapakoneta, 
president; E. Kuenning, Minster, 
vice-president; Walter Harrod, Wa- 
pakoneta, secretary; Clark Schwar- 
derer, St. Marys, assistant secre- 
tary, and Bernie Parker, St. Marys, 


man of the resolutions committee, | treasurer. 
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Sound Merchandising 
Paramount Now 


ITH SOME auto dealers “going off the deep end” on 

both new and used-car deals, AUTOMOTIVE NEws feels 
that a harsh warning from a dealer association will carry 
a lot of weight in the trade. 


Therefore we are reproducing below a message from the 
Oct. 26 bulletin of the Brooklyn and Long Island Automo- 
bile Dealers Assn. : 


“Scattered reports indicate there are cases where 
dealers are obtaining business by giving a discount 
rather than by applying a greater sales effort. This is 
probably due to the fact that the trend toward a sell- 
er’s market is catching up with certain dealers faster 
than they are developing an aggressive sales force. .. . 
Do not buy orders, sell ’em! 


“An old practice is also creeping in where some deal- 
ers are advertising that they will accept orders with 
no down payment and three years to pay. We do not 
feel that this is sound merchandising and this practice 
could easily curtail a dealer’s credit in a relatively short 
time. For the good of the economic condition of the 
country and our industry, sound merchandising is of 
paramount importance at this time. 


“It is about time that dealers gave some serious 
thought to overhead and the cost of doing business as 
compared to the prewar days. Every dealer should sit 
down and spend some time with his accountant and find 
out just what his costs of doing business today are com- 
pared to the prewar times. 


“He will find that his overhead has increased many 
times and the cost of delivering a new unit today has 
more than trebled, and it is only with this knowledge 
-in this highly competitive market that he will be able to 
compete with competition at a profit. DO THIS NOW! 
DON’T WAIT UNTIL IT IS TOO LATE!” 











In tribute to our publisher, 
the late George M. Slocum: 





MUCH HAS been written 
about the many activities and 
well-doings of George Slocum 
—in the auto industry, in 
civic affairs, in publishing, 
advertising and cultural 
circles. 





So we would like to talk 
about G.M.LS. as an employ- 
er—but not as a “boss,” for 
he loathed that term. He 
would set us on a course, 
guide us back onto it if we 
strayed. 


But he would never “boss” 
us, in the strict sense of that 
term. 









* * * 





HIS KINDLY words, his 
amiable counsel were an in- 
spiration to every employe, 
veteran or newcomer, young 
or old. 


Some of us worked with 
G.M.S, through lean years 
as well as prosperous. 
Others of us joined Auto- 
motive News when it had 
grown to be the leader in 
the automotive industry. 






But, whether we arrived on 
the scene early or later, all 
of us had the same idea 
about G.M.S.: 





Letterbox 













There couldn’t be a 
grander fellow to work for 
and with. 







used, if you so request. 








* * 


HAVING BEEN through 
every branch of the publish- 
ing business, G.M.S. watched 
closely each department of 
Automotive News — editorial, 
advertising, circulation, me- 
chanical. Not that he didn’t 
have faith in the employes 
who operated those depart- 
ments, but because he be- 
lieved the experienced coun- 
sel of “older heads” should 
help guide the energy of 
“younger heads.” 





* 





Bad Practice 

Your article on page 54 of the 
Oct. 24 issue, headed “Chicago,” 
where the Chicago Automobile 
Dealers Assn. sent out a warning 
to its members that too promiscu- 
ous a practice is being made among 
the dealerships in that territory 
toward the practice of discounts 
and long tradeins on new-car 
sales. Personally, the writer thinks 
this is a nationally prominent con- 
dition and could readily lead to a 
dangerous condition if continued 
on a big scale. 

Conditions of this kind begin 
with a dealer’s excitement over 
too large a new-car stock. It is 
immediately sensed by his sales- 
men. It is through this medium, 
passed on to their customer, and 
soon reaches a point where such 
a thing as a full price deal is al- 
most an impossibility. 

In our business we are being 
confronted by prospective custom- 
ers with discount offers, and we 
are turning them down in the 
presence of the salesmen to im- 
press on them the fact that we 
are not doing cutthroat business. 
If we were, we would not need him, 
but would need only an order-tak- 
ing clerk. Having been in the auto- 
motive business for the past 30 
years, through the thick and thin 
of it, we know that there is not, 
and never will be, a substitute for 
a good hard-working salesman. 
This, and only this, will do the 
job profitably for a dealer. 


We feel your paper could at this 
time build up a big editorial on 
ideas of this nature that would be 
very beneficial to all automobile 
dealers in the country. Now is the 
time for all dealers to realize they 
must go to work on a good sound 
working basis or close the doors 
and quit. 

We have been readers of AvurTo- 
MOTIVE News for years and never 
fail to read it from cover to cover, 
gaining much information from 
happenings all over the country in 
the automotive field. Hoping to see 
in the near future an enlarged 
article in your paper along this 
prescribed line of thought.—C. T. 
















The fact of the matter is 
that, while G.M.S. some- 
times may not have seen eye 
to eye with his department 
heads, his counsel invariably 
turned out to be correct— 
sometimes, we must admit, 
to the embarrassment of a 
department head or two. 















Regardless of the prob- 
lem at hand, G.MLS. never 
“cracked down” on any- 
one. He believed sincerely 
in talking things over at a 
roundtable of department 
heads. 













While he did not compro- 
mise on the right and wrong 
thing to do, he often did 
alter the method when any 
of us could prove to him 
that it was a better way. 




















* * * 





G.M.S. was always as proud 
as punch of AUTOMOTIVE 
News. He lived and breathed 
its every line of type. 


THE STAFF 











‘Dealer Discounts ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 
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| Foxwortuy, president, C. T. Fox- 


worthy Co., Inc., Indianapolis. 
* * + 


Criticizes Industry 

Your “Capsule Comments” edi- 
torials have a way of serving up 
important news. in concentrated 
form. The last two comments in 
the Oct. 17 issue provide a case in 
point. 

One of the capsules reads: 

“Chrysler’s K. T. Keller asserts 
that engineers have let stylists take 

(See LETTERBOX, Page 57, Col. 1) 





Become of... 


Wm. E. Holler 


What's 





WHEN Automotive News asked 
William E. Holler, former Chevro- 
let sales manager, for a thumbnail 
sketch on what 
he is now doing, 
he came back 
with a character- 
istic reply: 

“Instead of 
thumbnail sketch- 
es, why not give 
the folks who 
helped make the 
industry the suc- 
cess it is today a 
real handful fea- 
Wm. E. Holler ture 9 
Holler, who is now living at 
Mount Dora, Fla., says he planned 
his retirement with the same thor- 
oughness that he planned Chevrolet 
sales campaigns. 


AS A RESULT, he says, he is as 
successful in retirement as he was 
in his sales campaigns, 

“I have never been as busy in 
my life,” Holler says. 

Holler’s activities include the an- 
nual Florida conference of top 
business leaders, his duties as a 
member of the Florida Advertis- 
ing Commission, the Automobile 
Old-Timers, travel and devotion of 
all time possible “to our family 
circle, our sons, their wives and 
our grandchildren.” 


(Readers are invited to nominate can- 
didates for this column.) 
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Buick Repairs : 


Youll handle them quicker... 
easier... ieee, with 


Buick Parts Kits! 
















When there’s a Buick job in your shop— 
get the parts you need from your nearest 
Buick dealer! 







They cost no more than off-brand 
replacement parts. 










They fit right, work right, last longer, 
because they’re Buick-engineered, to 
Buick’s own factory specifications. 







AND 


You can get all the parts you need, 
for any one of almost 300 common 
repair jobs, complete in one packaged 
kit. Everything you want for the job 
is right there in your hand—where 
you’re working. 














The job goes easier, because you’re 
matching all-new parts with all-new 
parts, made just for Buicks. You save 
time, you keep the customers happier, 
you avoid complaints and comebacks. 







You'll save money—turn out better jobs— 





with... 






NET RESULT.. 


Less headaches for you—and more 
money in your pocket! 





Buy them from your local Buick dealer 


















AS FINAL RITES WERE HELD FOR PUBLISHER SLOCUM—The scene inside the 


vestibule of the church. 





Final Tribute Paid to Publisher .. . 


_ AUTOMOTIVE NEWS, NOVEMBER 7, 1949 __ 


Grosse Pointe Memorial Church during the final 
services for George M. Slocum, publisher of Automotive News. In the background near the coffin, the Rev. Frank Fitt is shown offi- | the day the first Automotive DaiLy 
ciating. Floral pieces from prominent executives of the industry and friends of Mr. and Mrs. Slocum filled the altar section and the News rolled off the presses was a 


Auto Leaders at Slocum Rites 


(Continued from Page 1) 


importance to the Tuscola County 


area civic leaders. For, throughout | Courier, owned by Grant. 


his life, he was keenly interested 
in community affairs and took an 
active part in many charity and 
civic promotion programs. 

> * * 


Printer’s Ink in Blood 


EORGE MERTZ SLOCUM was 

born in a white frame house on 
Jan. 24, 1889, in Caro, Mich., the 
county seat of Tuscola county. 


George was the only son of Grant 
H. and Ada Mertz Slocum. 

It was Grant Slocum’s profes- 
sion that first instilled in George 
the aroma and feel of printer’s 

ink. George’s father founded the 
Gleaners, a society of farmers, 
and also initiated the Gleaner, an 
agricultural paper on which 
George worked during his Caro 
boyhood. 

Grant was a nephew of Capt. 
Joshua Slocum, who in 1893-94 be- 
came the first man to sail around 
the world alone. This feat planted 
in George the nautical interest 
which later occupied the greatest 
share of his pleasure time. 


* + > 


Changed Middle Name 


R. SLOCUM often recalled two 
incidents of his youth which 
awakened his curiosity in the then 
foundling automotive industry. 
One day in the early years of the 
twentieth century, Grant Slocum 
and his son, George, made a trip 
to Lansing on a mission of great 


They were seeking to arrange 
the purchase of a stationary gas- 
oline engine to replace the steam 
engine used to operate the Cour- 
ier’s presses. George sat on his 
father’s knee as they rode along 
in a new horseless carriage with 
the manufacturer of the gasoline 
engines—R. E. Olds himself. 

On May 18, 1906, the Caro press 
duly reported, Grant Slocum and 
his son, Gearge, completed the 170- 
mile trip from Detroit to Caro in 
seven hours in a new Buick which 
Grant had purchased for $1,250. 


George showed independence of 
thought early in life. He had his 
middle named changed from the 
Harold, assigned by his parents, to 
Mertz, the latter being his mother’s 


maiden name. 
+ . * 


His First Paper 


R. SLOCUM’S album of family 

pictures contains a photograph 
of young George and fellow work- 
ers busy setting type and perusing 
proofs in Grant Slocum’s Caro 
(Mich.) print shop in 1899. 


Volume One, Number One of 
George's first newspaper came forth 
on Jan. 21, 1901, three days before 
his 12th birthday. Called Boy, it 
was a single-page mimeographed 
sheet which kept its readers abreast 
of the latest local and national 
news, not to mention the funniest 
in current jokes. 

Under the Boy nameplate ap- 
peared “George H. Slocum, Editor, 
Caro, Mich.” This was followed by 
an inaugural statement: 

“My dear boy friends: It gives 
me great pleasure to hand to you 
the first copy in the career of a 
small boy a” 

In turn, this declaration was fol- 
lowed by advertisements, if such 
they could be called, for DeWitt’s 
Witch Hazel Salve and the Michi- 


; gan Central Railroad. 


EDDIE GUEST PAYS HOMAGE—The noted 


poet, a close friend of Publisher Slocum, 
attended the fina! rites. 





*|the Caro school 
: * 


There seems to be no record of 


the duration of Mr. Slocum’s pi-| 


oneer venture in publishing, but the 
youthful editor may have knuckled 
under to conflicting pressures on 
his time from his school work; 
George’s father was a member of 
board. 


+ + 


Played the Piccolo 


TX CARO high schools, George in- 
dulged a bent in another direc- 
tion—that of music. He tooted the 
piccolo in the high-school orchestra 
and, although he:did not play a 
musical instrument in his later 
years, he 








contacts by serving on the boards 
of directors of the Detroit Sym- 
phony Orchestra and the Detroit 
Civic Light Opera Assn. 


On June 25, 1905, George com- 
pleted his formal education and 
received his diploma from Caro 
High school. The motto of the high 
school, printed on the program for 
the commencement exercises, fore- 
told in four words the character- 
istics that were strongest in Mr. 
Slocum’s maturing personality: 
“Simplicity, Sincerity and Success.” 


Within a year after being grad- 
uated, Mr. Slocum had left Caro 
and established residence in De- 
troit. He had also embarked on 
his career in the automotive and 
advertising fields. 

His first Detroit job was with the 
newly formed advertising agency of 
Brownell & Humphrey, whose prin- 
cipal accounts at the time were 
Oldsmobile and Goodyear. He rose 
to an executive position in his 18th 

year, becoming editor of the Olds- 
mobile house organ, Motor Talk. 

It was in these formative years 
that Mr. Slocum acquired his first 
car—a Brush runabout. And in 1907, 
he was persuaded by his friend, 
Henry T. Ewald, to join an organi- 
zation of Detroit advertising men 
which Ewald had just launched— 
the Adcraft club. Mr. Slocum served 
as president of this club in 1933-34 
and was a member of the board of 
directors at the time of his death. 

. * + 
Formed Ad Agency 
REACHING the ripe old age of 

20, George decided to enter busi- 
ness for himself—or at least as a 
co-owner. He and Hal G. Trump 


| set up their own advertising agency 


in Detroit—Slocum & Trump, Inc. 
The agency did not prove the 
smashing success envisioned by its 
zealous proprietors. It folded up in 
1911, and George moved to Water- 
loo, Ia., in an attempt to recoup his 


| losses, as a car salesman for Ma- 
son-Maytag Auto Co. 





maintained his musical | 


George fared rather well out in 
Iowa. By 1912, he had accumu- 
lated enough money to buy out 
his uncle James’ interest in the 
Gleaner, the farm paper which 
George’s father was publishing. 
The year 1915 occupies a promin- 

ent position in the life of George 
Mertz Slocum. 

First off, on Apr. 6, two years to 
the day before the United States 
entered World War I, George was 
married to Mabel M. Hipkins in 
Christ Episcopal Church, Detroit. 
The best man for the ceremony was 
George’s former business partner, 
Hal Trump, and the matron of 


honor was Jeannette S. Reynolds. 
The second event of significance 
in the 1915 of George Slocum was 
his succession to the position of 
publisher of the Gleaner. 
cd * * 


Served in Navy 


HE Slocums became residents of 

Grosse Pointe, a residential sub- 
urb of Detroit, which was attract- 
ing many of the executives of the 
automotive industry. Mr. Slocum 
called Grosse Pointe home for the 
rest of his life. 

His residence-to-be, the Anchor- 
age, at 29 Roslyn road, Grosse 
Pointe Shores, was a comfortable 
but unpretentious abode situated 
just a hop, skip and a jump from 
the waters, of Lake St. Clair, in 
| which he spent many leisure hours 
aboard his beloved boats. 

In 1917, Mr. Slocum combined 
the Gleaner with a publication 
called Power Farming and opened 
offices of the Michigan Business 
Farmer in Mt. Clemens, 25 dirt- 
road miles northeast of Detroit. 
The Michigan Business Farmer 
was eminently successful and, in 
1928, it became part of the tri- 
state farm publishing syndicate 
of Capper-Harman-Slocum, Inc. 
Mr. Slocum was a vice-president 
of the syndicate, which also pub- 
lished the Pennsylvania Farmer 
and the Ohio Farmer. 

After a stint in the U. S. Navy 
in World War I, Mr. Slocum re- 
turned home to break the ground 
for the inception of a daily trade 
newspaper for the automotive in- 
dustry. 

The period from the Armistice to 


six-year nightmare of disappoint- 
ment and heartbreak for Mr. Slo- 
cum and the men he recruited to 
help him lay the groundwork. 

+ * * 


| Automotive News Started 


| [,RIENDS of Mr. Slocum in the 

industry warned that such auto 
trade journals as Horseless Age 
and Motor World were already 
“solidly entrenched” and that the 
competition might be too much for 
a new paper. 

“My best friends advised me to 
‘leave the manure on your boots 
and stick to publishing farm 


papers,’” he recollects in a booklet | 


published on the occasion of the 
20th anniversary of 
News. 

One motor man who wasn’t as 
gloomy on the project was J. H. 
Newmark, then advertising man- 
ager of Oakiand. Mr. Slocum and 
Newmark worked ceaselessly on 


At Services 


*\ 





PALLBEARERS LEAVING CHURCH—Shown 
bearers at Publisher Slocum's rites as they 
Memorial Church. Left to right, Harvey Campbell, executive vice-president, 
of Commerce; Henry T. Ewald, president, Campbell-Ewald; Harry J. Klingler, general man 
ager of Pontiac; Leo Fitzpatrick, radio executive; an unidentified observer; Frank X. Gaughen 


western manager of Capper Publications; A. 


AUTOMOTIVE | 





| 


AMONG MOURNERS—J. J. Hartigan (left), 
vice-president of the Campbell-Ewald adver- 
tising agency, and C. F. Kettering, research 


consultant of General Motors, 
church. 


entering the 





plans, editorial contents and dum- 
mies, intent on forming a partner- 
ship to publish the newspaper. 

Then, that most challenging of 
blows struck. Messrs. Slocum 
and Newmark discovered they 
would need no less than $100,000 
to finance publication of the 
newspaper during the first year 
alone. 

Since no bankers were willing to 
underwrite the still projected paper 
to the tune of $100,000, AuTomoTive 
News looked like a hopeless dream. 

But in 1923, Jake Newmark had 
set up his own ad agency in New 
York, with Durant Motors as the 
chief account. He became friendly 
with Bernarr Macfadden, the 
wealthy New York magazine pub- 
lisher. 

Miracles do happen! Macfadden 
advanced the funds for the estab- 
lishment of Automotive Daily News 
Publishing Corp., with main offices 
in New York under Newmark and 
with a Detroit bureau managed by 
George M. Slocum. 


> ” a 
Early Days of AN 
7JOLUME 1, Number 1 of Avto- 
MOTIVE Datty News was born on 
Aug. 25, 1925, boasting several 
hundred subscriptions at $12 a year 
in advance. The kickoff issue was 
| approximately the same size as the 
AvuToMoTIVE News of today. It had 
16 pages and featured a front-page 
|picture of Henry Ford. 


In the mails on the week-end of 
Continued on Page 7, Col, 1) 


for G.M.S. 








above are seven of the eight honorary pa! 
followed the coffin from the Grosse Pointe 
Detroit Board 


G. Herreshoff, chief engineer of development 


design for Chrysler, and Joseph L. Hickey, president of E. L. Hickey Co., Detroit. Obscured 


is the eighth palibearer, J. H. DeVisser, treasurer of Coon-DeVisser Co., 





Detroit. 


FORD EXECUTIVES ARRIVING FOR RITES—Ascending the steps of the Grosse Point 
Memorial Church for Publisher Slocum's funeral services are (left) Mead L. Bricker, con 


pany vice-presicent and production consultant, and J. R. 


president. 


Davis, sales and advertising vice 
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Auto Leaders at Slocum Rites 


(Continued from Page 6) 


Mr. Slocum’s death was Volume 25, 
Number 3209, of Automotive News. 
t boasted a circulation of 37,071 
net paid at an annual subscription 
rate of $8 per year. It had no front- 
page pictures, but instead a table 
snowing that 1949 was to be the 
hest year in automotive production 
history. 

Mr. Slocum hired Walter Boyn- 
ton as the first Detroit editor of 
Automotive Daily News. It was a 
busy period for Mr. Slocum, in- 
asmuch as his Mt. Clemens farm 
paper required him to commute 
back and forth from the Detroit 
office in the General Motors 
building. 

Some vital personnel adjustments 
were made in the late 1920s as 
Automotive Dairy News steadily 
climbed in circulation and favor. 
Newmark’s interest was purchased 
in 1926 and Boynton resigned as 
Detroit editor in 1930. 

To succeed Boynton, Mr. Slocum 
brought to the organization Chris 
Sinsabaugh, regarded as the dean 
of automotive trade editors. 

* * * 


Moves AN to Detroit 


EORGE and Chris were to be- 

come the closest of friends. Mr. 
Slocum was struck a “staggering 
personal loss” by Mr. Sinsabaugh’s 
death in January, 1943. 


Dairy News thrivec 


AUTOMOTIVE 





WITH HENRY FORD—Before World War Il, 
at a Ford preview, Publisher Slocum (left) 
was snapped discussing business with the late 
founder of the Ford Motor Co. 


surprisingly well during the dark 
depression days and, in 1933, Mr. 
Slocum was able to effect his most 
obsessing aspiration. 

He purchased the paper “lock, 
stock and barrel” from Mactad- 
den, organized Slocum Publishing 
- with himself as owner and 

esident, and transformed Auto- 
motive Daily News into Automo- 
tive News as a semi-weekly with 
offices in Detroit and Sinsabaugh 
as editor. 


The first “Detroit issue” was |- 


mailed from the New Center build- | 
ing on June 10, 1933, with a reduced | 
subscription rate of $6 a year. Net- 
paid circulation was less than 5,000. | 

When the paper was cemented as 
a. Detroit product, Mr. Slocum be- 
gan composing his weekly column, 
“A Word in Edgewise.” From 1933 
until the issue of Sept. 26, 1949, this 
column ran regularly on the editor- | 
ial page. The signature initials, | 
“G. M. S.,” came to connote a stim- 
ulating presentation of viewpoints | 
on a variety of leading topics of the 








DETROIT, 1910—With a Brush runabout and 
plenty of gas, George Slocum (then 21) was 
poised for a drive down one of the Motor 
City's beautiful boulevards. 


day, both automotive and non. 
automotive. 
col * * 


Boasts of Independence 


PECIAL editions of AUTOMOTIVE 

News helped many car manu- 
facturers to observe their birthdays 
through the 1930s. Some of the mile- 
stones commemorated in this way 
were General Motors’ 25th, Pack- 
ard’s 40th and Studebaker’s 88th. 

Under Mr. Slocum’s steady hand, 
Automotive News was staging what 
a factory sales manager would call 
a “brisk upward sales curve.” The 
first annual Automotive News Al- 
manac, launched in 1935, compiled 
in one volume just about every bit 
of information that could be sum- 
moned up on the automotive world. 
The Almanac, which this year was 
produced in its 13th edition, became 
“must” reading and reference ma- 
terial throughout the industry. 

One of Mr. Slocum’s proudest 
boasts about Automotive News 
was that it was kept independent 
of control by manufacturers or 
dealers. “No manufacturer, di- 
rectly or indirectly connected 
with the automotive industry, has 
ever had one penny’s interest in 
this publication,” he wrote. 

Serving as president of the Ad- 
craft club of Detroit in 1933-34, Mr. 
Slocum was constantly on the look- 
out for new activities of a civic or 
charitable nature which he could 
assist. A patriotic booster of the 
Detroit area, he spark-plugged a 
number of drives pointing for a 
| richer life for Detroiters. 





ae ke ? 
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A BORN COMMODORE—This is one of the 
earliest pictures of Publisher Slocum. It was 
taken in Caro, Mich., where he was born 
Jan. 24, 1889. 


Philosophy of Publisher 


George M. Slocum gave his philosophy as a publisher in an article 
in the Aug. 27, 1945, issue, marking the 20th birthday of Automotive 


News. 
At that time he wrote: 


“Looking forward, I feel humble indeed at the responsibility of 


guiding a publication which, if it 
stout link in the chain which binds 
that it cannot fail to maintain our 
democracy of the individual, in t 
stress and strain which lie ahead 


fulfills its obligation, must be a 
America’s No. 1 industry together, 
system of free enterprise and the 
he immediate years of economic 
in the postwar years. 


“To that end I dedicate to Automotive News every ounce of energy, 
every cell of gray matter and every dollar I now possess. No mere 


man can offer more! 


“To you—and I mean YOU—who have contributed to the success 
of Automotive News, who have cheered us when the going was 
tough and advised us when we were at fault, our eternal thanks! 

“A publication, if it is worth its salt, is a living, animate thing, 
composed of as many cells as it numbers readers, subscribers, ad- 


vertisers and workers. So long as 


they are activated, it lives and 


if they drop away, one by one, it dies. I expect Automotive News to 
live as long as there is this industry to serve, and that will be long, 
long after you and I have gone to our reward.” 





In 1934, he was appointed to a 
committee designed to spur the 





business recovery of the Detroit 
area. He helped promote a Detroit 
world’s fair project in 1935. Two 
years later, he was a leader cf the 
Greater Detroit committee, which 
sought to destroy the myth that the 
sitdown strikes had turned Detroit 
into a goon-ridden ghost town. He 
was instrumental in a 1938 cam- 
paign, only now beginning to bear 
fruit, for a river-front civic center 
for Detroit where large-scale auto- 
mobile shows might be staged. 
* * * 


Headed Ad Federation 


ae the greatest single 
honor accorded Mr. Slocum, 
though, was his election to the 
presidency of the Advertising Fed- 
eration of America in 1937. It was 
the climax of 21 years of close con- 
tact with the advertising profession. 
To mark the selection of one of 
their members to such a lofty posi- 
tion, the Adcraft club sponsored an 
honorary dinner for Mr. Slocum on 
Dec. 3, 1937, at Detroit's Hotel 
Statler. 
Toastmaster was Henry Ewald, 
who first brought Mr. Slocum into 





THIS PICTURE was taken at the automotive 
industry's Golden Jubilee celebration in De- 


troit. Publisher Slocum's and his companion's 
means of transportation was a steam car built 
by Carl Breer in 1900, when the now head of 
Chrysler Corp. research was 17. 


the club. On hand to pay their 

respects to the guest of honor 

were the late William S. Knud- 
sen, then president of General 

Motors; the late Nicholas Drey- 

stadt, then president of Cadillac; 

Harry J. Klingler, general man- 

ager of Pontiac; A. E. Barit, 

president of Hudson, and Edgar 

Kobak, president of Mutual 

Broadcasting System, which 
broadcast a talk made by Mr. 
Slocum over a nationwide net- 
work, 

More than 100 advertising, pub- 
lishing and industrial leaders sent 
telegrams complimenting Mr. Slo- 
cum on his election. The list read 
like a “Who’s Who” of American 
publications and included: 

Julius Ochs Adler, general man- 
ager of the New York Times; W. C. 
Allen, publisher of the Dakota 
Farmer; Bruce Barton, chairman 
of the ad agency of Batten, Barton, 
|}Durstine & Osborn; Thomas H. 
Beck, president of Crowell Publish- 
jing Co.; the board of directors of 
|the Pacific (Coast) Advertising 
Clubs Assn.; Raymond B. Bowen, 
advertising director of the New 
Yorker magazine; T. L. Brantly, ad 
manager of Collier’s magazine. 

* + ” 


Many Activities 

THERS included U. S. Senators 
Prentiss Brown and Arthur H. 
| Vandenberg of Michigan and Ar- 
|thur Capper of Kansas; Ward 
Canaday, president of U. S. Adver- 
|tising Corp.; Henry R. Luce, pub- 
lisher of Time, Life and Fortune 
| magazines; Bernarr Macfadden of 
|Macfadden Publications; B. C. 
| Forbes, publisher of Forbes maga- 
zine; Paul W. Garrett, General Mo- 
tors public relations vice-president; 
John E. Grimm jr. of Young & 


poet of the Detroit Free Press; 
Co.; Herbert 


executive vice-president 
American Weekly. 


of 





man of the Scripps-Howard news- 


| papers; W. A. P. John, president of 


MacManus, John & Adams; Clar- | 


[Highlights in Career... 








Rubicam; Edgar A. Guest, noted | civic and social activities. _ 


| Ralph Hitz, president of National | 
Hotels Co.; Roy W. Howard, chair- 





AUTO DEALERS GREET SLOCUM—George Slocum, publisher of Automotive News, was the 
guest of honor at a luncheon sponsored by the Motor Car Dealers Assn. of San Francisco and 
the Northern California Old Timers Council. Here are members of the dealer body greeting 
Slocum. From left to right standing: Slocum, Earl Dahiem, general manager, William L. 
Hughson Co.; Robert Jansen, general manager, James W. McAlister; Charles Welch of 
Bissinger & Welch: |. M. Barnett, vice-president and manager of the Credit division of the 
Anglo-California National Bank. Seated: William L. Hughson; Miss Mildred Haskins, man- 


ager of the Motor Car Dealers Assn.; Fred Pabst, general manager, Don Lee, and James 
. McAlister, head of the organization bearing his name. 





LAUNCHING THE ‘JOSHUA SLOCUM'—When a Liberty ship was named in honor of his 
reat uncle in 1944, Publisher Slocum presented an oil painting of the original ''Spray'’ 
which Joshua Slocum sailed alone around the world in 1895-98) to be hung in the wardroom 
of the new ship. Left to right: Victor Slocum, son of Joshua; Andrew B. Sides, president of 
the New England Ship Building Co., and Commodore Slocum, making the presentation at 
South Portland, Me. 





OLD FRIENDS HONOR ‘RICK'—Shortly after Eddie Rickenbacker, famed flier, had recov- 
ered from his long ordeal on a raft in the Pacific ocean during World War Il, he was 
feted in Detroit by several of his old cronies. Left to right: Henry T. Ewald, president of 
Campbell-Ewald; Leo Fitzpatrick, then general manager of Station WJR, Detroit: Ricken- 
backer, and George M. Slocum, publisher of Automotive News. 


Pie ! J , ‘ 

Pte ee 

‘tats Pe ee A 

A HIGHLIGHT OF HIS LIFE—Publisher and Mrs. Slocum shown in 1940 on the occasion 





of their 25th wedding anniversary. Together they were always familiar figures of Detroit's 


Fred Healy of Curtis Publishing | ence Buddington Kelland, author;| White, general manager of the 
J. C. Henderson, | Arthur Kudner, president of Arthur Hearst newspapers. 

the | Kudner agency; Arthur H. Motley, | 

|now publisher of Parade magazine; | 


Mr. Slocum presided over the 
annual convention of the Adver- 
tising Federation of America in 
Detroit in June, 1938. Mrs. Slo- 
cum and he had just returned 
the previous summer from a mo- 

(Continued on Page 8, Col. 1) 


the late Gov. Frank Murphy of| 
Michigan; the late E. R. Stettinius | 
jr., then chairman of United States | 
Steel Corp.; Merle Thorpe, editor | 
of Nation’s Business, and T. J. | 
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(Continued from Page 7) 
toring tour of Europe, made in 
his capacity as the top advertis- 
ing leader in the U. S. 

Other activities of his during this 
period included the chairmanship 
of the organizing committee of the 
Future Craftsmen of America; elec- 
tion as commodore of the rejuven- 
ated Grosse Pointe Yacht Club; and 
service, together with his wife, on 
the board of the Michigan Humane 
Society. 

On May 24, 1939, Mr. Slocum was 
toastmaster at a Washington din- 
ner honoring Stanley Horner, newly 
elected president of the National 
Automobile Dealers Assn. 

* > > 
Meeting a Challenge 

utomotive News faced the most 

imposing test in its history with 





the entry of the U. S. into World 
War II on Dec. 7, 1941. 

New-car production ground to a 
halt. Several of Mr, Slocum’s most 
respected colleagues in the industry 
advised him to cease operations for 
the duration. 

But despite slumping business, 
Automotive News plugged along. 
Circulation and advertising soon 
started to boom, however. 

The Automotive News Almanac, 
dropped during the war, was re- 
vived in 1944 as the paper’s circu- 
lation swung upward on a climb 
that has not yet abated. 

A charter member and director 
of the Automotive Old Timers, Mr. 
Slocum was at the speaker’s table 
when the group held its fifth an- 
nual reunion on Oct. 18, 1944. 

In December, 1944, Mr. Slocum 


Among Slocum’s Activities 





New York, Publisher George M. Slocum (right, os presented a plaque to the late 


Jim Sullivan (left), veteran auto editor of the Boston 
former president of General Motors, 


Gen. William S. Knudsen, 


lobe. Seated at right is the late 
who also was honored. 


Seated at left is George Conrad Diehl, then president of the Old Timers. 





LONDON AUTO SHOW, 1936—During a tour of the European expositions, Publisher Slocum 
ee was photographed with C. B. Thomas, then managing director of the English Hudson- 
erraplane plant (now head of Chrysler Export), looking through the “sunlight roof" of a 


British-built Hudson. 





WITH 'CHRIS' AND OLDS EXECUTIVES—Publisher Slocum loved people and he had more 
than a warm regard for the late Chris Sinsabaugh, editor of Automotive News from 1933 to 


1943, Here, left to right, are: D. E 
Jim Sullivan, 


Ralston, 
veteran auto editor of the Boston Globe; 


Idsmobile general sales manager; the late 
“Chris,"' Publisher Slocum and 


C. L. McCuen, now general manager of GM's research laboratories. 





CHATTING WITH CHEVROLET OFFICIALS—Publisher Slocum was in Los Angeles when | 
Chevrolet's top officials visited there a few years ago. 


Left to right: 


vice-president of Campbell-Ewald advertising agency; T. H. Keating, then Chevrolet general 


sales manager but now general manager; the late Nicholas Dreystadt, then general manager 
| 


of Chevrolet, and Slocum. 





Robert H. Crooker, | 


watched christening proceedings in 
the East for a Liberty ship named 
after his famed sailing great uncle, 
Joshua Slocum. 

* 


Ill in London 


R. SLOCUM made two extended 

trips to the West Coast during 
the early 1940s. The first followed 
the celebration of the Slocums’ 25th 
wedding anniversary at a party at 
their Grosse Pointe home in 1940. 
The second trip took place in the 
last months of 1946. 

In 1947; the Slocums visited Mex- 
ico and Central America. They 
covered the European auto shows 
last year, and it was on this trip 
that Mr. Slocum suffered a heart 
attack from which he never com- 
pletely recovered. 

Mr, Slocum’s last visit to the 
office was in July, For the past 
three months he had been under 
treatment either at his Grosse 
Pointe home or in the hospital. 

The Detroit-area clubs of which 

he was a member are as follows: 
Detroit Athletic Club; Detroit Club; 
Rotary Club; Players Club; Old 
Club; Grosse Pointe Yacht Club; 
Scarab Club; Adcraft Club and 
Economic Club of Detroit. He also 
was affiliated with the Wings Club 
and Advertising Club, both of New 
York, and the Sailfish and Ever- 
glades clubs of Palm Beach, Fa. 

He was secretary of the Detroit 
Civic Light Opera Assn., a former 
president of the Officers’ club of 
Detroit, a trustee of Grosse Pointe 
Shores village and a trustee of the 
Grosse Pointe Memorial church. 

Last month, his election to the 
board of directors of the Audit Bu- 


* * 


highly than we in the AFA.—ELon 
G. Borton, president, Advertising 


Federation of America. 
* * > 


Admiration 

I have just returned from New 
York and learned the sad news 
of the death of George Slocum, 
for whom we have always had 
great admiration. Will you please 
accept our deep sympathy.— 
Cuar.es S. Davis, president, Borg- 


Warner Corp. 
+ * * 


Inestimable Loss 

It is with deepest regret that we 
learn of the death of George M. 
Slocum. 

Mr. Slocum built a trade paper 
that is unexcelled in its field. 

We of the National Used Car 
Dealers Association feel an inesti- 
mable loss in his passing.—MartTIN 
D. McCo.t._vuM, president. 

* * + 


Constructive 

My associates in B. F. Goodrich 
join me in sincere regret and 
sympathy to Automotive News 
and to the family and friends of 
George Slocum, so long a con- 
structive influence in automotive 
circles.—John Collyer, president. 

> . + 


Progressive | 

In the passing of George M. Slo- | 
cum the automotive industry has 
lost one of its most progressive 
publishers. Automotive News has 
always rendered a service second | 
to none in keeping the industry 
posted on the trends and current 
events. To us Automotive News is | 
a leader in its field and it is with | 
great regret that we learn of the 
passing of its publisher—aA. H. | 
EicHHOoLz, general manager, Motor | 


& Equipment Manufacturers Assn. | 
7 ” * 
| 


Fearless 

George Slocum was not only a} 
splendid, fearless and eminently 
fine gentleman, but was also a great | 
friend of the automotive industry. | 
His contributions for its good will 
long be remembered. Our entire 
membership joins me in sincerely 
regretting his passing.—L. F. WooL- 
MAN, executive manager, Equip- 


ment & Tool Institute. 
* = 


Contribution 
America has lost an outstand- 


| anniversary. 


Slocum. Dealers, manufacturers and 





ing publisher and journalist in 


in the picture, taken Apr. 20, 1945, are: 








WITH OLD CRONIES—This was on the occasion of Adman Henry T. Ewald's 60th birthday 
Publisher Slocum is looking over his long-time friend's shoulder. 
Harry J. Klingler, head of General Motors’ Pontiac 


Left to right 


division; Ewald; Slocum; Eddie Guest, famed poet, and Harvey Campbell, Detroit Board of 
Commerce executive vice-president. 


IN 1946—At a dinner honoring A. H. (Red) Motley 
were Don U. Bathrick, then general sales manager o' 


HONORING OLD TIMERS—At the 1944 annual meeting of the Automobile Old Timers in | "eu of Circulation was announced. | publisher of Automotive News. 


Tributes to G.M.S. 


(Continued from Page 1) 


the passing of George M. Slocum. 
His many friends in the automo- 
bile industry will greatly miss 
him. As founder of AUTOMOTIVE 
News he made a fine contribution 
to the better understanding of 
the engineering, manufacturing 
and merchandising progress of 
the automobile and associate in- 
dustries.—Lee R. Jackson, presi- 


dent, Firestone Tire & Rubber 
Co. 

+ . * 
Forthright 


The automobile industry has lost 
a real friend in the death of George 


all others connected with the in- 
dustry respected him for his knowl- 
edge of industry and dealer prob- 
lems and admired his forthright, 
helpful comments through’ the 
years.—J. R. Davis, vice-president, 
Ford Motor Co. 


* * + 


Loss to Publishing 
The entire publishing world is 
mourning with you. George was a 
leader in the highest ranks of his 
chosen profession. Hundreds have 
called him friend and all of them 
are going to miss him.—Nora and 
Stan Knisely, general manager of 
Associated Business Papers, New 
York. 


* * * 


Outstanding 

Death of George M. Slocum is 
irreparable loss to the automotive 
industry for which he has provided 
outstanding leadership. On behalf 
of the entire Universal CIT organ- 
ization I wish to express our deep- 
est sympathy.—HeENry ITTLESON JR., 


president. 
* * * 
Admired Him 
Sad news of George’s passing 
just reached me. He leaves a 


multitude of friends who knew 
him to admire him. My deepest 
sympathy.—H. C. Doss, general 
sales manager, Nash. 

* * * 


In High Regard 

I was sorry indeed to learn of 
George’s death. His loss will be felt 
keenly in the years to come by all 
of us who were associated with 
him. He has done outstanding work 
in the publishing field and was held 
in high regard by all who knew 








center), publisher of Parade magazine, 
Pontiac, and George Slocum (right), 


WITH ‘JOHNNY'—Always a lover of ani- 
mals, Publisher Slocum was a director and 
took an active interest in the work of the 
Detroit Humane Society. Here he is with 
Mrs. Slocum and “‘Johnny,"’ their terrier. 


him. — H. S. Brake, vice-president 
and general manager, Capper Pub- 
lications. 


ao o e 
Services Cited 
The officers and employes of 


Commercial Credit Corp. join the 
motor industry in paying tribute 
to George M. Slocum whose serv- 
ices will be long remembered.— 
CoMMERCIAL CrEpIT Corp. 

* a 7 


| Old-Timers Tribute 


My condolence in the untimely 
|death of your esteemed and re- 
|spected chief. President David C 
| Fenner has designated the follow- 
ing committee to represent our 
organization at the services: 
Charles F. Kettering, Fred M 
Zeder, George W. Mason, John R 
Davis, A. E. Barit, Henry T. Ewald, 
Herbert J. Woodall.—Freperick H. 
|Exuiorr, Automobile Old Timers. 

* + . 


A Grand Guy 
He was a grand guy and will 
be missed greatly by a host of 
friends throughout organized ad- 
vertising. — EarLte Pearson, gen 
(Continued on Page 60, Col, 1) 
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Pippin Parcel Delivery has more vans than 
you can shake a spring at! They dash around 
town six days a week, are known to every 
woman, child and traffic cop. 

Ifan Inquiring Stranger asked who owned 


the most trucks in town, the locals would say 
Pippin Parcel, and a couple other big fleet 
operators. You people in the truck business 
know better...that fleet owners (more than 
eight) account for only 15% of the truck 





registrations...and where truck sales are 
concerned, Mr. Little is Mr. Big! 
The small business buys locally, supports 


gazine, 
right), 


your dealer organization, doesn’t demand 
pawnbroker’s discounts, allows a fair profit 
all along the line, represents the greatest 
market for trucks...and as such, deserves a 
larger share of advertising effort. 


i 
\ 


To reacu that important 85% of your 
market, no medium has more to offer than 
Nation’s Business...with more than 650,000 
circulation, the largest business publication. 

Of the 2,152,280 business establishments 
on record in this country, only 44,751 have 
more than 100 employees—and in this group 
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WHERE MR. LITTLE IS M Te Big J 


Nation’s Business has 10.9% of its circulation. 
But the other 89.1% of NB subscribers are 
associated with firms below the 100 employee 


bracket. And no other business publication 
reaches so many small businesses. 

According to the National Analysts study 
made this Spring, the companies of Nation’s 
Business subscribers owned 1,604,248 trucks 
... of which 946,029 were 1% tons or less, 
and 658,255 were over 14 tons—a major 
replacement market plus a high potential 
package of truck prospects. 

The Nation’s Business subscriber pays 
$15 in advance for a three-year subscription 
...and the NB rate of 61% of subscription 
renewals is highest of any general business 
magazine—excellent evidence of how much 
Nation’s Business is wanted by the business 
men who get it! 

And the big circulation unit costs much 
less than other business publications—comes 
close to general magazine costs. In coverage 
and cost, no truck medium compares to 
Nation’s Business! ...If you don’t know as 
much about it as you should, ask the nearest 
NB office for more information. 


NATIONS BUSINESS 


WASHINGTON, NEW YORK, CHICAGO, CLEVELAND, SAN FRANCISCO AND LOS ANGELES 
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Broad Inquiry Planned 
Into ‘rade Monopoly 


By William Ullman 


Washington Correspondent 


+e sampggerce ge to Rep. Emanuel Celler, New York Demo- 
crat, who is chairman of the House Judiciary Subcom- 
mittee now probing so-called monopoly practices, the in- 
quiry will take in every group of citizens—business or 
otherwise—which gives an appearance of _behaving against 
the interest of free competi-* 
tion. He said this meant the 
committee would look into 
every practice, whether by labor or 
by industry, which seeks to restrain 
trade or illegally fix and control 
prices. 

The first witness to appear were 
officials who direct the civilian and 
military buying for the United 
States. These assured committee 
members that everything possible is 
being done to see that small busi- 
ness in this country gets a fair 
share of the contracts. 














The government 
buyers declared 
they have fol- 
lowed closely the 


gress that the lit- 
tle concerns get a 
proper share of 
the total pur- 
chase. 

Adm. M. L. Ring, 
spokesman for the 
Munitions Board, 
told the commit- | 





William Uliman 
tee that the Department | of Defense | | either by controlling management | 









the anti-trust laws, 


orders of Con-| 





e¢¢ Unity protects the car dealer’s retail sales—by 
distributing only through legitimate wholesalers— 
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| defines a small business as an | 


independently-owned firm having 


fewer than 500 employes. 

Rep. Celler stated before the 
hearings began that the subcom- 
mittee is gathering facts as to 
whether Congress ought to un- 
dertake exhaustive revisions in 
It also will 
consider changes in the law to 


| aid small business if those ap- 


pear necessary. 
Later in the hearing the sub- 

committee will call before it spokes- 

men for state purchasing agencies, 


| corporation managements and lead- 


ing economists. 


“IT want to make it plain,” Rep. 
Celler said, “that we are not in- 
vestigating labor unions or indus- 
try. We are investigating mo- 
nopoly practices whether by labor 
or by industry which may result 
either from inadequate enforcement 
of the law, or inadequacies in the 
law which tend to encourage the 
promotion of monopoly and re- 
straint of trade. 

“That means, of course, that if 
labor union engages in practices 
which puts it in control of produc- 
tion and enables it to fix prices 


never through chain stores or other cut-price channels. 


* 


Unity Spotlights will not drift in the wind, rattle, etc.—because 
Unity Spotlights are the only ones with adjustable frictions, both 
horizontal and vertical, easily adjusted with a screwdriver. 


All Unity Spotlights are three-tube spotlights. 


The outside tubing is tightly 


locked in the corner post by the two mounting brackets and cannot rotate. The 
head housing and the handle housing pivot on this stationary outside tubing. 
The corner post is stronger after the Unity Spotlight is installed. 


There are millions of Unity Spotlights in the field 
giving perfect satisfaction after years of service. 
Look for the spotlights with the ornament on top. 


You will never see any Unity products sold at cut 
prices either under Unity name or under a different 
name or trade mark. Unity protects the dealer. 


There is Nothing the 


UNIT 
"The Cc 


Angeles 


Angeles. 


will look into it.” 
a + 
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CADILLAC OPENS LA BREA BRANCH— 
Fred H. tae right, general manager, Los 

branc is shown with James D. 
new sub-branch manager, at open- 


Herndon 
adillac's La Brea sub-branch in Los | 


ing of 


or dictating to management, we 


* * 


Union Monopolies 
HE committee chairman said 
several witnesses already have 
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UNITY MANUFACTURING COMPANY 


2909 SOUTH 





INDIANA AVENUE S 
MAKERS OF SPOTLIGHTS WITH OR WITHOUT MIRRORS - 


CHICAGO 


16, 


CR te 
LIGHTS +> POLICE LIGHTS+ FIRE LIGHTS + DECK LIGHTS AND EMERGENCY LIGHTS 


ILLINOIS 
BACK-UP 


made suggestions that certain 
union practices have led to mo- 
nopolistic controls of production 
and prices. 

John L, Lewis and his United 
Mine Workers have been mentioned 
to the committee by witnesses as 
examples of a labor monopoly. So 
have the Amalgamated Clothing 
Workers and the International La- 
dies Garment Workers Union. 


“We are not here to prejudice 
anybody,” said Celler, “but if these 
groups which have been mentioned 
have gone outside of the legitimate 
province of labor organization, 
which is to seek to better working 
conditions through shorter hours 
and higher wages, and have under- 
taken to control production and 
prices, we are interested. 


“We are interested not in their 
functions as labor unions—that 
is the province of the Education 
and Labor Committee. 

“We are interested to find out 
|whether they have done anything 
| independently, or in conspiracy with 
industry, which gives them control 
of prices and makes them a mo- 
|nopolistic power.” 

Last week the hearing was di- 
rected to the practices of the gov- 
ernment procurement agencies and 
their effect on big business. The 
committee has been inquiring par- 
ticularly into charges that the pro- 
curement laws and policies have 
been administered in such a way 
as to favor big business to the detri- 
|ment of smaller producers. 
| A main witness was Jess Larson, 
| administrator of the General Serv- 
| ices Administration, who assured 
the committee that his agency 
intends to give small business “the 
greatest possible opportunity” to fill 
government orders. 

a a * 


| Small-Business Break 


Anson explained that last June 
President Truman directed an 
order to the agency, which buys 
all the nonmilitary supplies for the 
government, to use the same defini- 
|tion of small business as used by 
the military agencies. 

| That was intended as a measure 
to insure uniformity of practice and 
| aid the small concern. At the same 
| time, said Larson, the GSA is draw- 
|} ing up regulations which will make 
| certain that small business gets its 
|fair share of the orders as now 
|required by law. 

The services administration has 
set up field offices throughout the 
|}country to assist in the local pur- 
chase of supplies, Larson said. This 
| will assist in a better distribution 
|of government buying, he thought. 
The nonmilitary purchasing 
| agency of the government has 
| about 23,000 employes and pur- 
| chases some 500,000 common-use 
| items for the various departments 
| of the government. 

Following inquiry into procure- 
ment practices the Celler subcom- 
mittee will investigate whether the 
existing federal tax law contributes 
anything to setting up or strength- 
}ening of monopolies. 
| “It is not the function of the 
| Judiciary Committee,” Celler ex- 
| plained, “to write tax laws, but it 
is our function to watch the inter- 
ests of free competition and to call 
attention to conflicts which arise 


| with other laws and policies.” 
. . ca 








Look Into Insurance 
ATER the committe intends to 
confer with a number of lead- 
ing insurance executives about the 
|operation of insurance investment 
in connection with the problem of 
corporation bigness and whether it 
has any relation to the promotion 
of monopolies. 
“The present anti-trust laws,” 
said Celler, “are directed against 
big business when it abuses its 
power so as to fix prices, to pre- 
vent competition, or to keep new 
competitors from entering the field. 
“This subcommitte is examining 
the laws to see whether they can 
be amended so as to perform this 
original purpose more successfully.” 
He said the committee has no 
present opinion as to whether the 
law should “attack bigness as such.’ 
He emphasized that wherever 
the inquiry touches on the prac- 
tices of labor, the committee will 
be concerned “solely to find out 
whether labor unions set up 
standards or exercise controls— 
either in agreement with or over 
the protest of management— 
which amount to monopolistic 
fixing of prices.” 
| The Robertson subcommitte: 


(Continued on Page 55, Col. 1) 
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ELAINIZE 


S Pa? 





A CHAMPION PORCELAINIZER...- 
Mrs. GRACE A. BURT, 62 vears rounc 








eae Te 


Is What Your “Boss” 


| find in applying Porcelainize that it is easier than any- 
thing | have ever used before on car finish. | have been 
beautifying new and used cars for Fowler's Inc. for the 
last 13 years. | am only 62 years young. 


Tie. Grace Burt 


CONGRATULATIONS, Mrs. Burt, 
from the Porcelainize Company. 
You're an inspiration to all of us! 


E. M. Freeman, President 


FREEMAN AND FREEMAN, INC. 
600 Grant Street 
Denver 3, Colorado 


PORCELAINIZE - NATIONALLY -ADVERTISED - EXCLUSIVE NEW CAR DEALER SERVICE 














Users Pa 


eI 


| WASHINGTON. — In the years 
1940 to 1948 the nation’s highway 
|users paid $3 billion more in fed- 
eral, state and local taxes than was 
expended on highways, according 
|to the Senate Interstate Com- 
|merce Committee’s transportation 
| inquiry. 

Also, the committee reported, all- 
time collections of federal motor 


MANHATTAN PONTIAC CORP.'S NEW SERVICE CENTER—It covers the block fronting on | Vehicle taxes have exceeded federal 
|highway expenditures by more 


lith Ave., from 49th to 50th Sts., New York. Fifty cars can be accommodated on the street | than $1 billion 

floor which is given over entirely to servicing, with eight twin-post lifts and a tile-lined pit. | A stateme t by S t F . 
Part of the equipment includes an Otis dynamometer. Heavy repair work is done on the Myers aheieunen aa the oidneniinan 
second floor and there's storage space for 80 cars on the paved roof. Manhattan Pontiac's made . these comparisons without 
offices and showroom are in the General Motors building and it has a general service |attempting to make “formal” link- 
station at 239 W. 66th St. The service center was opened last week. age of the federal automotive ex- 








CREATIVE ENGINEERING 


bendix 
QU AK 
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$3 Billion More .. . 





|cise taxes with federal highway 


aid. 
Such a “linkage” has been op- 
posed by highway user groups, who 
have contended that these emer- 
|}gency, temporary taxes should be 
| repealed at the first opportunity. 
Myers announced that the first 
phase of the transportation inquiry 
is nearing completion. He said “our 
job to date has been to hammer 
out definitions and standards ade- 
quate to give us an honest basis of 
|}comparison among the _ several 
| major transportation industries.” 
| He added the inquiry’s staff had 
“found itself confronted with the 
problem of attempting to add ele- 
phants and apples when we seek 
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fin itself. It further in power braking. 


suggests, however, that Hydrovac* power brak- 
ing might very profitably be included as 
original equipment by most manufacturers. If 
you are interested in taking advantage of this 
great pre-sold market, write the factor 
for details on Hydrovac—the undisputed leadeg 


direct 


*REG. U.S. PAT. © 
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_ Road Taxes Top Expenditures 


|to compare, for example, figures 
| between the truckers and barge 
|lines, the barge lines and the rail- 
roads.” He indicated this problem 
was being resolved, 

| The next phase of the inquiry 
will be full hearings (probably be- 
ginning in May) on what these 
facts mean, and where, in the opin- 
ion of interested groups, “we are 
heading and should head,” Myers 
said. Representatives of the trans- 
portation industries, of trade asso- 
ciations, shippers and of various 
government agencies and others 
| Will be testifying. 

Senator Myers said these ques- 
tions will be raised: (1) How much 
of federal transportation aids can 
be classed as a subsidy? (2) Have 
various users been paying their fair 
| share of this cost? (3) Does result- 
ing cheaper transportation reflect 
|lower costs to the consumer? (4) 
| Have these expenditures caused an 
unjust discrimination as between 
various forms of transportation? 

The staff, he reported, has de- 
veloped on a national basis all 
available information regarding 
|revenues, expenses, taxes, invest- 
|ment and rate of return on invest- 
|ment of each type of carrier, in- 
| cluding pipelines. He revealed that 
|subcommittee members are “con- 
| cerned” over the lag in rail freight 





|loadings and car building pro- 
| grams. 
|\Sawyer Elevated 


At U.S. Rubber 


DETROIT. — Elmer H. White 
|general manager of U. S. Rubber 
| Co.’s footwear and general products 
| division, last week 
jannounced the 
|appointment of 
Fred A. Sawyer 
|as manager of 
|}automotive sales 
|for the division’s 
|products. Saw- 
yer’s headquar- 
ters will be in the 
company’s De- 
troit branch at 
5850 Cass Ave. ‘ 

In his new posi- F, A. Sawyer 
tion Sawyer will be responsible for 
all products of the footwear and 
general products division sold to 
automobile manufacturers and 
allied customers in the Detroit 
area. Among the products are foam 
| cushioning, automobile mats, coated 
|fabrics, fuel cells, sponge rubber 
| products and Royalite plastic parts. 
Sawyer joined U. S. Rubber in May, 
| 1939, as a sales engineer. 


Washington Ups 


License Charge 


| OLYMPIA, Wash.—Motorists 
| will pay $5.50 for 1950 passenger 
lear license plates, compared with 
$3.25 for this year, according to 
| Washington License Director Rob- 
}ert L. Smith. 

| Meanwhile, however, the state 
| tax, commission reported that ex- 
cise fees on cars will remain the 
|} same in 1950 except that the taxes 
will reflect a year’s depreciation. 
A $1 tax will be put on all cars 
older than 1939 models. 











NEW 88 EMBLEM—Oldsmobile's Series 88 
models are now easily recognized by this 


emblem (not the girl), located on the left 
side of the trunk lid. The design honors the 
Rocket engine. 





| 
| 
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oo the top-half group that gets 90% of all U. S. farm income, are 





Gentleman’s 2.300.000 subscriber-families, concentrated in Country Gentleman representative. 


: CONSISTENTLY THOROUGH READERSHIP OF COUNTRY GENTLE- 
rated by dealers as their best rural customers. But— aa as 
MAN reflects more and better editorial content . .. made 


l WHAT HAPPENS AFTER THE MAGAZINE REACHES THESE possible by the skill of the editors—and Curtis resources and 


—_ HOMES? Country Gentleman’s readership, by men and 
ite 
ubber women alike, is intensive from cover to cover—as shown by YOUR ADVERTISING HAS A BETTER CHANCE to get read. 


ducts | 


resourcefulness. And it means— 


this typical readership survey chart, for the August issue. and to get results, in Country Gentleman—the magazine 
Ratings from Continuing Readership Surveys for other issues read cover-to-cover by The Best People in the Country! 
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| Visibility Ratings of Editorial Items in August, 1949 Issue 
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In over half of all U.S. coun- 
ties, Country Gentleman cir- 
culation exceeds that of the 
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Dealer Business Counsel 


Parts Department Is Gaining Stature 
Due to Sales Promotion 


(The opinions expressed herein are those of Columnist Van Tassel and are not 
necessarily those of Automotive News.) 


By J. B. Van Tassel ume nationally has been the in- 
N THE past few years the parts| Crease in the sale of parts to the 
I department has oume out of the | independent trade, which former- 
so-called “hole in the wall” classi-| ly bought replacement parts from 
fication and now occupies about! independent jobbers. 
the choicest loca-| The reason for this change in the 
tion in a dealer-|puying habits of the independent 
—— It, to- |ttade is largely due to the exten- 
tal pasts volume sive advertising programs  con- 
in the average |@ucted by both factories and deal- 
dealership will1| ers, pointing out to the independent 
now exceed the|trade the value of using only 
total labor vol-|factory-engineered and approved 
ume by better/parts in their service work, In 
than 30 percent,|this connection, independent serv- 
while before this|ice stations were told about the 
opportunities of building better cus- 


change, parts 
d. B, Ven Tassel = would invariably | tomer good will, repeat service vol- 
ume and less policy expense by the 


amount to less than the labor. 
However, the ratio of parts sold |"Se of factory parts. 
in the shop to the amount of a 
shop-labor sales remains about As. during the war years when 
critical parts were hard to 


the same, approximately 85 cents 
of parts sales to $1 of labor sales. |obtain from independent jobbers, 
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MEET MISS HALLS MOTORS OF HIGHLAND PARK, CALIF.—Pretty Ruth Borel's other 
name is "Miss Halls Motors—Oldsmobile,"" a leading contestant in the Carnival Queen 
competition at Highland Park, Calif. The Oldsmobile dealership provided the 21-year-old 
beauty with a 1949 Oldsmobile Series 98 Holiday coupe on her vote-getting tours around 
town. 


ers to get these parts. This experi- 
ence also helped form the habit of 
buying from the dealer. 

However, since the war ended, 
the average dealer has greatly im- 
proved his service facilities and as 
a result much of the service work 
that formerly went to independent 
service stations is now coming back 
to new-car dealers, who are doing 
a much better sales promotion job 


The increase in dealers’ parts vol- | service operators had to go to deal-/|in selling a new-car purchaser on 













Complete 
Accounting 


This typewriter accounting machine permits daily analysis 
of sales and costs, accounts receivable, and accounts payable. 
Writes a payroll complete in one operation. Makes prepa- 
ration of financial statements simply a matter of copying last 
balances. Easy to learn, easy to operate. 


Registering 


A time-saving control machine for your Parts and Service 
Departments. Records cash and charge items on a locked-in 
detail tape, identifies them, and permits taking.a cash balance 
instantly, at any time. Use it as an adding machine to verify 
addition of labor and parts and for general adding. 







| 
| 





reasons for bringing his car back 


|to the dealership for service. 


Many dealers do not consider 
the sale of a new car as being 
complete until the buyer has been 
sold on the reasons why he should 
bring his new car back for serv- 
ice. Many dealers also make a 
practice of introducing the new- 
car owner to the key people in 
all departments and to point out 
to him the special tools and 


Desk 
Bookkeeping 


With this desk-bookkeeping machine, customer ledgers and 
Statements, accounts payable, payroll, and general ledger 


for the small dealer. 


records are posted swiftly, legibly, with proof. Can also 
be used as a high-speed adding machine. An excellent machine 


Adding 


Full 8-column hand operated adding machine, capacity 
999,999.99, only $125, plus applicable taxes. New styling, 
new keyboard, new operating ease. Other Burroughs adding 
machines with additional features, including direct subtraction 
and electric operation, available at correspondingly low prices. 


Burroughs offers a choice 
for Cutting the Cost of Your Figuring 


That’s the important advantage of discussing your 
accounting and figuring needs with the Burroughs repre- 
sentative —he can give you unbiased recommendation of 
a combination all-purpose accounting machine, or 
specialized machines for your specialized jobs, depending 
upon your needs and size of your dealership. 


Back of every Burroughs is threefold assurance of satis- 
faction —(1) a worldwide reputation for rugged machine 
dependability, (2) a service organization unequalled in 
the industry for its on-the-spot availability and skill, 
(3) a sales organization that places a man in your vicinity 
with the training and experience to be of practical help 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 


to you whatever the size of your organization. 


Let your local Burroughs representative show you how 
you can do all your figuring faster and for less money. 
Call him today, or use the convenient coupon for complete 


machine descriptions and prices 


BURROUGHS ADDING MACHINE COMPANY 


Detroit 32, Michigan 


Please send information and prices on your 


| 

| 

| 

| 

! 0) Accounting Machines 
0) Cash Registers 
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© Desk Bookkeeping Machines 
(0 Adding Machines 


equipment available for doing a 
top service job on his cer. 

According to the latest national 
trends on the sales of parts and 
accessories, dealers are going to 
have to fight harder than ever to 
maintain their flow of service and 
parts income. Parts and acces- 
sories sales are down 20.51 percent 
in the first six months of 1949, com- 
pared to the same period in 1948. 
June, which was the last month in 
this survey, showed the largest de- 
cline, amounting to 32.31 percent. 

(Any questions concerning busi- 
ness management will be gladly 
answered by J. B. Van Tassel, 
care of Automotive News.) 


Studebaker Net 
Hits $17 Million 
For 9 Months 


SOUTH BEND.—Studebaker and 
| its subsidiaries, in the nine months 
ended Sept. 30, earned a consoli- 
| dated net income of $17,242,245 after 
all charges, including depreciation 
|and provision for federal and 
| Canadian income taxes. 
| This is equivalent to $7.32 a share. 
It compares with a net income for 
|the nine months ended Sept. 30, 
| 1948, of $13,392,724 after all charges, 
|or $5.68 a share. 

In the quarter ended Sept, 30, the 
company earned a consolidated net 
income of $5,517,314 after all 
charges, equivalent to $2.35 a share. 

| This compares with a net income of 
| $6,517,131 or $2.76 a share for the 
| quarter ended June 30, 1949. In the 
|quarter ended Sept. 30, 1948, the 
company had a net income of $5,- 
| 266,170 after all charges, equivalent 
to $2.23 a share. 

Studebaker’s net sales in the first 
nine months of 1949 totaled $353,- 
| 403,879 as compared with $278,098,- 
505 in the corresponding period of 
| last year. 

Sales in the quarter ended Sept. 
| 30 totaled $115,186,221, as compared 
|with $124,508,285 in the quarter 
|ended June 30, 1949, and $93,923,- 
| 753 in the corresponding period of 
|last year. 
| A total of 228,110 passenger cars 
and trucks were sold by the com- 
|pany in the nine months ended 
| Sept. 30, as compared with 170,577 
|in the same period last year. In the 
quarter ended Sept. 30, the number 
lof passenger cars and trucks sold 
| was 76,898 as compared with 81,886 
| in the quarter ended June 30, 1949, 


and 56,239 in the corresponding 
| period of last year. 
| As of Sept. 30, Studebaker’s 


working capital totaled $50,579,262 
as compared with $46,343,813 on 
|June 30, 1949, and $43,058,641 or 
| Sept. 30, 1948. Current assets as of 
|Sept. 30, including cash and gov 
lernment securities of $55,949,470 
|totaled $100,246,963, while curren! 
| liabilities amounted to $49,667,700 

A year earlier the company hac 
|cash and government securities o 
| $40,997,264, current assets of $89, 
| 370,005, and current liabilities of 
| $46,311,364. Earned surplus as of 
Sept. 30, amounted to $57,362,822, as 
| compared with $39,106,905 a year 
earlier. 


‘Willys Names 3 
To Field Staff 


TOLEDO. — Appointments of M. 
C. Peterson, S. E. Ragland and 
|M. C. Ferguson to the field sales 
organization of Willys - Overland 
Motors have been announced by 


Howard O. Lund, general sales 
manager. 
Lund said the appointments 


brought the total of recent addi- 
tions to the company’s field force to 
24. Peterson was assistant general 
sales manager of Weatherhead Co. 
before joinings Willys. Ragland was 
sales manager of Carson Machine 
& Supply Co. Oklahoma City 
Ferguson has been associated with 
Leonhardt Wagon Mfg. Co., Balti- 
more. 


Charlotte Group Chartered 


The Charlotte Zone Chevrolet 
| Dealers Assn., Inc., Charlotte, N. 
|C., has been granted a charter by 
the secretary of state to deal in 
|automobiles. Authorized capital 
| stock is $1,000. Principals are P. L. 
Abernethy, Charlotte; W. C. Ham 
ilton, Conway, S. C., and D. V 
| Smith, Gastonia. 
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Country Gentleman and one or more other leading farm magazines, 
Country Gentleman is preferred by nearly 2 to 1 over Farm Journal, by 
over 2 to 1 over Successful Farming, by over6 to l over Capper’s Farmer! 


‘ In a survey to determine which farm magazine was liked best by 
a a rural families, National Analysts, Inc., found that of those reading 










oe 


In an R. L. Polk nationwide survey, automotive dealers named 
28 Country Gentleman the “most effective force’? in helping them sell 
rural customers — by more than 2 to | over the next farm magazine! 


ran? : * A 


Country Gentleman is No. 1 among farm magazines— 


5 ADV F RTI S F ea G88 and 12th among all magazines—in advertising revenue! 
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KEASON- Country Gentleman provides more and better editorial 
content to help readers farm better and live better — 
presents this help better, on big Curtis 680-line pages—with all the inviting 
brilliance of color and illustrations by America’s best artists and photog- 
raphers. Moral: He who serves best profits most. (Presentation showing how 


Country Gentleman serves rural readers better will be gladly made by your 


In over half of all U. S. counties, Country Country Gentleman representative.) 


Gentleman circulation exceeds that of the biggest 


general weekly and biggest monthly magazine. MG 


turn to Country Gentleman for Better Farming, Better Living 
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Survey by FRB Reveals Auto-Buying Facts... 


Over Half of Families Own a Car 


WASHINGTON.—Of the nation’s| mately equal to that attained in |of income beginning with the | 


43,800,000 families, 24,500,000 own at| 1941, the bulletin stated. 
least one automobile, a survey of| “Automobile ownership was 
the University of Michigan, pub- |closely related to size of income. 


; Each higher income group of con- 
og ae Foterat Reserve Bul- |sumers owned cars more frequent- 


| ly than the group immediately be- 
Roughly 2,000,000 of these fam-| jow it,” according to the publica- 
ilies own more than one car, ac-| tion. 


| 
cording to the publication. | Dealing with the characteristics 


The proportion of car-owning | of owners and non-owners of mo- 
families in the population was at | tor cars in the first half of the 
a high for the postwar period, | present year, the bulletin said: 
having risen to 56 percent in “Automobile ownership was 
early 1949 from 54 percent in | closely related to the amount of a 
early 1948. There is some evi- | consumer’s income. The proportion 
dence that the proportion at the | of units owning cars was progres- 
_beginning of 1949 was _approxi- sively greater at each higher level 


18.23 


Borg-Warner Divisions 
serve the 


Automotive Industry 


THESE UNITS FORM BORG- 
WARNER, Executive Offices, Chicago: 


BORG & BECK e BORG-WARNER 
INTERNATIONAL @¢ BORG-WARNER SERVICE 
PARTS e CALUMET STEEL ¢ DETROIT GEAR 





al 
PRODUCTION 


lowest. 

“At the income level of under | 
$1,000 roughly two spending units 
in 10 owned a car at the beginning | 
of 1949. This ratio was about six 
in 10 at the $3,000-$3,999 income | 


70 : : | 7 
level and rose to about nine in 10! fainz; PRESENTS AUTO TO SCHOOL—G. Larry Frunzi, Chevrolet dealer of Conroy, 
for units with incomes of $7,500|N. H., has presented a Chevrolet dual-control car to Kennett high school for use in the 


or more. | driver- education course. 
The largest jump in car own- Lai aac i 
ership was apparent, it was | jess than $5,000 owned more than 


pointed out, between units im- | 4ne automobile. Above this point | 


mediately above and below the : : 7 mers 
$3,000 point. the frequency of multi-car owners 


The bulletin further reported: increased rapidly. About one unit 
“Only a small percentage of in 20 with incomes of $5,000-$7,499 
spending units with incomes of! reported owning more than one 


PRODUCTION 





—through the development and engi- 
neering of mechanical improvements to 
make cars, trucks and buses serve better. 


—through the production of essential 
parts in volume to make assembly lines 
move faster. 


DETROIT VAPOR STOVE e FRANKLIN STEEL e INGERSOLL STEEL ¢ LONG 
MANUFACTURING e LONG MANUFACTURING CO., LTD. « MARBON 
MARVEL-SCHEBLER CARBURETER © MECHANICS UNIVERSAL JOINT 
MORSE CHAIN ¢ MORSE CHAIN CO.,LTD. * NORGE © NORGE-HEAT 
PESCO PRODUCTS * ROCKFORD CLUTCH © SPRING DIVISION * WARNER 
AUTOMOTIVE PARTS © WARNER GEAR © WARNER GEAR CO., LTD. 


ear and the figure was approxi- 
mately four in 20 for units with 
1948 incomes of $7,500 or more. 


“Frequency of car ownership 
varied only slightly within broad 
|ranges of asset holdings. For in- 
stance, cars were owned by 49 per- 
}cent of the spending units with 
liquid assets of less than $200 and 
by 54 percent of the units with 
assets of $1,000-$1,999. 


“The relationship between 
liquid-asset holding and _ car 
ownership was most definitely 
apparent at the lower extreme of 
asset holdings. Spending units 
with no liquid assets owned cars 
with considerably less frequency 
than those with only small 
amounts (less than $200). The 
proportions were 35 and 49 per- 
cent, respectively. 

“However, it is possible that 
other factors which are closely as- 
sociated with liquid asset owner- 
ship, such as income and age, may 
have been responsible for much of 
this variation in car ownership, 
according to the publication. 


“It is interesting that as many 
as 35 percent of the spending units 
with no liquid assets owned an 
automobile and that this group 
constituted one-fifth of all the 
spending units who owned a car 
early this year. For the most part, 
units in this group would need 
credit to replace present cars with 
newer models, as would also a 
substantial number of the 27 per- 
cent of car owners with liquid 
assets of less than $500. 


“About 40 percent of all spending 
units owning cars early in 1949 
held $1,000 or more in liquid as- 
|sets. This group would probably 
| have little financial difficulty, on 
the whole, in replacing their pres- 
ent cars. 


“Somewhat more than one- 
third of all non-owners of cars 
held no liquid assets. Some of 
this group undoubtedly had other 
assets which could be drawn on 
toward the purchase of a car, 
if desired, but most of them 
would probably find difficulty in 
meeting a substantial down pay- 
ment. 

“A considerable portion, nearly 
one-fourth, of the non-owning units 
| had $1,000 or more in liquid assets 
|/and another tenth held between 
| $500 and $999. Together, they 
amounted to about one-sixth of all 
| spending units in the population. 
|Many members of these groups 
|may be well able to finance the 
| purchase of an automobile, if they 
we to make the purchase.” 


A comparison of auto owners in 
se city and the country was made 
in the booklet. It reported that 
|}consumer spending units in small 
towns and open country owned 
| automobiles most frequently. 


| “This pattern illustrates the in- 
| fluence of factors other than in- 
|come upon car ownership because 

consumers living in the larger ur- 
| ban centers tend to have substan- 
|tially higher incomes than those 
| living in small towns and open 
| country. 


“In this case, it is probable 
that the need for private trans- 
portation is greater outside of 
the larger cities and the incon- 
veniences and difficulties of own- 
ership, such as traffic congestion 
and lack of parking facilities, are 
much less. It should also be noted 
that the same money income in 
urban and rural areas is not 
directly comparable. 


“The age of the head of the 
spending unit is related to the fre- 
quency of automobile ownership. 
|The highest rate of ownership (60 
| percent) was reported by spending 
|units in the 35 to 44 age group 
| Units headed by persons that were 
very young (18 to 24) or very old 


} 






(65 and over) had the lowest fre 
quency of ownership—about on 
unit in three. 
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Geidlaman 


_ AND THEY PREFER !T° 





COVERAGE of a magazine is important . . . and Country Gentleman’s 2,300,000 
circulation is concentrated among the top-half farm families who earn 90% of the 
nation’s entire farm income. 


PENETRATION of a magazine is even more important . . . and because Country 
Gentleman provides more help for better farming and better living, its readers find it 
more useful and prefer it over all other farm magazines. 


PREFERENCE for Country Gentleman was revealed in a recent survey by 
National Analysts, Inc. Readers were asked: “If you read more than one of these 
magazines, which one do you like best?” Here are the results: 


Country Gentleman Country Gentleman Country Gentleman 
and Farm Journal and Successful Farming and Capper’s Farmer 


sssnier alias 5 3 * 8 ‘ susan elie 5 2 ° 7 M nasser Ulieeete 5 6 * 6 W 


fas ee 3 1. 0 ‘ a 2 5 . 3 " sient Taito 9 J M 
5 9 2 2 "i vn ies 2 2 * 0 ‘i Pr 3 4 s 3 M0 





These findings are based on replies of persons reading two or more of the four leading 
farm magazines. Since two or more of these magazines were received in each home, all 
had equally good opportunity to be selected as the one “liked best.” Details of survey 
findings and method will be gladly shown by your Country Gentleman representative. 


In over half of all U.S. counties, Country 
Gentleman circulation exceeds that of the 
biggest weekly and biggest women’s magazine. 
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turn to Country Gentleman 
for Better Farming, Better Living 
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Highways & Safety » bie 


Ne at ion 8 U rban R oa ds ‘as ae present are adequate, 


Called Inadequate 


E NATION’S main _ urban 
highways are “inadequate and 
congested” and their improvement 
is lagging dangerously behind that 
of rural highways and roads, Wil- 
liam A. Stinchcomb, chairman of 
the highway committee of the 
American Automobile Assn., de- 
clared last week. 
Speaking to the AAA’s 47th an- 
nual convention in Cleveland, 
Stinchcomb said 
that an analysis 
<Z. of the postwar 
: f° Federal Aid 
a ws 
o> 
Y 
tS done, urban pro- 
grams are prog- 
ressing about half as fast as rural 
programs. 
“American highway policy is 


Highway Pro- 

gram shows that, 
headed toward a crisis,” Stinch- 
comb warned. “The year 1950 is 





in terms of work 





destined to be one of major deci- 
sion in federal highway legisla- 
tion.” 

The AAA official voiced strong 
opposition to legislation intro- 
duced in Congress by Senators 
Kerr of Oklahoma and Stennis 
of Mississippi, which would au- 
thorize a total of $250,000,000 for 
strictly local rural roads. 
Emphasizing that the AAA is not 

opposed to local road improvement 
as such, Stinchcomb pointed out, 
however, that in the opinion of the 
association, federal funds should 
not be used for this purpose. He 
recommended passage by the 1950 
Congress of legislation authorizing 
$500,000,000 annually, to be supple- 
mented with $250,000,000 in state 
funds each year, for improvement 
of the 40,000-mile national system 
of interstate highways. 

* * * 


“"MHE EXTENT of the deficien- 


cies on this system are posi-|states have increased their gaso-| voiced by members of the board 
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| tively shocking,” the AAA official 
| said. “Only 1,900 of the 31,831 rural 
miles and 398 of the 5,969 urban 


The remaining mileage of the sys- 
tem is most deficient with respect 
to slight distances and width of 
pavement, shoulders and bridges. 
“Correction of these deficien- 
cies promises to achieve tremen- 
dous savings in human life and 
travel time. According to the 
commissioner of public roads, if 
the system had been improved in 
1948 as recommended, 1,400 or 
more traffic deaths might have 
been prevented on rural sections 
and travel time valued at 400,- 
000,000 would have been saved 
on urban sections.” 
Phang get ee eee line taxes since the war, he said,of control, safety division, cham- 
jamee ’ the send Congress. and| 4A. clubs have attempted to de-| ber of commerce. 
voiced a osition to Ge a read of | ermine in each case whether the} The membership was asked to 
toll ro = ca hout th try,|imereases are justified and tax! write the legislators in Albany to 
“Altot § tmrougnout the country-/ funds are being properly spent. Se y 
ogether, a total of 14 states Se work against the removal of re- 
strictions on junior operators in 


now have statutory provisions for 
N. Y. Group Seeks Curb _ | the state. 


the construction of toll roads,” he 
said. “The AAA favors highways ° ee 
On Youth Night Driving 
Unanimous approval to nullify 


financed by customary forms of 
taxation rather than by tolls. In 
New York state legislation calling 
removal of restrictions on 


several states, our club opposition 
Pointing out that a total of 25) youths driving at night has been 





HALIFAX MOTORS FURNISHES TRAINING CARS—Halifax Motors, Inc. 
| Ave., Daytona Beach, Fla., has furnished driver-training cars to three high schools, each 


118 Magnolia 


| painted in the school's colors. Left to right are Charlies W. Dick, of : 
| Carter, local AAA head; J. J. Jasper, of bee at deta Cand ae 
and F. W. Graham, Mainland school. 


eabreeze school; Elem B. Martin, Ormond schoo! 
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R. I. Tightens Road Tests 


For Driver’s Licenses 

A streamlined system of tests for 
driving licenses now is in operation 
in Rhode Island with more strin- 
gent road-work facing the applicant 
for a permit. 

Theer are no more long forms or 
written tests. Now, licenses will be 


has killed toll road projects.” for 








REPLACER FOR 
REAR AXLE OIL SEAL 


Prevent damage to the oil 


MASTER PINION 


Save ¥, hour per pinion change. Assures 
accurate depth registry. This tool elim- 
inates frequent removal and replacing 
of the bearing on the regular pinion 


issued on the basis of one’s passing 
stringent road tests, the testing to 
be done in state-owned dual-control 
cars which the general assembly 
has ruled should be the only cars 
in which road tests are to be given. 





| 
| 


shaft — prevents damage to bearing or 
shaft. Machined to extremely close tol- 
erances, it prevents errors in measur- 
ing gear thickness. Press fit diam- 
eters, precision ground to slip 
fit size, permit establishing 
accurate shimming before- 
hand...later mates firm- 
ly with pinion shaft. 


No. 4610-CC $9.85 


seal caused by the cocking 
and bending of makeshift 
methods. By piloting on in- 
side diameter, inserting 
force is applied only at outer 
edges of seal. 


No. 1177... $4.50 












Driving Methods 
Seen Changing 
On New Roads 


New highway design calls for 
modernizing driving techniques to 
keep up with the progress of road 
building according to William F. 
Callahan, Massachusetts commis- 
sioner of public works. 

“A priority of courtesy has to be | 
followed for maximum safety and ; 
to facilitate traffic flow at road 
intersections,” he pointed out. “A ‘ 
modern highway intersection is a 
rotary designed to maintain a free | 
flow of traffic, 

“The old-fashioned traffic circle 
has been eliminated from modern 


Gas-O-Line 


Automobiles: A great moral 
force which stopped horse steal- 


ing. | 
highway design and replaced, by a | 













REPLACER FOR 
PINION SHAFT OIL SEAL 


Insure even insertion and minimize 
possibility of damage. This tool has in- 
side and outside pilots for lining up the 
oil seal. A real time saver. 


No. 4676-A... $5.20 


rotary that is built to handle a 
free flow of traffic from one road 
to another. Some rotaries are oval- 
shaped while others are elliptical 
in design. 

“Drivers will have to grow more 
mature in their attitude toward fel- 
low operators. They will have to 
forget the old-fashioned method of 
trying to push the other fellow off 
the road to get through an inter- 
section or around a rotary. 

“To get optimum safety and traf- 
fic benefits from a rotary, there has 
to be cooperative weaving from 
one lane of traffic to another. It 
can be done very easily with a 
polite nod to go ahead when the 
other driver has the right of way. 
However, engineers have added 
extra space in rotaries as a safety 
factor for protection from the ‘lane- | 


hopper’ and ‘road-hog’.” 
* * + 


Deaths, Injuries 


Drop in Delaware 


Although accidents on all Dela- 
ware state highways, outside of 
Wilmington, increased slightly dur- 
ing the first nine months of this 
year over the corresponding 1948 
period, decreases were reported in 
both deaths and injuries, according 
to Col. Herbert Barnes, command- 
ing officer of the Delaware state 
police. 

In the nine-month period this 
year there were 1,924 accidents as 
against 1,904 for the corresponding 






REMOVER FOR 
GREASE AND OIL SEALS 


Save hours of labor in removing transmis- 
sion and rear axle pinion seals. Remove 
seals on the car. NO DISASSEMBLY! 
This tool will handle seals on practically 
any make or model of passenger car or 
light truck. 


HOLDERS FOR 
COMPANION AND 
DRIVE PINION FLANGES 


Keep flanges from turning while the high torque 
required to assemble rear axle is applied on nut 
and pinion shaft. These tools have high tensil 
manganese bronze collars that fit snugly over the 
flanges. Long handles permit one man operation. 


No. 4858-F Companion Flange Holder. . . $4.95 
No. 4851-C Drive Pinion Flange Holder $12.50 


No. 1175-H .. . $13.50 





A COMPLETE 
SERVICE STATION 
IN ONE PACKAGE 


Litt 


Manzel is the single, ° ° 
serra ee period last year, an increase of 
a ck a 1 percent, Deaths dropped 4 per- 
cranes, charg jine DIVISION OF FRONTIER INDUSTRIES, INC. seat temas MA Ok Seaton ‘Gone 


analyzers, wheel balancers, 


5 percent lower, from 839 to 800. 


315 BABCOCK STREET, BUFFALO 10, N. Y. 
eer of ap- 


ord, Lincoln, 


spray equipment, body 

AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America's No. 1 Industry .. . an esti 
mated more than 100,000 cover-to-cove: 
readers weekly! 


tools, axle tools, transmis- 
sion and clutch tools, engine 


Factory authorized manufacturer and 
tools... EVERYTHING. ae 


$ 
proved tools and equipment for servicing 
and Mercury Vehicles. 
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Answer: 


(to question on preceding page) 


Ad “B” 


was the winner... 
here's the story: 
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When 7-Up ran the same identical headline, illustration and copy 
in leading weekly magazines and in Puck (the only national comic 
weekly)... this is what happend on a readership per dollar basis: 


Noted Seen-Associated Read Most 
PUCK (% page) .......868 ..2.-. Bet «eee 521 
Magazine A (1 page)..... ea re ae & 2 140 
Magazine B (2 page spread). 176 ..... ik oS a 92 


And this is not an isolated case... 


” 


In Puck, The Comic Weekly, “the most exciting comics in print 
excite the reader into reading the ads too. 


By “exciting” we mean “Popeye”! He put spinach on your table! 


By “exciting” we mean “Jiggs”! He sold America “corned beef and 
cabbage”. He put it on your menu. 


By “exciting” we mean “Flash Gordon”! His glamorous Dale sold 
America upswept hair-dos and “wedgies”. 


By “exciting” we mean what happens to the 8,375,472 
Puck families in the more than 7,000 communities where 
83% of all retail sales are made...including men, women, 
teen-agers and millions of youngsters... when they get all 
het up about these Jiving, exciting characters in the edi- 
torial pages of Puck. It’s like momentum... when you get 
people moving with you...get them excited and inter- 
ested ...they keep moving with you...they follow 
through from Puck’s all-star cast of characters to your 
advertisement. 


May we place before you the booklet of 
success stories “Getting More Out of the 
Dollar” a story on both readership and 
sales of leading American advertisers 
who, year-in-and-out, profit by the ex- 
citement that follows through from 
Puck’s editorial pages into their adver- 
tisements. 


Just phone or drop a note on your busi- 
ness letterhead... 










THE COMIC WEEKLY 
America’s Most Powerful i Melng Sales Force 


ABC CIRCULATION MARCH 31, 1949: 8,375,472, 
INCLUDING PHILADELPHIA BULLETIN 

The Only NATIONAL Comic Weekly, A Hearst Publication 
63 Vesey Street, New York; Hearst Building, Chicago 


eee 
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The surest thing in this business is a constantly improving product 
whose story is well told to prospects. 


So have a look at the latest in GM’s ‘‘Key’’ campaign—this one stress- 
ing GM’s never-ending work on the safety part of automotive value. 


e 
ALLL TET 
yh / W Step by step, in short, GM is telling your world of prospects how it 
never stops working to make cars better and better. 


The automotive man who appreciates a sure thing for the future will 
-usually as 


ot Seo 
keep an eye peeled for those Key ads in top magazines 


full-color spreads. 
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Out of constant work on all sofety details come this example of GM ingenvity— 
the Safety Door Lock for 4-door Sedans. Youngsters ore safer in the rear, since the 
inside handle, after a simple adjustment, will not unlatch the door when the lock 
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Key to 
greater safety 


Your security on the highway is a continuing concern 
with the men who design and build General Motors cars. 


They live constantly with the job of bettering automotive 
safety. They work steadily to improve it in the research 
laboratories, on the engineers’ drawing boards, along the 
production lines, and in never-ending tests at the GM 


Proving Ground. 

So you get the benefit of stronger ‘materials, greater visi- 
bility, better brakes, and countless other features that add 
up to safer motoring. 

For with the key to greater safety —just as with the key 
to greater value — there is no end to GM’s search for more 
and better things. 

You will recognize this when you inspect the smart and 
sturdy models displayed wherever GM cars are sold. 


GENERAL Motors 


Your Key to Greater Value — The Key to a Genera! Motors Cor 
CHEVROLET - PONTIAC - OLDSMOBILE - BUICK 
CADILLAC : BODY BY FISHER - GMC TRUCK & COACH 











Using this giant swing to measure the center of gravity in 
cars, GM engineers study woys to help moke steering surer, ta 


provide better control of cars. 





There's no end to the job of giving you smoother, easier stop- 
ping. GM brokes ore ceaselessly studied with this “pneumatic 
foot’’ connected to scientific devices which measure and record 
cor speed, broke-pedal pressure and travel and stopping rate 


HEAR HENRY J. TAYLOR on the air every Monday 
evening over the ABC Network, coast to coast, 
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Arizona Tract Consists of 4,000 Acres... 


I-H Leases Testing Sites 


CHICAGO.—A tract of land con- 
sisting of more than 4,000 acres, 
located about 23 miles south of 
Phoenix in the foothills of the Salt 


for International Harvester’s line 
of industrial power equipment 
since 1946. 
The officials pointed out that al-| 


contains office space and a service 
shop equipped with an assortment 
of the latest test equipment. 

A similar building has been in| 


River mountains, will become the | though the area will be used jointly | use by the industrial power person- 


site of International Harvester’s 
combined test facility for its Indus- 
trial Power and Motor Truck 
divisions. 

This was announced by H. T. 
Reishus and W. C. Schumacher, 
general managers, respectively, of 
the two divisions. 

The area, leased from the 
Arizona state land department, 


has been used as a testing ground | truck-testing facility. The building |continue under the supervision of 


MODEL 8103 


by both operating divisions, each | 
will carry on its own separate test- | 
ing projects which will be super- | 
vised by permanent working forces | 
of industrial power and motor- | 
truck engineering personnel. 

A new building, containing more | 
than 9,000 square feet of floor| 
space, has been constructed to 
serve as headquarters for the 


CHASS SIs 


Portable High-Pressure Chassis 


Alemiter, with hose and control valve. 


ALEMITE 


REG. U.S. PAT. OFF 


Creators of the Famous 


$-E-C-T-1-O-N-A-L-1-Z-E-D 


“Atomic” 


Line 


nel since the start of their project 
in 1946, 

Schumacher announced that 
the truck-testing project will be 
under supervision of John H. 
Smethers, who has been ap- 
pointed product development field 
engineer in charge of the Phoe- 
nix test operation. 

The industrial-power project will 


el 
at Amazing Popular Prices! 


7, 1949 


INTERNATIONAL STARTS TEST FACILITIES IN ARIZ.—This building, now in the process 
of completion, will be the nerve center of International Harvester Motor Truck division's 
testing operations on the new test grounds site south of Phoenix. Like the similar building 
of the industrial power division, its 9,000 square feet of floor space contain office space 


and_o_modern service shop. 


J. A. Wesson who has been in 
charge of the company’s industrial 
power test activities at Phoenix 
since 1947. 

Reishus said that since the test 
and construction work began in 


MODEL 8112—Air-Operated Low- 
Pressure Gear Lube Alemiter, with 
hose, meter and control valve. 


MODEL 8120—Hand-Operated 


Gear Lube Alemiter. 


MODEL 8130 
Portable Waste-Oil Drain. 


1946, many miles of roadways have 
been built throughout the area and 
it is upon these roads that Inter- 
national motor trucks will be tested. 


Commenting on the motor- 
truck testing project, Schumacher 
stated: “There are two reasons 
for carrying on our test work at 
Phoenix. The first is that the 
area lends itself to our needs. 
Arizona’s climate means no ‘down’ 
days due to weather and we can 
drive our trucks there almost 
constantly, 

“The terrain provides us with the 
ultimate in test conditions; from 


BOSSES AT TEST OPERATION — John E 
Smethers (left), product development field 
engineer in charge of International Truck's 
Phoenix test operation, is coordinating truck 
testing activities with J. A. Wesson, who i: 
in charge of International's industrial power 
test program. Although the test area, used 
jointly by both operating divisions, offers 
many opportunities for combined testing 
each division will also carry on its own 


| separate testing projects. 


smooth, level areas needed to test 
trucks at high speeds to rough, 
steep inclines that challenge the 
endurance and power of our 
products. 

“The second reason is that we 
can make full use of the facilities 
already developed by our indus- 
trial-power people. A network of 
highways has been constructed, all 
of which are ready for our immedi- 
ate use.” 


Pennsylvania Pike 
Expected to Drop 
Tolls by 1965 


HARRISBURG, Pa. — Pennsyl- 
vania’s turnpike commission has 
estimated that the four-lane high- 
way will be freed of tolls by June 
1, 1965. 

The pike now has $211,500,000 in 
bonds outstanding, but the com- 
mission believes the debt can be 
paid off in less than 16 years, and 
barring new construction, become 
part of the state’s free highway 
system. 

At the same time, the commis- 
sion indicated that passenger cars 
would pay a toll of $3.15 and trucks 
as high as $20.15 for the entire pike 
length, from Philadelphia to the 
Ohio line near Youngstown, when 
the western extensions are com- 
pleted. 

When the trans-state toll road i: 
| finished, tolls of $14,708,000 a year 
jare anticipated, and by 1960, rev- 
| enue of $20,000,000 a year is 
| expected. 
| It is in this way that the com 
mission expects to drop the toll by 
| 1965. 


Kononan Honored 


| John Kononan, Keene (N. H 
jauto dealer and state department 
| commander of the Veterans of For 
leigh Wars, was honored at a testi 
|monial banquet which nearly 15! 
| persons attended. Kononan received 
many gifts and congratulatory mes 
sages, including telegrams fron 
Gov. Sherman Adams and ; 
Senators Tobey and Styles Bridg 
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BIRMINGHAM, Mich. 


6 9 a . 
Mad’ Driving Gains? 

A Tester’s Experiment Shows Slight Margins, 

But He Asks: “Is It Worth the Risk?” 


Many | speed limits, getting to his destina- 


people today seem to be in a great | tion as fast as he could. 


rush to go places, particularly when 
they are behind the wheel of an 


automobile. But just how much 
time do they save by driving like 
“mad” in traffic-congested areas? 


George William Averill, man- 
aging editor of the weekly Birm- 
ingham Eccentric, is one of those 
who wondered about this question 
and after thinking about it for a 
while he decided to find out for 
himself, 

He enlisted the help of Birming- 
ham police officers, who acted as 
timekeepers. Several test runs were 
set up, Averill making the trips 
twice, once as a careful driver 
observing all stop signs, speed lim- 
its and extending the courtesies of 
the road to pedestrians and other 
motorists. Then he tried the same 
course as a “wild” driver, breaking 
all the rules of courtesy as well as 
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As Averill puts it: “I would be 
driving the second trip with my 
| brains in my feet, like some of the 
| drivers you see on the road today.” 

On the first course of 1.2 miles 
through a 30-mile per hour speed 
| zone, Averill’s slow time, observing 


‘all the rules, was 2 minutes, 45) 


| seconds, Driving as fast as he could 
|go, he made the same trip in 1 
minute, 27.2 seconds, a saving of 1 
minute and 17.8 seconds. 


On another trip, a distance of 
two miles, he obeyed all of the 
speed limits and traffic rules in 
this 25-mile an hour zone, cover- 
ing the distance in 5 minutes and 
6.5 seconds. At reckless speeds, 
he made the return trip in 2 min- 
utes 58.5 seconds, a saving of 
2 minutes 7% seconds. 


On another jaunt, Averill drove 





30 miles an hour over a 3.1-mile 


\\ 


EXTRA 
COMFORT 
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Southwest Show 
Sets Attendance 
Mark at Dallas 


DALLAS.—The Southwest Aut« 
mobile Show played to its bigges 
audience this year, running tw: 
weeks concurrently with the Texa 
State Fair here which passed th: 
2,000,000 mark in attendance fo: 
the first time. 

A final check-up showed that th: 
Texas fair drew 247,540 persons 
with rain cutting down the crow 
the final Sunday and with shower: 


NORGAN RECEIVES PONTIAC AWARD—George Norgan, Pontiac dealer at 5301 W. Irving} on two other days also hurting 


Park Rd., Chicago, is shown shaking hands with L. D. Bombar (left), Pontiac zone manager, 


who presented Norgan with the Chief Pontiac award. Behind the dealer is Verne Johnson 


assistant zone manager, and to the right is George Norgan jr., associated with his father 


in the dealership. 


attendance somewhat. 


Auto show patronage closely par 
alleled that for the fair itself. It 
is always regarded as one of the 


' 


route in 8 minutes 40 seconds and | two off your trip if you risk break-| principal attractions, housed as it 


then “drove crazy” over the same/|ing your 


own neck and other|is in a 750-foot-long building lo. 


streets in 6 minutes 3.8 seconds, | People’s, too,” Averill said. “But is| cated centrally on the grounds. 


saving 2 minutes and 36 seconds. | it worth the risk?” 
In his final run, he travelled a} ; ‘ 
2.7 mile stretch in the slow time | Cars for Teen Drivers 


of 3 minutes and 44.5 seconds and| George Haddad, 
when he opened it up did the same! Haddad Motor 





Sales, 


president of 
Pittsfield,| 4t the auto show this year said 


The previous record fair atten- 


|}dance was 1,892,327, established 
last year. 
| Several factory representatives 


trip in 3 minutes and 1.5 seconds, | Mass., has presented a dual-contro]| that the Dallas event unquestion- 








VERY tire has thousands 
of cords that flex as you 
drive. Unlike most cords (at 
left), which behave like major- A 
ettes that can’t get together, BFG 


a saving of 43 seconds. bey to Pittsfield high school for use| 2bly is one of the outstanding re- 


“Yes, you can cut a minute or 


New B.E Goodrich 


4 


NO EXTRA 
cost 


EXTRA 
MILEAGE 













in its driver educational program. | 8i0nal shows on this continent. One 


expressed the opinion that only the 
Toronto automobile show had fa- 
cilities comparable to those avail- 
able here for a big general show. 








Canada Reports 


Gain in Demand 
For British Cars 


OTTAWA.—Buoyed by increased 
|sales in October, Canadian dealers 
| in British cars are looking forward 
|to steady business during the win- 
| ter months and a sales boom in the 
spring. 

The dealers credit price cuts 
brought about by devaluation of 
the British pound as the chief 
| cause for an “unexpected boom” in 
British car sales in Canada this fall. 

In addition, the dealers point out 
|that Canadian motorists have 
|\“taken” to the smaller imported 
vehicles. Economy of operation 
| seems to be the point that has won 
| over the customers. 

The increasing prevalence of 
| British cars on Canada’s roads has 
|helped dispel suspicion of foreign 
| cars, dealers say, adding that cus- 
|tomers have also been influenced 
by advertising of the British makes. 

Dealers are generally unwilling 
to comment on whether or not pub- 
lic acceptance of British vehicles 
|is a temporary condition caused by 
the import ban against U. S. vehi- 
cles or the shortage of Canadian- 
made cars: 








cords (at right) have no cross- } 
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HOW YOU CAN PROFIT FROM "RYTHM RIDE”. B. F. Goodrich's 
powerful new sales themé, ‘“‘“Rythm Ride’, can help you net extra 
tire sales. Customers will give you their business more readily when 
you can offer them the added safety, comfort, and mileage that 
“rythmic-flexing cords’’ make possible. And for even more mileage, 
B. F. Goodrich, who pioneered cold rubber in 1941, puts the 
most advanced cold rubber compounds in every passenger tire tread. 
Let your B. F. Goodrich salesman give you the whole profit story. 


ONLY B. F, GOODRICH GIVES YOU 
“RYTHMIC-FLEXING CORDS” IN EVERY TIRE FOR EVERY PURPOSE 


Wi 


threads to hamper their action. They 
work in rythm like trained majorettes. 


ALL CORDS SHARE THE LOAD 


In B. F. Goodrich Silvertown tires, 
cords are evenly spaced, under uniform 
tension—sealed in live rubber without 
cross-threads. There’s no bunching or 
gapping. No “slacker” cords or over- 
strained cords. BFG cords work in 
rythm to share the wear for more miles 
—cushion the impact for more com- 
fort—absorb the road punch for more 
safety—give you a “Rythm Ride’! 


WHY OTHERS DON’T HAVE IT 


B. F. Goodrich alone has the experi- 
ence and the millions of dollars worth 
of specialized machinery to give you 
“rythmic-flexing cords” in every tire 
for every purpose. See the difference 
at your B. F. Goodrich retailer! 


a A a non 
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Chevrolet Firms 
Fete Parts Buyers 


ST. LOUIS.— The 15 Chevrolet 
dealers of Metropolitan St. Louis 
and the 82 men who operate their 
parts departments were hosts to 
more than 1,000 wholesale parts 
customers who are the owners of 
independent garages, body repair 
companies, service station owners, 
managers and purchasing agents 
of fleet users, at a dinner meeting 


here. 


A moving picture titled “Yours 
With Confidence,” produced spe- 
cifically for the meeting, was pre- 
sented by Chevrolet Motor 
division. The theme of the program 
was “We Are Partners in Service.” 
Chevrolet officials present were: H. 
Z. Wellinger, regional manager; 
P. W. Kemp, regional parts and 
accessories manager; R. G. Schulte, 
zone manager; T. C. Naquin, city 
manager, and J. A. Meagher, zone 
parts and accessories manager. 


Willys-New England Names 
New Boston Dealer 

Roy V. McCormack, vice-presi- 
dent of Willys-New England, 
Inc., announces the appointment 
of Bowdoin Square Garage, 91 
Cambridge St., Boston, as a new 
dealer. 

McCormack states that in line 
with the factory suggestion, 
Willys-New England will now de- 
vote all its efforts to distribution 
of Willys products in Massachu- 
setts, New Hampshire, Vermont 
and Rhode Island, while the Bow- 
doin Square Garage will supplant 
Willys-Boston, Inc., as Boston’s 
retail outlet. 
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By James D. Woolf 
ya has ever improved upon 
LN the old tried-and-true formula 
for producing potent advertising 


reader, or listener). 


Second, arouse interest (warm 
him up). 

Third, create desire (give him a 
hankering). 


| 
copy: 
First, attract attention (stop the 


Fourth, inspire confidence (per- 
suade him to believe you). 
Fifth, induce action (prod him 
into doing it NOW). ; | 
oe * . 


How to Attract Attention 


a the eye of the reader 
4 (or the ear of the listener) is as 
easy as catching fish in a rain 
barrel. Print your ad upside down. 
That'll do it. Or illustrate it with a 
caricature of a bearded lady, or 
with a cartoon of a man biting a 
dog or the moon jumping over the 
cow. 

Easy as catching fish in a rain 
barrel, that is, if you don’t care 
what kind of fish you catch. But 
you do care. What you seek to 
attract is the attention of inter- 
ested people, or, to put it another 
way, of people “in the market” 
for your product, 

The mail order advertiser, com- 
pletely dependent on copy that 
sells, wastes no dollars trying to 
snare the attention of mass num- 
bers of indiscriminate readers. He 
focuses his appeals on smaller but 
selected groups of immediate cus- 
tomers. 





Does your product solve a prob- 
lem, fill a need, satisfy a specific 
want of a relative few? Aim your 
appeals, then, at specific wants of 
this relative few—that’s the secret 
of attracting interested attention. 

* + a 


How to Warm ’Em Up 


TTRACTING attention and) 

arousing interest are two parts | 

of the same thing. Dr. Samuel 
Johnson once said, when the adver- 
tising business was still in diapers, | 
that “the size of the promise is the 
soul of the advertisement.” The | 
only way you can warm up the) 
interest of your reader (or listener) 
is to promise him something he 
wants. 

Obviously the bigger the prom- 
ise, the keener the interest of the 
reader, If your product hasn’t | 
got the stuff that attractive prom- 
ises are made of, what you need 
isn’t better copy: you need a bet- | 
ter product, Albert Lasker, a 
great ad man, once said: “The 
product that can’t succeed with- 
out advertising can’t succeed with 
advertising.” 

Copy that hits at a human need, 
the reader’s human need, and offers 
a way to satisfy it, need not be 
written with consummate skill. 
Just tell about it in simple, sincere 
words—and you've done all you can | 
to warm ’em up. 

*- * * | 
How to Make ’Em Hanker 


A SMART psychologist once wrote 
that “the dream of life centers 
about the fictions which we invent 
about ourselves.” He tells us to 
catch ourselves in some moment 
of reverie and note what we are 
thinking about. 

It is quite likely we will discover, 
he said, that we are thinking about 
ourselves, We are imagining our- 
selves in some heroic role, or play- 
ing with the idea of ourselves as | 
important persons, or in fancy | 
enjoying ourselves in some other 
way. 

Human beings 





spend 


Zink Schedules Parley 


On Sales in December 

LONG BEACH, Calif. — Howard 
Zink Corp.’s annual general sales | 
meeting will be held here during | 
the first week of December, ac- 
cording to Howard E, Zink, presi- 
dent. 

The entire sales force of the seat | 
cover maker, will attend the Long 
Beach gathering, augmented by | 
officials and technical personnel | 
from the plants in Fremont, O.; | 
Passaic, N. J.; Long Beach, Calif. 
and Charleston, Miss. Salesmen and | 
plant representatives will gather in 
Chicago and go en masse to the 
West Coast by train. } 


their 
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Salesense in Advertising 
Tested Ideas for Small Business 


money with their hearts as well 
as their heads. Nearly all of the 
things people want to own and 
want to do are because of un- 
conscious yearnings. 

It is not always safe to assume 
the reader realizes his need of your 
product or service. He may see at 
once his need for what you hope to 
sell him. Or he may not. Always 
strive to relate your product to his 
secret inner yearnings, yens, hopes, 
ambition. That’s the way to make 
’em hanker. 

Probably few youngsters felt any 
acute need of Wheaties. But “The 
Breakfast of Champions” hit at one 
of the fictions which we, man or 
boy, invent about ourselves. 

+ * > 


Making ’Em Believe You 


N° AD can do a good selling job 
unless it is believed. The truth 
is the truth to the reader only when 
it is credible. 


Of first-rate importance is this: 


When you make an honest promise 
tell why it is an honest promise. 
Be factual. Be definite. Shun gen- 
eralities—be specific. 

You say that your product will 
“wear twice as long.” Well, twice 
as long as what? And why? 
What’s your secret, what’s the 
magic that produces such extra- 
ordinary durability? 

Observe in your own reading the 
power of understatement, of re- 
straint, of dignity. Many advertisers 
have yet to learn the folly and 
stupidity of thinking that big, bom- 
bastic, blockbusting words can 
serve as effective substitutes for 
credible facts presented with tem- 
perance and good taste. 

A potent confidence-winner is the 
money-back guarantee, which is 
offered by nearly all successful 
mail-order advertisers, I am much 
impressed with the current adver- 
tising of the Schick electric shaver. 


Here, in my book, is the head- 











MONROE —THE GREAT NAME IN SHOCK ABSORBERS 


The name Monroe means top quality in shock absorbers, sway bars, 
Millions of autos, trucks and buses 
ride more smoothly and safely because of pioneer Monroe engineering 


struts and molded rubber parts. 


oat names in the 


Automotive Industry 
HENRY FORD 


in the ride control field. 





® 


Se es eB 


Monroe, Mich. — World's Largest Maker Of Ride Control Products 





Monroe Shock Absorbers are standard 
equipment on more makes of new cars 


than any other brand of shock absorber. 





MT. VERNON, WASH., TO DETROIT IN '26 DODGE—Mr. and Mrs. Nate Johnson, left, 


and Mr. and 


rs. R. G. Bauer of Mt. Vernon, Wash. 


are shown at the DeSoto plant in 


Detroit after completing a drive from Mt. Vernon in their 1926 Dodge. Both couples took 
delivery of new DeSotos, purchased from Jack Cox Motor Co., Mt. Vernon dealer. 


line of the year: “Your new 
Schick electric shaver must out- 
shave blade razors ... or your 
money back!” 

That’s a big promise. (Dr. John- 
son’s “soul of the advertisement”) 
and Mr. Schick backs it up with 
cash. 

* * * 


How to Prod ’Em to Act 


Ce sharp prod is the kind of 
guarantee I have just described. 
I urge you to inject it into your 
advertising. 


Making it convenient for the 








reader to find and purchase your 
product is another action-getter. 
Always remember that is a lot 
going on in the world and your 
business is just a little part of it. 
If you expect people to act on 
your advertising, make it con- 
venient for them to do so, 
Greatest of all action- prodders 
is the time-payment plan. If we 
were unable to buy our cars, our 
washing machines, our vacuum 


cleaners, our radios, and our re- 
frigerators with “easy monthly pay- 
ments,” most of us would do with- 
out such luxuries. 








Still the best mouselrap...- 





In all advertising, there’s only one medium where one 


advertiser reaches over half the population of the country... 


21,000,000 families! ... with one program in one month.’ 


He does it with Network Radio...on CBS. 


The Columbia Broadcasting System 





*And forty-nine other CBS adver- 
tisers reach their customers... 
everywhere in America week in, 
week out...at an average cost of 
approximately 85¢ per thousand 
people: the lowest cost of actual 
“advertiser circulation” in all 


advertising today. 
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In all advertising, there’s only one medium where one 
advertiser reaches over half the population of the country... 
21,000,000 families!....with one program in one month. 
He does it with Network Radio...on CBS. 


The Columbia Broadcasting System 
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Arthur E. Center, Inc., and Auto- 
mobile Sales Co., Ford dealers, 
both of Springfield, Mass., have 
each presented a dual-control car 
to the Springfield school depart- 
ment for use in the auto driver- 
training courses being given at 
Technical high school. 

* + - 


Horgan Heads YWCA Drive 


Ralph T. Horgan, president of 
Ralph T. Horgan, Inc., and treas- 
urer of the New York Ford Deal- 
ers Assn. has been appointed 
chairman of the automotive divi- 
sion of a business men’s committee 
for the annual campaign to raise 
$333,000 for the YWCA of New 
York City. 


+ « * 


Jones Opens DeSoto Deal 


In Fort Walton, Fla. 

W. P. Jones Fort Walton Mo- 
tors (DeSoto - Plymouth), Fort 
Walton, Fla., has opened at its 
new location on Highway 85 and 
First St. 

F. F. Hunnicut, who is man- 


RENAULT brings you the ideal com- 


bination, the 
price. 


Sell RENAULT, and you sell the 
most modern car in the world, and a 
car with 50 years of success behind it. 


Price 


Dealer 


Doings 


ager of the firm, said the new 
enterprise, which has operated in 
Fort Walton since May 1 as a 
used-car dealership, represents an 
investment of at least $25,000. 


+ * * 


Roy Pair Buick Co. 


Roy Pair Buick Co., Tyler, Tex., 
has been incorporated. Incorpora- 
tors are Roy M. and Evelyn Pair 
and W. Dewey Lawrence. 


* * * 


McCarty to Hill 


Purchase of McCarty Motors, 
Inc. (Dodge), Lakeland, Fla., has 
been announced by Harold S. Hill. 
Hill will operate the firm as Bunk- 
er Hill, Inc, 

Hill, a newcomer to the automo- 
tive business, said that the interior 
of the firm’s building at S. New 
York Ave. and Lemon §&t. is being 
rearranged. 





* * * 


Walls to Gillespie 


Purchase of Walls Chevrolet 
Co., Princeton, W. Va., has been 
announced by the new owners, 


Walter Gillespie, his son, Walter 
jr. and Neva Gillespie. 

The new firm will be known as 
Walls Chevrolet, Inc. C. M. Walls, 
the former owner, operated the 
dealership for 16 years. 


* * 


Allen Expands Services 


Don Allen Chevrolet, Broadway 
at 57th St., New York, has added 
two full floors to its service and 
parts department, 

The service and parts building 
of the Chevrolet organization is 
located at 227 W. 61 St. In part of 
the Don Allen program of expan- 
sion, the organization has pur- 
chased the entire four-story 
building, bringing the total service 
space to 80,000 square feet. 


+ * * 


Triangle Ups Three 


C. B. Burt has been promoted to 
executive vice-president of Triangle 
Motors, the company announced in 
Dallas, Tex. It was also revealed 
that Robert C. Corder has been 
named general sales manager and 
chairman of the board and that 
W. J. Brady was appointed assis- 
tant secretary-treasurer. 

* + + 


Bowie Names Hyams 


Bowie Motor Co. (DeSoto-Plym- | Ave., 


[ntroducin 


‘engine 
In rear 


right car at the right 


Reduced 


the 
Bigger 
Better 


.The 1950 RENAULT is not only the 
lowest priced 4-door sedan in America, 
but its 45 miles per gallon perform- 
ance makes it the most economical. 


The amazing 1950 RENAULT is a 
Cash in on it! 


fae 


RENAULT SELLING BRANCH, Inc. 


U.S. Distributors —_1920 BROADWAY, 


solid hit. 


NEW YORK 








MACK'S NEW HEADQUARTERS IN AKRON—Mack's Auto Sales (Studebaker), 2290 East 
Ave., was built directly across the street from the firm's former location. Constructed of 
brick and glazed tile, the building contains 12,000 square feet of floor area, with 6,500 
square feet reserved for vehicle service and maintenance. An 80 by 100 foot lot for cus- 
tomer parking and used-car display adjoins the building. ah 
porated by Charles S. Denk, C. 
David Denk and E. N. Salim, with 
$20,000 capital. 

* 


outh), 102 Touline St., Natchitoches, 
La., has appointed Fair Hyams as 
manager of the service department. 













e * 


Vogell Heads Fund Drive Spiers Ups Miller 
Charles G. Vogell, owner and| Claude L. (Cuz) Miller has been 


promoted to general manager of 
Spiers Motor Co. (Kaiser-Frazer), 
Chattanooga, Tenn., J. O. Spiers 
has announced. 

* * * 


Binghamton Dealer Council 


Elects Hamel President 

A. M. Hamel, president of Lud- 
low Motors, Inc., Binghamton, N. 
Y., has been elected president of 
the Retail Auto Dealers Council of 
the Binghamton Chamber of Com- 
merce. He succeeds Harry H. 
Miller. 

Other officers elected were: vice- 
president, Kenneth Vandervort; 
secretary, Miller; treasurer, Charles 
A. Deane, and manager, Claude N. 
Sherman. 


president of Mutual Motors and 
Hudson-Columbia Motor Co., Co- 
lumbia, S. C., has been named gen- 
eral chairman of the 1949 fund- 
raising drive of the Greater Colum- 
‘bia Community Chest. 

* * * 


Denk—Cleveland 


Denk Motors, Inc., 15731 Lorain 
Cleveland, has been incor- 


* * * 


Orange to Build 


Plans for a $20,000 storage build- 
ing to be constructed in the rear 
of Orange Motor Co., 799 Central 
Ave., Albany, N. Y., have been filed 
with the city building department. 
The new one-story structure will be 
108 by 97 feet. 


* * * 


Bonifay Promoted 


Ralph L. Bonifay, who has served 
as office manager for Mitchell Mo- 
tor Co., Pensacola, Fla., has been 
advanced to the new-car sales de- 
partment, the company announced. 

> 7 > 


Ferguson on Bank Staff 


J. M. Ferguson, owner of Fergu- 
son Motor Co., has been elected 
a director of the Harlingen state 
bank, Harlingen, Tex. Ferguson 
came to Harlingen 21 years ago 
from Groesbeck. He was one of the 
original directors of the bank and 
among those who helped form it. 

7 . * 


Star Sells 8 Ford Cabs 
To Logansport (Ind.) Firm 

A new taxicab company, Radio 
Cab of Logansport, Inc., has been 
formed in Logansport, Ind., by 
C. E. and Mike Neel and Al Miller. 
E. A. Jennings, president of Star 
Motor Co., delivered eight new 
Ford cabs for the new business. 


C. E. Neel and his son, Mike, 
also own City Transit Co., which 
operates 15 Ford buses. The new 
cabs are equipped with two-way 


radios. 
* * * 


Austin Ontario Motors Opens 


New Home in Toronto 


Officials of Austin Ontario Mo- 
tors, Ltd., 737 Church St., Toronto, 
report that approximately 25,000 
square feet of the firm’s new build- 
ing is devoted to service require- 
ments. 

Modern service equipment was 
installed, and the department is 
operated by the control tower sys- 
tem. The lower level of the build- 
ing, which follows the natural fall 
of the land, is devoted to service, 
while the upper level contains 
showrooms and executive and gen- 
eral offices. 

- * ° 


Sebring Promotes Two 


Sebring, Fla., Ford Co. announces 
the promotion of Clarence X. Eck- 
roth to general manager and F. I. 
Morgan to assistant general man- 
ager. 

In announcing the promotions, 
A. F. Powell, who had been gen- 
eral manager of the Sebring com- 
pany, revealed that he had pur- 
chased another Ford dealership in 
DeLand, Fla., which will require 
his supervision but will not neces- 
sarily mean that he will be absent 

(Continued on Page 29, Col. 1) 
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Doings 


(Continued from Page 28) 


from the Sebring outlet all the 


time. 
> * > 


Nolan Expands 


A contract has been awarded for 
construction of a warehouse and 
office building in Jacksonville, Fla., 
for Claude Nolan, Inc., distributors 
for Cadillac in Florida. 


* * * 


M. R. Nelson—Shawano 


M. R. Nelson Motors, Inc., has 
been formed at Shawano, Wis., to 
operate a garage and filling station 
and deal in cars, etc. A capital 
stock of 250 shares of common at 
a par value of $100 per share; 
minimum capital to be $10,000. In- 
corporators are Marvin R. and Er- 
nest T. Nelson and Nathan R. 
Wiese. 

* * * 


C. M. T. Takes Hudson 


©. M. T. Motors, Inc., Lafay- 
ette, La., has been appointed a 
Hudson dealer. The firm, which 
is located on Highway 90 at Scott 
Rd., is managed by J. E. Lag- 


neaux, 
*- * 


Walton & Livaudais 


Walton & Livaudais of Baton 
Rouge, Inc., Baton Rouge, La., has 
been granted a charter by the sec- 
retary of state to deal in automo- 
tive appliances. Authorized capital 
stock is $50,000. 


* > * 


Midwest Opens Building 


Midwest Motors, Inc. (Oldsmo- 
bile), Winona, Minn., has form- 
ally opened its new building. The 
firm is owned by George E, Pe- 
lowski and George A. Graham. 

The brick and steel structure, 
providing 7,500 square feet of 
floor space, is located at 219 W. 
Third St. The firm has also 
acquired a used-car lot, 

+ + * 


Stevenson Joins Byers 


Appointment of J. E. Stevenson 
as general manager of George 
Byers Sons (DeSoto - Plymouth), 
2131 Gilbert Ave., Cincinnati, has 
been announced by George W. 
Byers, president. The Byers plant is 
currently undergoing a $125,000 
building and remodeling program 
which is scheduled for completion 


in December. 
> o 


o 
Gilbert Named 


Charles B. Gilbert, president of 
Gilbert and Mott Chevrolet Co., 
Trenton, N. J., has been elected a 
director of Standard Fire Insurance 


Co. of New Jersey. 
> * + 


Furlong & McHardy 


Furlong & McHardy Motor Sales 
(Oldsmobile), Hibbing, Minn., is 
now operating in a remodeled 
building at 107 W. Howard St. 
Renovation work included a mod- 
ernistic front, modern lighting, and 
new appointments for the show- 
room, The firm is owned by C, J. 
Furlong and G. A. McHardy. 


* > > 


McCormack Named 


Appointment of J. Stanley Mc- 
Cormack as retail sales manager 
of Turnure & Blood, Inc. (Chrys- 
ler-Plymouth), 1763 Broadway, New 
York, has been announced by 
Harvey A. Turnure, president. 

* 7 


Pontiac Honors Miller 


Miller Auto Exchange, 304 Hou- 
ston, Manhattan, Kans., has been 
made a member of Pontiac’s “bet- 
ter dealer” group. Owner Earl 
Miller accepted the picture of Chief 
Pontiac, symbol of the presentation. 

* * + 


Pierce Aids Safety 


Thomas B. Pierce, president of 
Pierce Motor Co. (Ford), Spartan- 
burg, S. C., has presented a 1949 
Ford to Spartanburg to be used 
in an educational traffic-safety and 
accident-prevention program. 

a * * 


3 Texas Deals Chartered 


Three motor companies were is- 
sued charters in Texas recently, 
records in the Secretary of State’s 
office here show, 

_ Emmett Rogers Motor Co., Wich- 
ita Falls, was incorporated with 
capital stock listed as $50,000. In- 
corporators are Emmett Rogers, 


















Alma Rogers and Edwin Baggett. 
At Center, Lunsford Buick Co. was 
incorporated with capital stock 
listed as $10,000 and incorporators 
as Charles Lunsford, Jack Motley 
and Morris Bounds. Monahans 
Motor Co., Monahans, was issued 
a charter listing $50,000 as capital 
stock and Daphne Ellen Pearson, 
James A. Pearson and John C. 
Williams as incorporators. 
* > * 


Goodson Plans Building 


A two-story sales and service 
building is being planned for Lester 
Goodson Pontiac Co., Dallas, The 
building will contain 22,000 square 
feet of floor space and will be of 
steel frame with hollow tile and 
brick exterior. ‘ 


Gatchett Reorganizes 
Karl Gatchett, president, has an- 
nounced the reorganization of 
Gatchett Motor Co. (Dodge-Plym- 
outh) in Cincinnati. New officers 
include Louis Wissel, vice-president 
and general manager, and Mrs. 








ee 





DEALER BOSSE’S DEAL IN BOISE, ID.—This is the modern building of Bosse Nash, Inc. 
Ogden L. Calvin Bosse found the name "Bosse" confusing in "Boise" until he happily got 
the idea of combining the two in a catch slogan, "It's Bosse in Boise."’ The slogan has taken 
hold to an extent that even Boise school children have taken it up as a catch phrase. 





Karl Gatchett, secretary and treas- 
urer. 

Sales personnel include Donald 
Cox, John Harkness, F. S. Kenney, 
Max Stein and Oliver Horn. The 
remainder of the organization re- 


mains unchanged. 
a * * 


Milner Joins New Firm 


Robert L. Milner has been 
named secretary-treasurer and 
assistant manager of Chieftain 
Pontiac Co., Brookhaven, Miss. 
Before coming to Brookhaven he 


was with Mis-State Motor Co., 
Kosciusko, Miss. 
* * ° 
Beets Incorporated 
Raymond Beets Motor Co., Dun- 
can, Okla., has been incorporated 
with capital stock of $25,000. Prin- 
cipals are A. M. Beets, Raymond L. 
Beets and Frances I. Beets. 
* * . 
Mohr Advances 2 
Mohr Chevrolet Co., Dallas, will 


29 


general sales manager and D. E. 


_ | Johnston as service manager, E. B. 


Mohr, president, has announced. 
o . 


o 
Now Cooper-Sparks 
Coker Pontiac Co., Plainview, 
Tex., has changed its name to 


Cooper-Sparks Pontiac, Inc. 
* * * 


Balzerick Sales Chief 
W. F. Balzerick is now sales 
manager for Ferguson-Olander 
(Ford), Wichita, Kans. Balzerick 
was formerly national merchandis- 
ing manager for Truckstell Co., 
Cleveland. 
* - > 
Hodo Moves Lot 
Hodo Motor Co. (Dodge-Plym- 
outh), 607 Madison, Montgomery, 
Ala., announces that its used-car 
lot is now located at Molton and 
Bibb Sts. 
* * 


Scott Opens U. C. Lot 


Scott Buick Co., Poteau, Okla., 
has opened its used-car lot at Mc- 
Kenna and Rogers Sts. 

* * * 


Bassett Heads Sales 


Ross C. Bassett has been named 
general manager of Rasmussen- 
Thompson Co. (Studebaker), 2017 


have S. C. Cockrell jr. as assistant| Washington Blvd., Ogden, Utah. 





Are You in Trouble? 
43,000 New Car Dealers in U.. S. 


Face These Fundamental Problems: 


Send Today For 
Interesting Proof 
of the Complete 
Carlife Guaranty 


New Car Sales Lagging? 


CARLIFE spurs sale of new cars and brings many buyers back 
again and again without solicitation. 


Not Enough Service Business? 
CARLIFE brings back 70 to 90 per cent of your new car buyers 


every 30 days for profitable service work. 


Competition Really Tough? 


CARLIFE beats down competition by bringing about high absorp- 
tion of overhead through Service. This places you in a 
fluid trading position on new car sales. 


Used Car Turnover Slow? 


CARLIFE serviced Used Cars move faster and at better prices. 
Carlife also brings the Used Car Customer back to your 
shop for regular service. 


£ r 


THE CARLIFE GUARANTY 
8827 Strathmoor 
Detroit 28, Michigan 


(Telephone VErmont 8-5077) 


In Action 
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Results Benefit Customers, AMA Says... . 


Industry Cuts Cost Corners 


DETROIT.— Spurred by sharp 
postwar increases in wages, ma- 
terial costs and other operating 
expenses, the automotive industry 
has intensified the search for cost- 
saving methods during the past 
four years, the Automobile Manu- 
facturers Assn. said here. 

As a result, car and truck 
makers have been able to con- 
tinue adding new engineering 
features and quality improve- 
ments with each postwar model 
change. 

And, the AMA says, price in- 
creases on postwar vehicles have 
been held well below the rise in 
U. S. family income. The U. S. 
Bureau of Labor Statistics shows 
that vehicle prices have increased 
93 percent since 1939. The average 
weekly wage of U. S. industrial 
workers is up 130 percent. 

The big cost savings made by 
ear and truck manufacturers since 


Stir up more business on slow days! 








the war have come in “non-pro- 
ductive” operations, the AMA said. 
They’ve been in new mechanical 
methods for material handling, in 
automatic inspection devices, bet- 
ter plant maintenance practices, 
and improved packaging, purchas- 
ing and parts distribution methods. 
One company, for example, 
saved $100,000 a year by a new 
system to reduce air leaks in 
compressed-air pipes in _ its 
plants, the AMA reports. 
Another made a saving of over 
$1,000,000 in the past year by de- 
veloping an “expendable” container 
for parts shipments, replacing a 
permanent type of container that 
had to be kept repaired and ship- 
ped back to parts plants after each 
use. The new container, with a 
wood base and cardboard sides, is 
sold as scrap after one use. 
Through a new tool research pro- 
gram, one car maker found ways 
to increase the life of drills, dies 
and other equipment, in some in- 
stances as high as 826 percent. On 





one type of cutting tool alone, the 
firm saved $191,000 in the last year. 


Simplifying parts designs also 
has meant big savings. One firm 
that produces over a million ve- 
hicles annually saved $1 per ve- 
hicle in the last year by using a 
less complicated ignition switch, 
and saved 19 cents per car by 
changing from a two-tone to a sin- 
gle color in steering wheels. 

Industry officials point out that 
the most remarkable result of 
this all-out effort to cut costs is 
that it permits them, in spite of 
today’s higher wage rates, to 
build vehicles that require more 
“production labor.” 

Today nearly 800,000 persons 
work for U. S. automotive firms, 
or 71 percent more than in 1939, 
the AMA said. And with wages 
now nearly $70 a week, compared 
to $32.91 in 1939, the industry’s to- 
tal wage bill is more than triple 
what it was in 1939. 

Part of the increased employ- 





SERVICE BUILDING COVERS 8,400 SQUARE FEET—These are the new service facilities of 
Montclair Sales Co. (Studebaker), Montclair, N. J. The building in the front shows the side 
of the showroom. The area with the trucks in the rear is the truck and used-car lof. 















more man-hours of labor to build. 

So by mobilizing all their tech- 
nical and managerial skill for the 
task of finding new ways to reduce 
costs, the nation’s car and truck 
makers have been able to employ 
more people at higher wages, build 
vehicles with more “labor content” 
—and still keep prices at a level 
where more people buy motor ve- 
hicles today than ever before, 
AMA stated. 


Quiz on Packard 
Sparks Outing 


Of Management 


DETROIT. — How can manage- 
ment men in a mile-long manufac- 
turing organization be induced to 
learn the functions of departments 
other than their own? 


Packard Motor Car Co. came up 
with a solution by giving prizes 
at the annual outing in October of 
its management group for the best 
answers to a 100-question quiz on 
the company’s activities and poli- 
cies. 

E. M. Blackledge, an instructor 
in Packard’s industrial relations 
department, won top prize by 
turning in the only perfect score 


ment is due to today’s higher pro- 
duction volume. But automotive 
firms report that the average mo- 
tor vehicle today, because of post- 


war styling and new engineering 
features, requires substantially 





lL LOOK AROUND for some old 





clothes, a hat, mask, straw—and 
fashion a “dummy.” Also paint a i 
sandwich man’s board for it. 


~ 


/ 





+ allies ace 


4, ALSO BUILD a display of oil in 
cans to remind customers that they 
get the brand and grade they pay 
for when they do business with you. od 








2, PLACE SANDWICH MAN hold- 
ing a message—‘“‘Special Price on 
Oil Change Today!” near driveway 
entrance (away from pumps). 





5, OIL IN CANS eliminates breakage 
.-. increases turnover... keeps your 
station neater and cleaner. So al- 
ways feature oil in cans, 


collect 


AMERICAN CAN COMPANY > 


in the brain-cudgeling event. Nine 


THIS NOVEL IDEA wi 
3. ovet will attract others among the 334 contestants 


QUICK, EASY WAY TO GIVE SERVICE 


1. Greet customer; take order 

2. Deliver gas; wipe rear window 
3. Clean windshield, passenger side 
4. Check oil and water 


5. Clean windshield, driver's side; 


many motorists to your special offer 
who would otherwise postpone an 
oil change. 





6, NO TIME like now to check your 


stock of oil in cans, and get started 
on a hard-selling campaign that will 
mean more profit for you! 





CANNED OIL IS GRAND OIL FOR PROFITS 


New York + Chicago + San Francisco 





won prizes with scores of 89 per- 
cent or better. 


Questions ranged over the work 
of all departments, Packard’s re- 
lations with its dealers, and delved 
as far back as 50 years into com- 
pany history. 

One of the easier questions asked 
respondents to say whether James 
Ward Packard began auto making 
because of “a dare from his girl 
friend, Lydia E. Pinkham; a chal- 
lenge from Mr. Winton of Winton 
Auto Co.; an attempt to make his 
bicycle operate on atomic power; 
a jet propulsion idea, or a contest 
promoted by Country Gentleman 
magazine.” Winton’s challenge was 
the answer. 

A question missed by many con- 
testants asked the amount of di- 
rect taxes represented in the list 
price of a Packard. Respondents 
were asked to choose’ from 
amounts ranging from $75 to $375. 
The last figure was correct. 

Other questions had to do with 
the company’s working capital, 
earnings, taxes, investment per 
employe, the time required to pro- 
cure materials, the cost of a color 
page of advertising in Life, the 
location and heads of various divi 
sions, technical details of present 
and past Packard cars, the amount! 
of the company’s monthly tele- 
phone bill and even the number o/ 
cylinders in the Liberty Moto: 
made in World War I. 

Packard management men, rang 
ing in rank from assistant fore 
men to company directors, received 
the questionnaires. 


AP Parts Buys 


Miracle Power 


TOLEDO.—AP Parts Corp., T: 
ledo, has purchased Miracle Lubri 
cating Corp., Detroit, according t« 
an announcement by W. E. Bullock 
vice-president of AP. 

Included in the transaction ar: 
all patents, manufacturing equi 
ment and formulas for Miracl: 
Power, dgf-123, and other hig! 
temperature lubricants developed 
for the automotive industry. 
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ing of the top face, the wheel be- 
ing set at a slight angle and die 
turned in grinding so that the cor- 
rect hook is produced on the cut- 
ting face. 







FOB FACTORY 
Seniority Complicates 
Schedule Reductions 


By A. H. Allen 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


oe adjustment of manufacturing and assembly 
schedules, currently in process at many of the auto- 
motive and parts plants, is not as simple a problem as it 
might sound, particularly in view of the strict seniority regu- 


lations covering employes?ai tributed at the above plant this 
and the frequent divergence | yoar. 

of opinion on how they are * 
to be interpreted. Where seniority Broaching Die 
is plantwide, the difficulties in- CCURATELY - FORMED serra- 
volved in keeping track of each tions are being broached back 
aan an — — a — of the threads on long steering 
ing e complete roster to - . : : - 
mine the exact order of layoffs] ing dies over the shaft ends, the| net tstesae Healy itor car Gala 16 roach Speeds at tl miles pol hour™ Cons om 
are both tedious and time-consum- equipment handling two shafts at| all nations were on display at British show. 

ing. There have been cases where | , time, in one of the mater ato| =. CC 





* * * 


Ford Mills Roll 

OE bright spot in the steel pic- 
ture is the Ford mill which 

has returned to full production, 

rolling out 15,000 tons of ingots a 

week. 

Also three electric melting fur- 
naces out of a battery of five are 
back in service after an extended 
shutdown. However, two of the 
three blast furnaces are cold, one 
for relining and one for rebuilding. 





Ford Parts Outlet 
Burton and White Motors, Inc., 
Sacramento, has been designated 
a parts distributor for the Ford 
Motor Co. in northeastern Cali- 
fornia, The firm is authorized to 
wholesale parts in an area from 
Sacramento north to Chico and 
from Yolo county in the west to 

Nevada county in the east. 


* * 









the shutdown of an entire plant plants. movable slides on each side. They | ing setup, according to Colonial Ford Motor Co.’s four-letter 
for a short period was occasioned Columns are set into sockets in | are then broached in one pass | Broach Co., Detroit, builder of the| dealer plaque for 1949 is another 
by nothing more than seniority) the base of a 20-ton hydraulic | with one-piece dies having only | installation, lies in the simplicity| recent distinction awarded to the 
checks incident to schedule) a.cembly-type press with 12-inch | one set of “teeth.” of broach sharpening—the only! dealers, Jack Burton and Del 


changes. White. 

One of the iC eiealial 
more _ ludicrous 
examples of sen- 
iority interpreta- 
tion happened in 
a small plant in 
the Detroit area 
last Thanksgiv- 
ing. There were 
about 75 men on 
the payroll at the P 
time and the A. H. Allen’ | 
management had 
decided to present each person | 
with a dressed turkey, neatly pack- 
aged and all ready for the oven. 

So the birds were ordered, with 
a weight range of 11-13 pounds 


s ified. The d bef Thanks- 
Ta. make more 


up and receive their turkeys, com- ia Ups R GC 


liments of the t. . | 
ce ko profit on . 


the plant superintendent came into 

the office of a vice-president who | os 
had presented the gifts and said | every $a e "YW Z4zu4n 

that a strike had been called and | 


all the men had quit their jobs. | © 

tye ye EF with the... 

said that the union shop steward e ALL PURPOSE SERVICE BODY 
had decided the turkeys should 
have been distributed according 
to seniority, with the men hav- 
ing the longest periods of service 
getting the heaviest birds. Since 
the gifts were made on a “take 
’em as they come” basis, some | 
men with little seniority had re- 
ceived birds a pound or two 
heavier than some of the old- 
timers, so it was judged a suit- | 
able grievance to call a strike. 
Naturally the management read 
the riot act to the men who, after | 
a little consideration, returned to 
work the next day. The incident, 
however, is typical of what plant 
managers are running up against 
continually these days. Needless to | 
observe, there will be no turkeys | 





stroke, and are clamped with | An advantage of the die-broach-/| operation required being the grind- | 


a 


— 






YOU'LL SELL eT 
MORE i | 


TRUCKS — 


















Austin Reports | 
Car Allotment | 
On Quota Basis 





NEW YORK.—Despite the arrival | 1001 PROSPECTS IN YOUR AREA How many of your truck prospects are in a service business? 
of nearly 600 Austins since Oct. 1, | ” is si : ! ice w 
Austin Co. is still unable to supply | FOR THIS POWERS "SERVICE-MASTER Tie saeeme 0 Senet: east of Yoom pee! Boonen orvice work 
its dealers with enough automo- | - Every Refrigeration Service + Every Plumber comprises the largest single usiness in America! You can se 
biles, according to B. J. Hegarty, « Every Electrician + Every Air Conditioning more trucks to such prospects if you suggest POWERS ‘“‘Service- 
acting head of the company. Service + Every Contractor + Every Automotive Master’. Dealers everywhere find it quickly clinches the truck 

As a result, he said, a quota | Service « Every Appliance Service « Every Radio- 7 re ‘ 
system has been set up. Television Service... and many others! sale because, just as your chassis is the prospect’s answer to 

“We have been trying to catch reduced operating costs, POWERS ‘‘Service-Master”’ solves his 
up with demand ever since devalu- ONLY POWERS "'SERVICE-MASTER” bl e oe aati anil ee te ie te aes aol oilk, 
ation of the pound was announced | OFFERS YOU ALL THESE FEATURES ee an aes ouPP _* y 
on Sept. 18, which led to a sellout | ciently! Start cashing in on the huge service market right now; 
of our entire stock of cars within ¢ Weathertight compartment doors provide complete write us for your copy of “Stepping Up Truck Sales.’’ Reading 
two days,” Hegarty said. protection for tools and materials. : d h d of it! No obli : 

“Orders from dealers since then | © Built-in trays, adjustable shelves and parts bins. time 10 minutes—and worth every second of it! No obligation... 


have been at least four times | 
what they averaged earlier this 
year, but would have been even 
greater had we been able to supply | 


¢ Fully enclosed wheel housings provide added pro- 
tection and rigidity. 
e Easily transferred from one chassis to another. 


MAIL THE COUPON BELOW TODAY— 


for your Free Copy of “Stepping up Truck Sales!"’ 








2 . . r — a ee ee ee ee 
the automobiles. Simply attached by six body bolts. 5 * 
“Dealers everywhere report large 4 McCABE-POWERS AUTO BODY CO. ; 
~e in sales and inquiries re- : 5900 NORTH BROADWAY . ST. LOUIS 15, MO. ; 
su i 
The wean Bagh scl gen singer | § Please send me a free copy of your booklet ‘Stepping up Truck ; 
$1,295 and $1,345 for the two-door | Lat Sales” ' 
ind four-door sedan have proven | : 
xceptionally attractive.” | a an cali ' 
New dealers are being added 8 
regularly, Hagerty said, and the | Individual __ - - — . 
‘rvice organization is being ex- | : 
panded still further for the benefit | Street Address__ _ . $$$. 5 
of the many thousand Austin own- | ; 
ers in the U.S. | NATIONALLY ADVERTISED to the Service Industries 2 Bee Rc catectecaane mm Oe 
ee ee a ee 
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The name Nash has always represented the 
utmost of dependability and value. 


builds a single welded unit like the fuselage 


Behind that reputation, Nash Motors has 
of an airplane. 


today an engineering organization and a re- 


search program whose purpose is to make This construction is twice as rigid, safer and 
every new Nash a better and more modern longer lasting than former standards. It elim- 
car than its predecessor or its contemporaries. inates useless weight and ends forever the 


‘ : . ae squeaks and rattles of bolted joints. 
Nash is responsible for making the air in- ™ ' 


side a car more comfortable, freer from With this basic construction Nash intro- 
drafts, fumes and dust and safer to breathe duced today’s Airflyte design. Wind-tunnel 
than the air in your living room at home. tests of current Nash cars against competing 


designs again indicate the value of advanced 


The Nash Weather Eye Conditioned Air : : 
research and engineering. 


System has set a pace that is a challenge to 
the whole motor car industry. These tests prove that a Nash car has 20.7% 
less air-drag than the average automobile of 
current design. This means that the superi- 
ority of Nash aerodynamic design, along with 
enclosed front and rear wheels, actually con- 
tributes to a far more efficient use of engine 


Nash pioneered in the use of permanent 
automobile finishes that add years to the new- 
ness of a car and materially reduce its cost of 
maintenance. 


Nash pioneered also in the development of power. 


\ high compression engines. The present Am- 
bassador Turbo-head Engine, with seven- 
bearing crankshaft 100% counterbalanced 

and with Uniflo-Jet carburetion is the pat- 


These tests and owner reports indicate a 
total saving of nearly 30% in fuel costs as 
compared to the average of other cars. 


tern for high compression engines today—and If applied to all automobiles this economy 
tomorrow, when higher octane fuels will be would save the motorists of America one and 
available. a half billion dollars a year and conserve a 


‘ ee vital national resource. 
Nash invested upward of forty million dol- 


lars in plants and equipment to introduce Nash will continue to explore, to give the 
the Unitized Body- Frame, today known as buyer of a Nash the satisfaction of owning a 
Airflyte Construction. Instead of bolting the car more fundamentally modern than any 
arts of a body and frame together, Nash other he could purchase. A car of better de- 





sign, safer for the family to drive, more com- 


fortable to ride in, less expensive to maintain, 


— 


and more economical to use. Yes, there’s 
much of tomorrow in all Nash does today. 


Mark. Blatara. 


Great Cars Since 1902 


Nosh Motors, Division Nash-Kelvinator Corporation, Detroit, Mich. 
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Conference Maps War on Accidents .. . 





More Work on Safety Urged 


CHICAGO.—Methods of improv- 
ing street and highway safety 
ranked high on the agenda of 
sessions at the National Safety 
Congress last week. Speakers em- 
phasized that much work remains 
to be done before this country 
can express satisfaction over safety 
efforts. 

Although the automobile has be- 
come a necessity for most Ameri- 
cans and a dominant factor in the 
economic picture, it annually ac- 
counts for 32,000 accident victims, 
panel sessions brought out. 

Approximately 12,000 delegates 
from all segments of industry 
were in attendance at the meet- 
ings.. More than 200 sessions on 
various phases of safety were 
conducted, with approximately 
500 speakers participating on 
programs. 

At a luncheon session sponsored 
by General Motors, W. F. Huf- 
stader, vice-president of GM dis- 
tribution, paid tribute to safety 


ored management and drivers of 
45 commercial-vehicle fleets which 
won awards in the 18th annual 
national fleet safety contest con- 
ducted by the council. 

The session was attended by 
500 management representatives of 
commercial fleet operations. Also 
present were public officials and 
others interested in street and high- 
way safety. 

Harold J. Ericsson, director of 
safety and _ personnel, Refiners 
Transport & Terminal Corp., De- 
troit, was chairman at the GM 
luncheon session. 

Norman Damon, vice-president of 
the Automotive Safety Foundation, 
said America is “not making real 
progress in traffic safety. 

“Until the American public be- 
stirs itself to break the awful 
chain of cynicism and apathy, 
traffic safety in the United States 
will remain an illusion,” he said. 

Damon criticized the fact that 


\eook 2 fleets. The luncheon hon- 


dition a car is in as long as it 
moves, 

Paul H. Blaisdell, executive direc- 
tor of the National Committee for 
Traffic Safety, said public support 
is necessary to obtain 
courses in driver education in pub- 
lic schools. He proposed a general 


campaign to arouse proper support | 


for such courses. 

Henry W. Clement, municipal 
magistrate of Plainfield, N. J., 
called for streamlining of traffic 


regular | 





justice to match the streamlining | 


of present-day automobiles. He 
praised New Jersey's new traffic 
court system created this year, and 
predicted it might become a model 
for other states. 

Col. Charles H. Schoeffel, super- 
intendent of New Jersey state 
police, called for adoption of uni- 
form traffic laws in all states. 
He pointed out that it is impos- 
sible for a motorist traveling 
from California to New York to 


programs promoted by commercial- | most states do not care what con- | be familiar with regulations of 








Sales ‘hatch’ best where people and 


buying power are concentrated. 


In Los Angeles 


the sales ‘nest’ is the A.B.C. City Zone 


which accounts for 60 per cent of the population 


and over 64 per cent of retail sales of the 


entire Los Angeles city and retail trading zones. 


And get this:—In the vital city zone the 


Herald-Express reaches 45,952 more families than 


any other daily—its combined city and retail 


trading zone daily circulation leads the field, too. 


So here is your Number One medium in America’s 


third largest and richest market. 
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| and growing highway safety 


‘Ford-Australia 





Chevrolet Fetes 





FORD AWARDS BEVERLY HILLS—Beverly Hilis Ford Co. is the first Southern California 
Ford dealership to be cited for the Four-Letter Award this year, a new form of recognition 
given only to dealerships with a high performance record for successful dealership operation 


Left to right: Corson Ide, partner; J. P. Rob 


erts, Ford Long Beach district sales manager 


Dan Ashcraft, partner; and Lynn Rogers, automobile editor, Los Angeles Times. 








all the states and cities through 
which he travels. 

D. Grant Mickle, director of the 
traffic engineering division, ASF, 
declared that management of traf- 
fic in cities is a full-time job. He 
urged cities to make factual studies 
of traffic conditions and needs. 

Carl H. Walker, superintendent, 
division of sanitation, Detroit de- 
partment of public works, said driv- 
ers of vehicles should be better 
schooled before being placed on the 
job. After a driver is trained, he 
should be given thorough training 
in maintenance of the _ vehicle, 
Walker said. 

Gustav Metzman, president, 
New York Central System, at- 
tacked the trucking industry, 
charging that a minority of truck- 
ing companies are creating a new 


problem. ; 
Safety work of railroads “is being 


Mexican Makers 
‘Get Threat of 
Duty-Free Cars 


MEXICO CITY.—Moves to force 
|}automotive assembly plants in 
Mexico to reduce prices for auto- 
mobiles, which the complainers as- 
sert are 100 percent higher than 
in the U. S., have intensified with 
action started in the federal con- 
gress and senate to force the plants 
to bow to this demand or face 
competition from duty-free import- 
ed cars. 

Leaders of this action threaten 
to father a law exempting cars 
from import duties. The sponsors 
aver it is part of the national cam- 
paign to lower the cost of living 
throughout Mexico. 

The automobile price situation 





nullified by the development of new 
and practically uncontrolled local | 
freight traffic diverted to the 
streets,” he said. 


Is Increasing 


Local Emphasis 


SYDNEY, Australia.— By 1952, 
Ford of Australia, Pty., Ltd. ex- 
pects to be producing motor 
vehicles almost entirely manufac- 
tured in Australia. 

Reconstruction Minister John J. 
Dedman stated that the govern-| 
ment had agreed to certain pro- 
posals by Ford which would in-| 
volve some dollar expenditures 
initially, but would ultimately re- 
duce the dollar drain. 

Objective of the program is to 
produce an 85 percent locally- 
manufactured Ford car or truck by 
1952, and a completely Australian 
product shortly after. 

Dedman said the plan showed 
that great overseas organizations 
had the fullest confidence in the 
economic stability of Australia. 


School Grads 


| alumni 





|dising developments. 


NEW YORK.—The first of a 
series of 11 regional reunions of 
of the Chevrolet Post- 
Graduate School of Modern Mer- 
chandising and Management was 


| held here last Friday at the Wal- 


dorf-Astoria hotel. Day-long ses- 
sions brought together graduates 
from the New York and New Eng- 
land areas for a discussion of deal- | 
er problems and latest merchan- 


From New York, T. O. McLaugh- 
lin, dean of the institution, headed 
for Washington, where a similar 
meeting was scheduled at the May- 
flower hotel for graduates from 
the middle Atlantic area. Other 


| sessions for the 887 alumni scat- 


| tered throughout the country fol- 


| Chicago, 





low: 

Atlanta, Nov. 8; Detroit, Nov. 10; 
Nov. 15; Kansas City, 
Nov. 18; Dallas, Nov. 22; Salt Lake 
City, Dec. 5; Portland, Ore., Dec. 
7; San Francisco, Dec. 9, and Los 
Angeles, Dec. 14. 

The school was founded in 1938 
and now is under the supervision 
of W. E. Fish, general sales man- 
ager. 


Atlas Promotes 3 
Charles F. Jung, president of 


Atlas Motors (Dodge-Plymouth), 
Cincinnati, has named George 
Schuster, sales manager; George 


Niehaus, assistant to general man- 
ager, and Joseph Geers, assistant 
service manager. 


|in peacetime, 


|that the eight plants 
|have very high costs, a feature of 


prompted Lic. Antonio Martinez 
Baez, secretary of national econo- 
my, to submit to President Miguel 


|Aleman a report on what is de- 
|clared to be the unjustified hike in 


the sales prices of all kinds of 
automobiles assembled in Mexico. 


Dealers point to the weakest peso 
8.65 per dollar, as 
naturally influencing the price of 


|cars much more than did the rate 


of 4.85 pesos per dollar that held 
until July 22, 1948, when the Mexi- 
can monetary devaluation began. 
Assembly plant sources claim 
in Mexico 


which is the some 50,000,000 pesos 
($5,800,000) paid annually in taxes. 
All the National Automobile Dis- 
tributors Assn. says about the tur- 
moil is in a small newspaper ad- 
vertisement that nobody connected 
with it in any way has anything 
to do with the lower-priee drive. 


Time Passes 
Troy Buick Celebrates 
40th Year 
TROY, N. Y.—Troy Buick Co., 


| Inc., 2791 Sixth Ave., has celebrated 


its 40th year in the business. 

Albert J. Morris, president and 
treasurer, said that since 1909 the 
firm has delivered about 14,000 
Buicks. 

He related how the company 
rented a show window, hired three 
employes and opened for business. 

First president of the firm was 
George S. Ketchum. He was suc- 
ceeded by William C. Feathers, his 
son Leonard, and then Frederick 
Foster. Morris took over in 1937. 

Eight of its present employes 
have spent a total of 205 years at 
Troy Buick. They are Service Man- 


|} ager James J. Gemmil, Sales Man- 


ager Hiram J. Moses, salesmen 
Richard Ellis, John McKenzie and 
George Clum, and Hiland Squires, 
Michael Mariotti and Alfred Morin, 
all machinest-mechanics. 


Antifreeze Supplies 


|Adequate in Denver 


DENVER. — There is plenty of 
jantifreeze on hand in Denver this 
fall for the first time since the war. 
| However, motorists in the Denver 
}area, in spite of the ample supply, 
|have been slow to purchase their 
| winter supply, according to E. Jack 
|Beatty, of Hoskins-Beatty Motor 
|Co., and a director of the National 
| Automobile Dealers Assn. 
Colorado now has a new law 
|which prohibits the sale of salt- 
base antifreeze, which in the last 
few years resulted in considerable 
damage to auto engines. A report 
issued recently by the Automobile 
Club here revealed that 60 brands 
of antifreeze have been tested and 
approved for sale in the state. 
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By Leo T. Parker | 
Attorney at Law | 


Ras an automobile dealer | 
wrote as follows: “You have} 

issisted us in the past to win two} 

law suits, and we appreciate your 

services. I have read your legal 
discussions in Automotive News for 
many years but at no time have I 

read any law suit which holds that 
an unrecorded chattel mortgage on 

in automobile is valid. We have a 
case now like this and will appre- 
ciate your giving us the law on 
this point.” 

According to a recent higher 
court an unrecorded chattel | 
mortgage on an automobile is 
valid and effective under two 
conditions. 

First, if the one in controversy 
had knowledge that the unrecord- 
ed mortgage existed. For example, 
assume that A mortgaged an auto- 
mobile to B who loaned A money. 
A did not record the mortgage, but 
C knew that B held the mortgage. 
Later B sold the automobile to C, 
who claimed that A’s mortgage is | 
void because it was not recorded. | 
The higher court will hold that the | 
unrecorded mortgage is effective | 
and valid as to C because he knew | 
that the mortgage existed. 

Second, an unrecorded mortgage 
on an automobile is valid and ef- | 
fective if the mortgage lien is} 
noted on the certificate of title in| 
accordance with a state law. 
For example, in Hinton v. Bond 

Discount Co., 218 S. W. (2d) 1%, | 
the testimony showed facts as fol-| 
lows: On Feb. 1, 1945, Ethel Eads | 
applied for and received a “cer-| 
tificate of title to a motor vehicle” 
from the Texas state highway de- 
partment as provided by the laws 
of that state. This certificate con- 
tained a description of the car; 
that it was purchased from L. DD.) 
Jones Motor Co., Nashville, Tex.; | 
that the owner was Ethel Eads, | 
Houston; that the automobile was 
subject to a first mortgage lien in 
the amount of $669.60, in favor of 
the Bond Discount Co., Houston, | 
and that there were no other liens 
against said car. 

The testimony disclosed that | 
the Bond Discount Co. had loaned 
money to Ethel Eads on the car, 
had taken a chattel mortgage to 
secure the loan, but had not re- 
corded the mortgage. This was 
so because the state laws of 
Texas gives the holder of a cer- 
tificate of title a valid enforce- 
able lien if a chattel mortgage is 
noted on the certificate although 
the mortgage is not recorded. 

Ethel Eads, without the knowl- 
edge or consent of the Bond Dis- 
count Co., removed the car to Ar- 
kansas and sold it to one Smith, 
who did not know that the car had 
been mortgaged in Texas and was | 
not aware of the certificate of title 
held by Ethel Eads. Smith later | 
sold the car to one Hinton, who | 
was in possession of the car at the | 
time suit was filed by the Bond 
Discount Co. 

Although the automobile was | 
driven from Texas and sold in Ar- | 
kansas, and Bond Discount Co.'s | 
mortgage was not recorded either 
in Texas or Arkansas, the higher 
court held that Bond Discount Co. 
could take possession of the car | 
from Hinton. The court said: 

“A chattel mortgage, executed 
and valid in another state, and| 
properly recorded there, will be en- | 
forced in Arkansas on removal to | 
this state, even against an innocent | 
purchaser. . . . This certificate of 
title to the car was obtained and 
was in accordance with the provi- | 
sions of Texas statutes.” 

+ * * 


4ctual Cash Value 


(CONSIDERABLE discussion has 
4 arisen from time to time over 
the legal question: If an insured 
automobile is stolen can the dealer 
recover from the insurance com- 
pany the actual value of the car, | 
or must he accept the same price | 
he paid for it? The answer is: 
The insurance company must pay 
the actual value of the automobile. 
For illustration, in State Auto- 
mobile Mutual Insurance Co. v. | 
Cox, 218 S. W. (2d) 46, it was | 





| 


Lawsuits Affecting Dealers ... 
Court Decisions 


jing $150. About six months later 


| pany denied liability for any sum | ; ; 
in excess of $1,398.93, the cost of | /"vee 


AUTOMOTIVE NEWS, NOVEMBER 7, 1949 | 






shown that in 1947 an insurance 
company issued to a _ used-car 
dealer an insurance policy cover- 
ing a 1946 Chevrolet sedan which 
the latter had purchased from | 
another dealer a month before 
for $1,398, 

The policy covered loss by theft, 
the limit being the “actual cash | 
value” of the automobile and ex- 
penses incurred in the hire and 
use of a substitute car not exceed- 





the car was stolen from the ga- 
rage. The dealer claimed the value 
of the car at the time it was stolen 
was $2,100, and the insurance com- 


whose 


the car when it was purchased in | 
December, 1946. 


stage 





| appellee’s car? We think the 


K-F Dealers Aid 
Famous Angler 


On Tour of U.S. 


WILLOW RUN.— Percy Haver, 
fisherman extraordinary, is paying 
his debt to fishing and the outdoors 
with the aid of a Kaiser Traveler 
and itinerary of 
dealers, fairs and sport shows. 

Fishing—and the clean, fresh air 
j}and sunshine that goes with it— 
|}are said to have saved Haver after 
|he was mustered out of World War 
I with six months to live. Since 
|Haver has devoted his adult life 
|to the advancement of the sport. 
| Outdoors author and lecturer, he 





FISH FACTS—Dealers for Kaiser-Frazer are | currently is delivering his message 
sponsoring a speaking tour by Percy Haver, | from the tail-gate of a Kaiser Vag- 
widely known outdoors author and lecturer, 
is the tailgate of a Kaiser 


abond “camp on wheels.” With him, 
|in the rear compartment of the 
—|utility car, is all of the paraphen- 
alia and gear for fishing and camp- 


| 
words | ing--sleeping bag, outboard motor 


The higher court held that the| ‘actual cash value,’ as used in the |and boat, camp stove, boots, stores, 
insurance company must pay the | policy, had the same meaning in| cjothes and his display of mounted 


dealer $2,082, saying: 


a market value of from $2,000 to 
ae 
then fix the ‘actual cash value’ of | modity.” 


“At the time it was stolen, it had|and under 
| existing as they would have had | July. To date he has preached his 
. Did not this condition | with reference to any other com-| gospel at nearly 200 appearances in 





The progress of Campbell-Ewald in 
New York is readily evident in its 


rapid expansion. 


Within a single year, the accelerated 


the conditions 


the automobile market at the time | fish. 


then; His “evangelistic” tour began last 


| 14 states east of the Mississippi and 


Kaiser-Frazer | 


tempo of operations has resulted in an 
increase of more than 50 per cent in its 
staff. The original space occupied on 
the 14th floor at 1 East 57th Street 
has been supplemented by adding the 
entire 11th floor of this building to 
the Campbell-Ewald offices — triple 
the facilities of a year ago. 

This is a healthy growth. It is the 
result of sound advertising service 
and counsel by an agency that is both 
experienced and progressive. 

It is these qualities which have 
enabled New York office of 
Campbell-Ewald to develop into the 
TV center for this organization which 


the 


pioneered in television as an adver- 
tising medium. In this field, as in all 
phases of advertising, Campbell- 
Ewald is continually seeking to find 
new ways to serve... new means to 
provide “Advertising Well Directed.” 


Advertising 
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to visit every 


ultimately hopes 


| state in the union. 


In his lecture - demonstrations, 


| Haver exhibits the angling skill he 


has attained in almost 30 years of 
pursuing “the big ones” in the 
lakes and streams of the U. S. and 
Canada. 


Cashing In 
Ford Now Pays Employes 


With Checks 


DEARBORN. — Ford paymasters 
last week passed out the last cash- 
filed pay envelopes in the Rouge 
tool and die plant. 

From now on, these and other 
employes will be paid by check. 

In past years, almost $10,000,000,- 
000 in cash has been paid to Ford 
workers. Fifteen paymasters spent 
their entire working time counting 
cash to fill pay envelopes and pay 
men at the rate of 30 a minute. 

In the future, pay checks will be 
handed to employes by their fore- 
men. 


Block Sells Hudsons 
Stan Block Motors, 3747 N. E. 
Sandy Blvd., Portland, Ore., has 
been appointed a Hudson dealer. 








Well Directed 
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Plant Inventories Shrink 15% .. . 
Tire Shipments Down 
Slightly in Month 


NEW YORK.—Shipments of pas- 
senger casings by manufacturers 
during August totaled 6,779,736 
units compared with 6,795,517 
shipped in July, according to the 
Rubber Manufacturers Assn. 


Production of passenger casings 
rose slightly during August to 5,- 
538,251 units when compared with 
July production of 5,507,334 units. 
Manufacturers’ stocks were reduced 
15 percent to 7,925,593 units because 


with July production of 756,342. In- 
ventories were reduced to 2,044,067 
from 2,380,776 at the end of the 
previous month. 

Automotive tube shipments were 
well maintained with 6,603,353 tubes 
shipped in August against 6,299,602 
for the previous month. 

Production was down about 1 
percent, resulting in a 13 percent 
decrease in stocks to 9,858,385 tubes 
at the end of August. 








nie 


AUTOMOTIVE NEWS, the Newspaper of the Industry, read by everyone who counts 
in America’s No. 1 Industry, offers to advertisers a weekly audience of an estimated 


more than 100,000 cover-to-cover readers! 


— 


PURCHASED FROM ORSON BROWN—J. M. Sumision & Sons, Springville, Utah, has pur- 
chased this fleet of 17 Chevrolet trucks for heavy road-construction work from Orson Brown 
Chevrolet Co., Spanish Fork, Utah. Mountains in background of picture are part of the 
Ruby range near the famous Humboldt national forest. 


Buffalo Garagemen Elect 
Piccillo as President 


BUFFALO.—Joseph Piccillo ha: 
been elected president of the Buf 
falo Garage Assn., succeeding 
Harry Tomchuck. 

Roy B. Griffith was elected vice- 
president; Michael C. Gersitz, re- 
cording secretary, and Fred J 
Kelberer, financial secretary. Unde: 
the direction of Fred J. Weigel, a 
committee was authorized to study 


ways of strengthening the organ- 


ization by bringing in all service 
station operators. 


Kerling Reaches Milestone 
A. N. Kerling, Free Springs, Pa. 


will observe his 25th anniversary 
as a Chevrolet dealer on Thanks- 


giving day. 





will 
faci 
for 


no 
col 


of the high level of shipments. 
Shipments of truck and bus cas- 
ings rose 10 percent in August to 
988,205 units from the July total of 
898,461 casings. Production of truck 
and bus casings was down about 9 
percent to 690,148 units compared 





Oil’s TBA Group 
Sets Meeting for 


Dec. in St. Louis 


ST. LOUIS. — The Oil Industry 
Tire, Battery and Accessory Group 
will hold its annual convention 
Dec. 5-6 at the Chase hotel here, 
according to George Switzer, na- 
tional chairman. 

The committee on programs and 
speakers, Switzer said, includes 
Chairman W. M. Schmitt, Sun Oil 
Co., Philadelphia; M. S. Marsh, 
Standard Oil (Ohio), Cleveland; C. 
W. Henking, Pure Oil Co., Chicago; 
F. M. Rider, Lion Oil Co., El Dor- 
ado, Ark.; G. L. Werly, Socony- 
Vacuum, New York, and G. R. 
Miller, Richfield Oil Corp., Los 
Angeles. 

W. R. Kelly has been named 
chairman for publicity. His as- 
sistants are V. L. Brophy, Sinclair 
Refining Co., Chicago; J. K. Howe, 
Skelly Oil Co., Kansas City, and 
W. J. Matson, Tide Water Associ- 
ated Oil Co., San Francisco. 


Hotel reservations and arrange- 
ments are being handled by Chair- 
man W. R. Chamberlain, Socony- 
Vacuum, Kansas City; C. W. Dynie- 
wicz, Deep Rock Oil Co., Chicago, 
and A. D. Oetjen, Standard Oil 
(Indiana), Chicago. 

William Green, B. F. Goodrich 
Co. Akron, is in charge of sup- 
pliers’ entertainment. 


Ford Truck Post 


Goes to Farmer 


DEARBORN. — Appointment of 
W. H. Farmer as southwest re- 
gional truck and fleet sales man- 
ager has been an- 
nounced by J. D. 
Ball, manager of 
the truck and 
fleet department, 
Ford division. 

Farmer, a native 
of Fort Worth, 
Tex., has been 
sales promotion 
manager of the 
truck and fleet 
department here. 

W. H. Farmer He attended 
Harden-Simmons university at Abi- | 
lene, Tex., and during World War | 
II served three years in the U. S. 
Navy. 


AUTOLITE 
Best Advertised 
the Automotive | 


"SUSPENSE !” 


Auto-Lite presents each Tuesday exciting adventure at its 
greatest in 16 cities, keyed to 1,774,800 television sets, 
to consistently score “Top” ratings in accepted audience surveys. 


"SUSPENSE !” 


Featuring famous stars of screen, radio and stage, the 
great Auto-Lite adventure show now in its third year 
blankets America’s 36,000,000 radio homes via the CBS Network 
of 165 radio stations from coast-to-coast. 










Auto-Lite color advertising leads the industry for “attention” 
and “reading”... appears in American Weekly, Parade 
and Roto Sections distributed with key Sunday newspapers. 
Also— more than 2,500 small-town weekly newspapers. 





Pacific Finance Finishes | 
Dallas Office Building 


DALLAS.—Pacific Finance Corp. | 
has completed its new office build- | 
ing here. It will house four of the | 
company’s units operating in Dallas 
and represents an investment in| 
land and building of approximately | 
$160,000, the firm said. | 

With almost 10,000 square feet 
of floor space, it has three separ- | Se ee = aa 
ate entrances and a large paved | ‘ : : ‘ 
parking area in the rear. The build- 
ing is completely soundproofed. 


Sanders in Addition 


Sanders Motor Co, (Ford), Ra-| 
leigh, N. C., has moved into a large | 
addition to its service department, | 
according to Harold Pitser, general 
manager. The new location, 510 E. 
Davie St., consists of a truck serv- | 
icing department, body shop and| 
modern paint department. | 


The outstanding “Look-Alike” campaign and color-packed 
messages in leading national magazines, science books, farm 
papers and fleet and trade publications reach a total of 
51,100,728 circulation. 
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Shag 4 laws aimed at abuses in instalment 

selling and financing were enacted 
. this year in three states and pro- 
posed in a number of others, a 


survey reveals. 


This trend, which has spread 
in recent years and will probably 


Bebe 


- 


= | 


a er eg 





KERR BUYS BUILDING—Kerr Motor Co., Inc. (Dodge-Plymouth) 513 N. Gay St., Knox- 
ville, has purchased a 50,000 square-foot building. This structure, added to its present : 
facilities, gives the firm 105,000 square feet of operating space. The company is distributor continue in the future, assumes 
for Dodge and Plymouth in eastern Tennessee and eastern Kentucky. increased significance in view of 
ee 

° ° : : announced intention of adopting 
Freeman Gives Pontiac Automobile Club for use in the regulations covering practices in 

Freeman Pontiac Co., Chatta-|high school driver-training pro-| the instalment financing of mo- 

nooga, Tenn., has donated a dual-|gram. Tom McAfee, president of | 


tor-vehicle sales. 
control Pontiac to the Chattanooga |the club, took delivery. Most witnesses at a recent FTC 


7, 1949 


Trend Toward Restrictions Spreads .. . 


3 States Adopt Finance Curbs 


NEW YORK.—New or stronger |hearing on the issue favored state|to instalment-sales financing of all 





rather than federal regulation of 
| instalment-sales financing, but the 
federal agency indicated it intended 
to proceed with its plans. 


the prospect of a new controversy 
|between state and federal regula- 
jtion, proposals for new and more- 
| stringent state laws may be pressed 


|more vigorously in the future. 


While the currently - proposed 
FTC regulations would apply only 
;}to motor-vehicle sales and would 
not include regulation of interest 
rates, some of the state laws apply 
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After Market ! 
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Nted U.S.4, Toledo 1, On; 
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and profit. — 






With the situation giving rise to | 


types of products and some regu- 
late interest rates, sales contracts 
and conditions. 

New or stronger laws were en- 
acted this year in Connecticut, 
Ohio and Pennsylvania, while 
such a measure was passed but 
vetoed in Delaware, States in 
which such legislative proposals 
were raised this year included 
California, Illinois, Michigan, Ne- 
vada, New York and Oregon. 
Connecticut’s new statute, which 

went into effect Oct. 1, requires full 
disclosure of contract terms in re- 
tail sales of any merchandise 
costing up to $3,000. Under the law, 
the buyer will get a complete 
breakdown, in a signed contract, 
of all charges incurred in the sale. 
Another law passed by the Con- 
necticut legislature eliminates com- 
pulsory insurance tie-ins. 


The Ohio law not only requires 
full disclosure of contract terms to 
buyers, but also puts ceilings on 
finance charges and interest rates. 
It further provides refunds for pre- 
payment of the contract. 

Under the Ohio act, a base charge 
at a rate not exceeding $8 per $100 
per year on the time balance is per- 
mitted. This charge may be com- 
puted proportionately for periods 
greater or less than a year. 

The Ohio measure also permits 
a service charge of 50-cents per 
month for the first $50 unit or 
fraction thereof of the time bal- 
ance for each month of the term 
| of the contract, and 25 cents per 
month for the term of the con- 

tract. 

Late charges for payments which 
are not more than $3 for any single 
instalment, also are allowed. 

In Pennsylvania, which for the 
last two years has been enforcing 
motor-vehicle sales-installment fi- 
nancing rates and practices, addi- 
tional legislation was enacted this 
year further restricting the form 
and content of contracts used in 
such sales. 

The new Pennsylvania legislation 
also provides that if the buyer does 
;}not redeem a _ repossessed motor 
|vehicle within 15 days of the re- 
demption period, the holder cannot 
bring an action against the buyer 
for a deficiency unless there shall 
have been a public or private sale 
of the repossessed motor vehicle 
and collateral security. 

A Delaware bill to regulate re- 
tail instalment sales costing up to 
$3,000 was passed by the legisla- 
ture but pocket vetoed by Gov. 
Elbert N. Carvel. The measure 
ealled for licensing of all persons 
and companies engaged in the 
sales finance business, provided 
for full disclosure of contract 
terms and contained other provi- 


sions aimed at_ eliminating 
abuses. 
Michigan’s Senator Harry F. 


Hittle has announced he will again 
seek action at the next session of 
the Michigan legislature on a bill to 
regulate motor-vehicle sales-financ- 
ing interest rates and practices. 


|The bill this year was defeated by 
|the house after passing the state 


senate. 
New York also is among the 
states in which such proposed legis- 


\lation will be revived as a future 


legislative issue. Three bills to reg- 
ulate motor-vehicle sales financing 
this year died in the lower branch 
of the legislature after passing the 


| senate. 





| 
| 





| 
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‘St. Louis Jobbers 


Hear Ruark 


ST. LOUIS. The Greater St. 
Louis Automotive Parts & Equip- 
ment Assn., Inc., recently held a 
business meeting for members. 
Sixty manufacturers, agents and 
jobbers attended. 


B. W. Ruark, of the Motor and 
Equipment Wholesalers Assn., 
spoke on cooperation between 


manufacturers and jobbers in dis- 
tribution of automotive products. 


Continental Chartered 


A charter of incorporation has 
been issued to Continental Motors 
Corp., Greensboro, N. C. Author- 
ized capital stock is $100,000, with 
the initial issue subscribed by 
George Murphy, Dolon Snyder and 
Rai Alexander. 








Arthur J. Daniel has been elect- | 


ed president of the National Lu- 
bricating Institute. Daniel, presi- 
dent of Battenfeld Grease and Oil 
Corp., succeeds B. G. Symon, re- 
tiring president. 

A member of the organization’s 
board of directors, Daniel was 
elected vice-president of the group 


at last year’s annual meeting. He | 


has been active in the organization 
since 1933 when he helped to form 
the constitution and by-laws of the 


institute. 
* * * 


Johnson Named to Head 
Drew’s Chemical Sales 


George R. Johnson has been ap- | 


pointed sales manager of the auto- 
motive chemicals division of E. 
Drew & Co., Inc., New York City 
manufacturer of Drew Ameroid 
automotive chemicals. 

Johnson was formerly assistant 
to the director of sales of the Drew 
organization. He was previously 
eastern division sales manager of 
Littlefuse Corp. of Chicago. He has 


Auto Personnel 


also held various sales executive | 


AUTOMOTIVE NEWS, NOVEMBER 7, 1949 


and engineering positions wit 


Sperry Gyroscope Co. and Western | 


| Electric Co. 


American Bosch Hires 


Beal as Consultant 

W. Hubert Beal of Philadelphia 
has been appointed management 
consultant for American Bosch 
Corp., Springfield, Mass. 

Beal was once president of Ly- 
coming Mfg. — Williamsport, 
| Pa. 


* * * 
| Haas Gets Accessory Post 


For General Tire 

Appointment of Henry A. Haas 
las manager of Kraft service and 
| accessory sales at General Tire & 
| Rubber Co. is announced by L. A. 
McQueen, vice-president. He suc- 
ceeds the late S. S. Berry, who died 
Sept. 5 after being stricken with 
a heart attack. 

Formerly Berry’s assistant in the 
department, Haas has been with 








| General Tire 11 years, He started 
| with the company in the sales ac- 
|} counting department and switched 
| to Kraft system sales in 1940. 


Smith to Succeed French 
At Ford of Australia 


H. C. French, managing director 
|of Ford Motor Co. of Australia, 
| will retire June 1, 1950, and will 
| be succeeded by Charles A. Smith, 
| present managing director of the 
Ford Motor Co. of South Africa, 
it was announced in Australia. 

French has been 25 years on the 
|management of the Australian 
|company and after retiring from 
the managership will 
chairman of the board. 

. + * 


| Barrett Appointed to Manage 


GM’s B-O-P Traffic Work 

Appointment of Dudley B. Bar- 
rett as traffic director of the Buick- 
Oldsmobile-Pontiac assembly divi- 
sion has been announced by J. E. 
Goodman, general manager. Bar- 
rett succeeds C. W. Pickens, re- 
signed. 

Barrett has been employed by 


|General Motors since 1929 when 


he started as a clerk in the traffic 





department at Pontiac. in 1932 he 





remain as| 





CONGRATULATIONS—P. H. Conze (right), 
| sales manager, Plastics division, Susquehanna 
Mills, Inc., welcomes Howard Marks (left), 
sales manager of Midland Textiles, Inc., as 
Midland moves into its new quarters in the 
| Susquehanna Mills Bidg., 404 Fourth Ave., 


| of auto upholstery fabrics for over 20 years, 
is selling agent for Susquehanna woven saran 
fabrics. Charles Marks is president of Mid- 
land Textiles and two other sons, Kenneth and 
Benjamin, are also associated in the business. 


was transferred to the traffic de- 
partment at Buick, and in 1941 was 
appointed traffic manager of the 


In December, 1945, he was trans- 
|ferred to the Kansas City plant of 











Engines stay 





cleaner with Sunoco Motor Oil! 


Laboratory checks after gruelling test runs* prove 
Sunoco Motor Oil leaves only one-fourth the car- 
bon deposits of competitive oil. 


*IDENTICAL ENGINES... OPERATED UNDER SAME 
CONDITIONS OF LOAD, HEAT, AND SPEED. 


To prolong the life 
of your engine... 


use 


<§ Noco 


Motar_0 or 0 





DYNALUBE Oils MADE 


|N. ¥. The Midland organization, distributors | 


Buick plant in Melrose Park, III. | 


the newly organized Buick-Oldsmo 

bile-Pontiac assembly division as 
traffic manager. In June, 1946, he 
was transferred to the division’s 
traffic department in Detroit. 


* * * 


Vick Heads GMAC Branch 

H. S. Vick has been appointed 
manager of the Charleston (S. C.) 
branch of General Motors Accept- 
ance Corp. Vick joined the corpora- 
tion in Columbia, S. C., in 1928, and 
except for short intervals when he 
was located at Charleston and 
Greenville, he has been associated 
with the Columbia branch ever 
since. 
ee 
Marketing Personnel 
Changed by Gulf Oil 

Changes in its marketing division 
have been announced by Gulf Oil 
Corp., Pittsburgh. 

Hebert E. Benson has_ been 
named assistant general manager 
of service station marketing; Don- 
ald C. Jones is now assistant gen- 
eral manager of commercial mar- 
ket sales, and A. Wayne Gordon 
is assistant general manager of 
fleet markets. Gordon will direct 
product sales to automotive and 
truck fleets. 
| - + - 


| Purolator Names Gaffney 


| As Its Purchasing Agent 


John T. Gaffney, acting pur- 
chasing agent since May 1, has 
been appointed purchasing agent 
of Purolator Products, Inc., New- 
ark, N. J., manufacturer of auto- 
| motive and other types of oil 
| filters and filtration equipment, 
President Ralph R. Layte an- 
nounces, 

Gaffney joined Purolator in 
November, 1948, and became as- 
sistant purchasing agent last 
February. He was formerly with 
Simmonds Aerocessories, Inc., of 
Tarrytown, N. Y., and Remington 
| Rand, Inc. He is a member of 

the Purchasing Agents Assn. of 
New York. 





| * s 
Olsen Names O’Connor 


As Sales Engineer 

| Appointment of William O’Con- 
nor as sales engineer for J. B. E. 
Olson Corp., truck body manufac- 
| turer, is announced by Wallace B. 
Spielman, executive vice-president. 
| O’Connor will headquarter in 
New York. He was formerly em- 
ployed by Grumman Aircraft En- 
| gineering Corp. as an engineer on 
that company’s truck body pro- 
gram. 


* * * 


Cordell Appointed 
Harvey J. Smith, president of 

Modern Metal Products Co., 

Greensboro, N. C., announces the 

appointment of Harold E. Cordell 
as sales vice-president. 

7 * * 


Gossett Elected to Board 


Of National Legal Aid Assn. 

William T. Gossett, vice-presi- 
dent and general counsel of Ford 
Motor Co., was elected to the 
board of the National Legal Aid 
Assn. at the group’s conference in 
Boston. 

Chief Justice Fred M. Vinson is 
honorary president of the NLAA, 
which has been organized to extend 
legal aid facilities in the U. S. 
Harrison Tweed, New York attor- 
ney and president of the American 
Law Institute, is president of the 
association. 
| * 


ae + 
Gould Ups McCartney 
N. J. McCartney, formerly sales 
manager of Gould Storage Battery 
Ltd., of Canada, has been promoted 
to sales vice-president. 
* + & 


| Almond Named Manager 


Of Reo Lansing Branch 


Appointment of M. E. Almond a: 
manager of the Lansing branch of 
Reo Motors, Inc., has been an 
nounced by R. D. Hilty, Reo gen 
eral sales manager. 

Former general manager 0 
Brockway Midwest Corp., Indian 
apolis, Almond has been identifie: 
with the trucking industry sinc« 
1928. From that year until 1944, h: 
was with White Motor Co. as ré« 
tail sales manager in the Indian 
apolis branch, and wholesale mar- 
ager in the Indiana, Illinois, Mich- 

(Continued con Page 39, Col, 1) 
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van and Pennsylvania territories. 
From 1944 to 1948, he operated 
truck dealerships in Muncie and 
Tipton, Ind. 
+ 


* * 


Ford Transfers Sales Office 


From Milwaukee to Rockford 


Relocation of the Milwaukee dis- 
trict sales office of Ford division, 
Ford Motor Co., is “incidental to 
the realignment of a few district 
offices” in other parts of the 
country, a Ford spokesman said in 
Detroit. 

The Milwaukee sales office, which 
employs about 40 persons, is being 
moved to the new V & L Bidg., 610 
E. State St., Rockford, Ill. District 
Manager G. C. Ellick, who is hand- 
ling details of the move, said that 
most of the employes will transfer 
to the new site. 

* * * 


25-Year Pin. Awarded Cocks 


At Kansas City Ford Plant 


Roger N. Cocks, Kansas City 
Ford assembly plant manager, was 
presented with a 25-year service 
pin at a luncheon attended by fel- 
low Ford officials, 


Ira B. Groves, Ford division 
southwestern regional sales man- 
ager, made the presentation. 

* ” oa 


Goodrich Names Thackston 


To Southeastern Post 


Henry B. Thackston, manager of 
the Atlanta district of the Replace- 
ment Tire Sales division of The 
B. F. Goodrich Co., has been ap- 
pointed sales development manager 
of the southeastern division with 
headquarters in Atlanta, it is an- 
nounced by Guy Gundaker jr., gen- 
eral sales manager. 

Thackston was succeeded as 
Atlanta district manager by Don- 
ald E. Lagarde, who had been in 
a similar post in the New Orleans 


district, Gundaker said. 
* ” * 


Benson Takes Research Post 


Bjorn F. Benson has been ap- 
pointed a member of Industrial 
Rayon Corp.’s research staff at 
Cleveland, according to Frederick 
L. Bissinger, vice-president in 
charge of research. Benson was a 
member of the B. F. Goodrich Co.’s 
technical staff for 10 years prior 
to his appointment in 1946 as tech- 
nical superintendent of the Inland 
Rubber Corp. of Chicago, where he 


has been for the past three years. 
oe * * 


Dunlop’s Changes 


Dunlop Tire & Rubber Goods Co., 
Ltd., of Canada, has announced 
that J. I. Simpson has retired as 
general manager, but remains as 
president. D. B. Collett, former 
general works manager at Speke, 
Liverpool, has assumed duties of 
vice-president and general man- 


ager, 
+” 





39 Years With U. S. Rubber, 


Keenan Retires in Chicago 


Retirement of William T. Keenan 
as district sales manager of the | 
Chicago branch, mechanical goods 
division, U. S. Rubber Co., is an- 
nounced by W. A. Tipton, branch | 
Sales manager. 

Joseph A. Conlon, formerly as- | 
sistant district sales manager, has | 
been named to succeed Keenan, | 
who had served the company for 
39 years. 


| 


Helms and Lacy Launch 


31st Year at Goodrich 


Conrad R. Helms, manager of 
the southwestern division, and 
Donald Lacy, regional store man- | 
ager of the southeastern division | 
of the replacement tire sales di- 
vision of B. F, Goodrich Co., have 
completed 30 years with their | 
organization. | 

* + * 
Hudson Names Rivett 


As Traffic Manager 


Appointment of W. H. Rivett es | 
traffic manager for Hudson Motor | 
Car Co. is announced by I. B. 
Swegles, manufacturing vice-presi- 
dent. Rivett succeeds F. A. Allen 
Who retired after 33 years with 
Hudson. 


A native of Michigan, Rivett 


, attended the College of Law in 


Detroit. He joined the traffic de- 
partment of Hudson 24 years ago 
as clerk. He was appointed assist- 
ant traffic manager in 1935. 

* « * 


Fredericks Named to Head 


GMC’s Field Accounting 


Appointment of G. A. Fredericks 
to the position of supervisor of all 
field accounting for GMC Truck & 
Coach division is announced by W. 
F. Maybury, divisional comptroller. 
Fredericks succeeds H. B. Austin, 
retired. 

In his new position, Fredericks 
will supervise the accounting oper- 
ations of six regional, 20 zone, and 
22 retail stores for the division. 

* * * 


Smith Named Roos’ Aide 


At Willys-Overland 


C. Coyle Smith, whose appoint- 
ment as manager of the projects 
planning and research department 
of Willys-Overland was announced 
last June, has been named assist- 





Automobile seat covers of LUMITE woven saran 


ant to the first vice-president of 
the company. 

His appointment was announced 
by Delmar G. Roos, first vice-presi- 
dent. He succeeds Robert Mont- 
gomery, who has been promoted to 
the post of general parts manager. 
Smith was employed by Libbey- 
Owens-Ford for 12 years before 
joining Willys in 1946. 


* * * 


30 Years With Goodrich 
Completed by Hoban 


Joseph A. Hoban, general man- 
ager of merchandising in the re- 
placement tire sales division, com- 
pleted 30 years with B. F. Goodrich 
Co. in September. 


* * * 


Greer, of Texas, Heads 


| Highway Official’s Assn. 








€ 


DEALER SMALLCOMB MARKS 30th ANNIVERSARY—Gilen O. Smalicomb, San Francisco 
Peninsula dealer (center), receives two miniature scale models of the 1949 Chevrolet in 


| honor of his 30th anniversary as a Chevrolet dealer from general managers Ted R. Schuman 


(right) of the Burlingame and San Mateo branches and Larry Staley of the San Bruno 


D. C. Greer, chief engineer of branch. The gifts were presented to Smalicomb at the recent annual company picnic which 
the Texas highway department, has | was attended by over 200 employes and their families. During the 30 year period, Smalicomb 


been elected president of 
American Assn. of State Highway 


| Officials. 


* * * 


Gussenhoven Named 
W. H. Gussenhoven has been 
named automobile, bus and truck 
sales manager of General Motors’ 


1934. From 1937 to 1944, he was 
assigned 
joined the Mexican division in 1945. 


the | Motor Co. and its branches have sold 17,003 cars and trucks. 





baker Corp.’s Minneapolis region, 
according to Roy B. Bender, gen- 
eral service manager. Hulse will 
work out of Butte, Mont., and his 
territory will take in North Dakota, 
Montana and the northern counties 


to the Argentine. He 


* * * 


Studebaker Names Hulse 
Weldon J. Hulse has been named 


Mexican division. He joined GM in|service representative in Stude-|of Wyoming. 


fabric are brilliant in color and pattern... 


always cool in summer, never clammy in winter 


... and so tough they're scuffproof—not even 
battery acid can harm them! So brighten your 
sales picture now. Stock and sell seat covers 
of LUMITE fabric... they're the world’s finest! 
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LUMITE DIVISION, CHICOPEE MFG. CORP. OF GEORGIA 


47 WORTH 


STREET, 


NEW YORK 13, N. Y. 


See the latest in a series of full-color, full-page LUMITE 
advertisements appearing in the November 12th issue of 


POST 





It will be seen by 15 million “Post” readers ! 
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Exports Far Behind ’29 


Car and Truck Shipments This Year Unlikely 
To Hit Even Half of Peak Totals 


HE 1929 export records hung up| 
| levels for these categories. 


by U. S. auto makers are safe 
as could be. 

Although new-car sales and ve- 
hicle production so far this year 
have excelled 1929 peaks, total 1949 
exports won’t even come close to 
50 percent of the totals attained 
20 years ago. 

Latest reports by the Automo- 
tive Manufacturers Assn, reveal 
that the industry shipped 230,110 
cars, trucks and buses abroad 
during the first nine months of 
this year. The rate of export 
during the third quarter averaged 
22,000 units a month, 

Projecting at this monthly rate 
through the final quarter, since no 
pickup in exports is expected, a 
final year’s foreign shipment of 
296,000 vehicles looks like a good 
bet. But the 1929 aggregate of 
vehicle exports was a whopping 
733,762 units. 

+ + * 
-— and combined trucks and 

4 buses are also lagging by more 


than 50 percent behind the 1929 


It is calculated, on the basis of 


third-quarter data, that 162,000 | 


cars will go to foreign markets 
this year. This compares to a 
1929 export of 451,095 cars. 

Some 134,000 trucks and buses 
will be channeled into foreign 
lands this year, if projections for 
the final quarter prove accurate. 
The 20-year-old high for exported 
trucks and buses in 282,667 units. 

A combined vehicle export of 
only 296,000 units in 1949 would 
make the current year the lowest 
of the postwar period. During 1946, 
exports totaled 331,071; during 
1947, 512,336, and during 1948, 436,- 
217. 


* * a 


HE 230,110 vehicles exported 
from January through Septem- 
ber of this year included 124,140 
cars, 105,445 trucks and 525 buses. 
The combined sum of exports for 


rane 


| 
| 


| 


FINE CARS READIES CROSLEY CABS—Orders for approximately 1,800 Crosley taxicabs 
have been taken by Fine Cars, Inc. 429 E. 74th St., New York, for use in Metropolitan 
New York, the firm announces. Approval of their use by the police commissioner is being 
awaited. The company also has a tentative export order totaling 2,500 units of this cab. 


the first nine months of last year|cent. The rates during 1946 and 
was 331,279, comprising 176,379 cars, | 1947 were identical—10.7 percent. 
153,352 trucks and 1,548 buses. * * # 

The AMA pointed out that | (EW-CAR exports 
nine-month exports claimed only 


4.7 percent of production during | August total. The September ship- 


ment was 12,969, against 12,740 in 
that period this year. In Sep- | August and 18,712 in September of 
tember, the rate was 3% percent | jast year. 

of the month’s output. | Fewer trucks were shipped out 
Comparatively, the 1929 export! of the country during September 

rate was 13.7 percent of production; than in any month this year as 

while last year’s rate was 8.3 per- | the heavy vehicles continued in a 
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Automotive Parts to West Coast Industries . . . 


One of 8 specialized plants serving areas of 
major industrial expansion 


new California Division, recently established and now operating 


at Los Angeles, provides fast expanding west coast industries with a great 
Like all other 


nation-wide organization, serving major industrial 


new source of superior automotive products. 


elo Leamnla) 


areas, this new California Division has the you best. 


‘Know-How’ to serve 
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DETROIT 32, MICHIGAN 


ind Drum Assemblies Teen. Trucks 


a nen! crs ead , Hub 
ocean ea 


Buses ‘Sete a- eae Trailers and Light Commercial T for Farm Implements 


PLANTS Kelsey-Hayes Plants in Michigan + McKeesport, Pa rs Alas baels Ontario Canada 


tailspin. The total of 8,902 in Sep- 
tember compared to 9,861 the 
month previously and 17,028 in 
the same month of 1949. 
Twenty-four buses were exported 
|in September, exactly the same as 
the number in August but far be- 
low the 92 of last year’s September. 
In all, there were 21,895 vehicles 
|exported during September for the 
second lowest.total of the year to 
date. Only July, with 21,470 exports, 
|was lower. August had 22,625 and 
September, 1948, had 35,832. 
—Mac Gorpdon 
. ° 
N. J. Association 


Lists Rosters of 


New Committees 


WASHINGTON.—Following is a 
list of the chairmen and personnel 
who will make up the various com- 


edged up/mittees that will act for the New 
ie slightly in September from the| Jersey Automotive Trade Assn. in 


1949-50: 
Executive: Harry D. Doerr, chair- 
}man, Lloyd W. Hoagland, J. Ray 
DeRidder, W. Chester Watson, W. 
|L. Mallon, Walter F. Conover, C. S 
Whitman jr., John M. Kramer, T. 
Irving Johnston, Andrew _ Lust- 
| baum, H. Morgan Hatch, Martin J. 
| Moore, Walter W. Stillman and 
| Peter T. Ranere. 
| Legislative: T. Irving Johnston, 
| chairman, W. L. Mallon, W. Chester 
| Watson, Edward Fisher jr., Elliott 
|Plebeau and Peter T. Ranere. 
| Safety: C. S. Whitman jr., chair- 
i|man, James J. Brogan, Paul W. 
Lawall, Peter Schival, John F. 
|Clark, LeRoy M. Griggs, B. Henry 
|Hoffman, Walter H. Eichler, 
|Stephen Kraft, J. Ray DeRidder, 
|Ernest B. Nass, John A. McCrane, 
|F. T. Weaver, John H. Zolzer and 
| Fred H. MacClellan. 
| Insurance: J. Ray DeRidder, 
|chairman, Henry Gassner, George 
|Condit jr. Lloyd W. Hoagland, 
|Robert V. Patrick, Walter W. Still- 
|}man and Edward Fisher jr. 
Membership: Lloyd W. Hoagland, 
chairman, J. Ray DeRidder, W. 
Chester Watson and B. Henry Hoff- 
|man, co-chairmen, Peter T. Ranere, 
|Thomas B. McGuire, Herbert G. 
| Shaw, John H. Gardner, Hopwood 
Mullen, Elmer D. Mulford, Elmer 
Blauvelt, Gerald S. Kleinhanz, John 
'M. Kramer, Walter F. Conover, 
Robert P. Laffin, George G. Downes, 
| J. Alex Laurie, William F. Downs, 
|George A. Delaney jr., Robert V. 
| Patrick, Carl B. Garretson, George 
|'H. Condit jr., Raymond D. Mat- 
thews and Walter Parsons. 
| Budget & Finance: Walter W. 
| Stillman, chairman, Walter F. Con- 
lover, W. L. Mallon, John M. 
|Kramer, W. Chester Watson, 
|Martin J. Moore, Andrew Lust- 
baum, Peter T. Ranere, T. Irving 
Johnston, Lloyd W. Hoagland and 
H. Morgan Hatch. 
Employer-Employe: Elmer Blau- 
|velt, chairman, Walter Conover, 
Edward Van Hook, Thomas H. 
|Wiss III, E. R. Crow, Henry M. 
Gassner, Gerald S. Kleinhanz and 
Peter Schival. 


Chicago K-F Push 


Newspaper Ad Campaign 
Said to Hike Sales 


CHICAGO. Built around the 
theme “We're Trading High,” an 
intensive newspaper advertising 
campaign by Chicagoland Kaiser- 
Frazer dealers during October has 
produced a heavy flow of showroom 
traffic and higher sales volume, it 
is reported by the corporation. 

Beginning Oct. 3 and continuing 
over a four-week period ending 
Oct. 31, the ads appeared three 
days each week in one Chicago 
newspaper, 

During the first week, one 24-inch 
ad and six 12-inch ads were used 
on Monday, Wednesday and Fri 
day. The schedule for the second 
third and fourth weeks called for 
| one 24-inch ad and five 12-inch ads 
on the same three days. Scheduled 
for the final day of the campaign 
Oct. 31, was a single 24-inch ad and 
six 12-inch ads. 

Posters in showrooms and a bil! 
| board in a central Chicago loca 
|tion were used to tie in with the 
| newspaper-ad program — making 
}for a concerted drive to convinc 
|car buyers that K-F dealers wer« 
offering “more for your money.” 
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States Ease Up on Expanding Authority .. . 


Coolness to New Local Taxes 


By Bethune Jones 
Staff Correspondent 
NEW YORK. A slowdown in 
he trend of recent years toward 
granting of broader taxing author- 
ty for county and municipal gov- 
ernments and school districts to 
raise new revenue from nonprop- 


and Wisconsin; public utility taxes | 


Missouri, Ohio and North Da- 


kota; amusement taxes—Maine and 
North Dakota; liquor taxes—Flor- | 


ida and North Dakota; cigaret 
taxes—Missouri; gasoline and other 
automotive taxes—Missouri and 


sota, Montana, North Carolina, 
North Dakota, Oklahoma, Ore- 
gon, Pennsylvania, South Da- 
kota, Utah, Vermont, Washington 
and West Virginia. 

Bills providing for sharing of 
state liquor profits were enacted 
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CITY CHEVROLET DELIVERS TO SCHOOL—Driver-training cars for use in three Wilkes- 


North Dakota; gross receipts taxes | put subsequently invalidated by the | 
‘Maine; hotel room taxes—North lcourts in Montana and West Vir- | Barre (Pa.) high schools have been delivered by City Chevrolet Co., of Kingston, Pa. 
E Dakota; license taxes, Illinois. | ginia. Kansas local governments | A. L. Strayer (second from the left), president of the company, is shown with officials of 
1utomotive industry, is revealed by New or increased sharing by | will share in new liquor levies en-| the G.A.R., Meyers and Coughlin schools. 

analysis Of pee te ge in a local governments in receipts of | acted there. a os eo 

a se throughout the) state gasoline or other automo- | Florida boosted its cigaret tax|cities must reduce ad valorem tax 

ountry this year. tive taxes was provided for in | from four to five cents a pack with | levies by at least 50 percent of the 

S In contrast with the preceding | jegislation enacted by Alabama, | rebates to cities where revenue Pane of cigaret-tax revenue re- 


RDON ‘ . 
erty tax sources, including those 


lirectly and indirectly affecting the 


increased this year in many states, 
with the result of taking pressure 
off local property taxes and thus 


‘ three years, which saw at least | morida, Idaho, Indiana, Iowa, |collected within their boundaries. | ceived. lessening general local government 
ig is a one-third of the states take some | Kansas, Maine, Maryland, Minne- | To participate in the plan, however,| State aid to school districts was | fiscal problems. 
rsonnel action toward broadening local | _.°~ -~._** cuales acEnEiGaaadiaaee ie dade et eel anes (ihsconlatiehasi tic isch thang belies ahdaconiie 
s com- taxing powers, the flood of such 
ie New measures introduced in 1949 state 
ssn. in legislatures got a generally cool 

reception and the comparatively 

, chair- few enactments were for the most 
J. Ray part extensions of existing au- 
ion, W. thority. 
r,C.5 On the other hand, the trend 


er, T 
Lust- 
artin J. 
and 


toward increased state aid to po- 
litical subdivisions, through both 
grants -in-aid and state - collected 
locally-shared revenues, was con- 
tinued by bills enacted in many 
states this year and was one of 
the major contributing factors to 


hnston, 
hester 


Elliott the widespread uptrend in ‘state 
we. taxes. 
, —-— Fiscal complexities at both state 
ns F and local levels are such, however, 
"hom as to preclude any quick answer 
ater, to the issue of more state aid vs. 
Ridder. more local taxes. Indications are 
, that there will be further use of 
ae both, together with increasing pres- 
er an sure for economy in both state and 
Ridder local governments. 
George That local gasoline and motor 
agland, vehicle taxes can be much of a 
. Still- threat to the automotive industry 
is revealed by the number already 
agland, adopted under existing legislative 
er, W. authority. 
y Hoff- According to the International 
Ranere, City Managers’ Assn., 30 cities at 
ert G. the end of last year were levying 
opwood taxes on the sale or storage of 
Elmer motor fuel within the city limits. 
z, John Local gasoline-tax revenue 
onover, amounted to $9,700,000 for the 22 
yownes, cities that reported their earn- 
Downs, ings, with Washington collecting 
bert V. nearly two-thirds of this total. 
George Besides the threat of local taxes 
Mat- of direct concern, the automotive 
, industry also is indirectly affected 
er W. by many other types of non-prop- 
. Con- erty taxes which have been adopted 
n M. anu proposed for local imposition. 
tson, Bills patterned after Pennsyl- 
Lust- vania’s 1947 law permitting local 
Irving governments to tax virtually any- 
d and thing not taxed by the state were 
introduced in a number of state 
Blau- legislatures this year, but no new 
onover, local taxing measures of such 
as H. broad scope were enacted, And the 
ry M. Pennsylvania act, under which 
z and numerous local income and other 
levies have been enacted, was 
modified in several significant re- 
h spects. 
Ss The new Pennsylvania modifying 
sien act prohibits local taxes on natural 
8 resources, farm and manufactured 
products. It also prohibits imposi- 
nd the tion cf a local personal property 
nh” an tax law, where counties levy such 
.rtising taxes, and places ceilings on a num- 
aiser- a - other taxes which may be " - bs é 
er has | levied His job is to help you boost yo ofits 
wroom Under the new measure, the IS J | t y 7 VV TT ue / 
ume, it overall limit of tax revenue for 


ion. municipalities cannot exceed the 
yield from a 10-mill real estate @ This 


ale) . , t skille rE 
tax, and for school districts the Aires! Aide tlhe ata Sadat al bie 


inuing man is your local H & H repre- 


= limit cannot exceed the yield sentative. His training in the brass and neers to work designing the tubing best 
hicago from a 15-mill real estate tax. copper tubing field has helped many a suited to your purpose. Call him now. 
Municipalities are permitted by F . ; ae ern ; eats ne 
the new act to use & f Benen manufacturer reduce costs, increase ook in your local telephone directory 
one income tax and assess it on resi- efficiency, and boost profits by recom- under “Tubing”, or contact us direct 
e sea dents —— . . 10 : f : p R r 
d Fri d ae oe Se mending the right tubing for the job. if you cannot reach him. Do it today, 
eae on non-residents , 
> oI ‘ 
ch ads Among the proposals for new or| zd ai 
aedhas roadened authority for some or all 4 
on, muncipalities to levy local non- ee ee dL BS 
I re > , € xX »S , > ro > [18a07 >, 
ad and Tena levestacean iain ao 245-275 N. Forman Avenue * Detroit 17, Michigan * Vinewood 2-3600 
ae » following: } 
a bill Sales taxes—Oklahoma, Neveda, i 
» loca tah and West Virginia; income 
oo 1xes—Indiana, Oklaho Utah ma 
nakin; : , a 
nvince ’ , 
ae Charter for Knox METALFLO + LOCKSEAM + COIL STRIP AND SEAMLESS TUBING + TUBULAR PARTS 


Knox Motors, Mt. -Vernon, O., 
is been chartered by the secre- 
ry of state. Incorporators are 
‘Maurice Essex, W. C. Miller and 
W. K. Wiley. 
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On the Financial Front. . . 


Profit Picture Poses 
Dividend Question 


By George Deery 
Associate Editor 
OW THAT it is evident that 
much of the attempted advance 
“doping” of General Motors and 
Chrysler earnings was too low, it 
may be necessary to revise the 


L-O-F Puts Net 
At $15,208,999 


Net earnings of Libbey-Owens- 
Ford Glass for the nine months 
ended Sept. 30 totaling $15,208,999, 
equivalent to $5.95 a share, were 
reported by John D. Biggers, 
president. Sales for the nine 





months were reported to be 22 per- 
cent above the same period last 
year. 

Current earnings compared with 
net earnings of $9,787,417, or $3.83 
corresponding 


a share, in the 
period last year. 






amount of increased dividends an- 
ticipated by the crystal ball gazers. 


The fact that Chrysler boosted 
the payment for the last quarter 
by 25 cents a share to $1.50 on 
the heels of announcing nine 
months’ earnings of $97,651,453, 
or $11.21 a share, does not nec- 
essarily mean that an extra will 
not be paid by Dec. 31. 

When General Motors decides its 
payment, which is generally ex- 
pected to be better than that in 
the preceding quarter, will the 
share to its 436,000 stockholders be 
better than expected by those who 
were short on their prognostica- 
tions of earnings? It’s possible 
(having consulted our Philadelphia 


to make its dividend decision Nov. 
7 which is closer to the year-end. 
This timing would substantiate the 
conjecture that its action will 
cover the remainder of the year, 
rather than action Nov. 7 and an- 
other move before Dec. 31. 

So it looks as though GM 
shareholders will have their good 
news, if any, soon, while the peo- 
ple who bought Chrysler will 
have to wait further for more 
glad tidings, if any. 

For the first nine months, GM’s 
net profit was $505,414,029, or $11.21 
per share com- 
pared with $327,- 
155,222, or $7.22 a 
share for the 
same period in 
1948. In the quar- 
ter ended Sept. 
30, net was $198,- 
735,386, equiva- 
lent to $445 a 
share. This is 
comparable with 
$120,391,550 in the 
third period last 
year when share earnings were 





A. P. Sloan jr. 


lawyer, we add), but not necessar- $2.67 


ily probable. 
* + a 
BU Philadelphia lawyer or no 
Philadelphia lawyer, it can be 


* * * 


Seo $97,651,453 ($11.22 a 
share) for the January-through- 


pointed out that GM is scheduled! September period stacks up with 





Household home editorial . . 
on home building and modernization. 


$59,887,601, or $6.88 in the like pe- 
riod a year ago. For the latest 
quarter, its profit was $44,428,610 
($5.10 a share) against $35,786,010 
($4.11 a share) in the like period 
a year ago. 

As well as making alltime rec- 
ords in net income, both corpora- 
tions’ sales skyrocketed to new 
highs. Third quarter sales of GM— 
$1,580,405,459—-brought the total for 

Phe the year through 
Sept. 30 to $4,458,- 
079,585. Chrysler 
reported sales of 
$1,607,767,805 for 
the nine months. 
It sales total as 
of Sept. 30 was 
above that for all 
of last year. K. T. 
Keller, president, 
said that “as yet 

~ the retail deliv- 
C. E. Wilson ery and inven- 
tory requirements of our dealers 
have not been met.” 

He also pointed out that the 
firm’s profit rate was 5.26 per- 
cent and that dividends of $13,- 
080,524 were received from for- 
eign subsidiaries. 

In the GM report, Chairman Al- 
fred P. Sloan jr. and President 
Charles E. Wilson noted that pay- 
rolls to the 401,930 GM employes 





If it’s a part of the house 


it’s a part of 


HOUSEHOL 


Yes, everything that goes into home construction goes into 
. one article in every seven is 


Why? Household home families! At the most recent count, almost a 
third planned new homes or additions—fully two-thirds planned to 


modernize. They bought 15,472 Household blueprints in a single 


eight-month period! 


Bear in mind that these are the families of communities under 25,000, 
where 60% of all non-farm homes are built. Household has the profit 
combination in this market—home editorial, home families — and only 
Household concentrates it here. Household has that /ow cost per page 
per 1,000, too—four colors, $3.20; black and white, $2.40. 


HOUSEHOLD'S profit combination 


HOME EDITORIAL pe HOME FAMILIES 


* Home building & modernization..... 14% * 2,107,586 reader families 

* Home furnishing & management... .20% * 3,764,000 primary adult readers 

IE rece viacciais fu sok Gheeies oo canals Ka 18% * 2,635,789 children 

Me MINES 6 3. no's ates oak cee cee s's 8% * Women 81% housewives 

We MING 5653's. 0 'as su: 6'a:b:0 ie a'ereinens-esie 8% * Families 62% home owners 

* Beauty, fashion..................... 5% * 87% with gardens 

* Fiction, inspirational, community * Eat three meals a day 
improvement..................+5: 20% at home 

We Sash isc cddecuncundsaes 7% * 82% in communities under 25,000 


HOUSEHOLD 


Arthur Capper, Publisher e Topeka, Kansas 





“But Daddy, what do you want 
to win a horse for? You just got 
a new truck.” 


totaled $1,103,000,000; that the pur- 
chase of materials, supplies, serv- 
ices, etc., from many thousands of 
businesses, large and _ small, 
amounted to hundreds of millions 
of dollars, and that $174,528,333 of 
the earnings have been paid so far 
this year to stockholders. 
* * = 

pas all the new, improved fa- 

cilities put in operation since 
the war, General Motors automo- 
tive plants were - 
operated at capa- 
city levels from 
April through the 
third quarter, the 
report said. 

“This perform- 
ance was due to 
continued strong 
consumer demand 
for General Mo- 
tors cars and 
trucks and the a “ 
fact that sufficient - 7- Keller 
materials were available,” the report 
said. “The heavy output has made 
it possible to meet more promptly 
than in the recent past customer 
requirements for General Motors 
passenger cars although deliveries 
on some models are still subject 
to short delay.” 


The report stated that contrary 
to prewar seasonal trends the de- 
mand for Frigidaire electric re- 
frigerators increased substanti- 
ally in the third quarter. As a 
result production schedules were 
revised upward and operations 
were at capacity levels during 
the quarter. Diesel locomotive 
production likewise continued at 
capacity during the quarter. 

The report cautioned against 
projecting volume and profits over 
a long period on the basis of cur- 
rent high levels. It emphasized 
that sales are still benefiting from 
a backlog of deferred demand and 
that dollar volume is affected by 
the higher price level. 

© 





Bosch Loan 
Seeks $4 Million 


In Debentures 


American Bosch Corp. has filed 
a registration statement with the 
Securities and Exchange Commis- 
sion covering the issue of $4,000,000 
of 15-year debentures, the sale of 
which will be handled by Allen & 
Co., New York. 


The proceeds from these deben- 
tures will be used to retire bank 
debt and provide additional work- 
ing capital for the corporation. The 
interest rate and offering prices 
have not as vet ~veen determined. 

2 


Earnings 


Jacobs (F. L.) and Subsidiaries— 
Year to July 31: Net loss, $965,672 
contrasted with net profit in previ- 
ous year of $409,838 or 41c a com- 
mon share; net sales, $27,396,737 
declined from $37,085,326. 

Young L. A.) Spring & Wire and 
Subsidiaries—Year to July 31: Net 
income, $3,698,753, equal to $9.05 a 
share, the year before: net sales, 
$50,707,296 against $43,714,808. 

Federal - Mogul Corp. — Nine 
months: Net profit, $1,544,875, equa! 
to $2.76 a share on sales of $16.- 
420,100, against $1,746,380, or $3.12 
a share on sales of $17,162,777 last 
year. 





Umphrey Elected 
F. G. Umphrey, automobile deal- 
er, was elected president of the 
chamber of commerce at Bramp 
ton, Ont. 
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10 Dealers Reveal 10 Different Plans... . 








No Uniformity on Salesmen’s Pay 


By Tom Hewitt 
Staff Writer 

¢\NE of the most-pressing prob- 

lems auto dealers must contend 
vith today—compensation plan for 
ilesmen—-is admittedly a confus- 
ng and unsettled situation, an 
\uTOMOTIVE News survey reveals. 


After checking 10 dealers of 
different-make cars, it was found 
that no two had a like plan, al- 
though they either paid on 
straight-commission or a salary- 
plus-commission basis. None of 
those interviewed expressed favor 
for a straight-salary plan since 
“salesmen need some incentive to 
do a good job.” 

On the other hand, those whose 
plans combined salary and com- 
mission were sure that a straight 
commission is not suitable, either 
for the dealer or for the salesman. 

“If we operated on a commission 
plan,” one dealer said, “our sales- 
men might work for another 
dealer or two, as well as for us. If 
he couldn’t sell our make car to a 
customer, he would sell another. In 
my opinion, a salesman must re- 
ceive a salary plus.” 

+ * o 
A NOTES advocate of salary-| 
£% commission said it was the best 
since a man likes to know that 
come Saturday night he will have | 
some money to take home. 

“I have one salesman here who} 
last month sold only one car, while 
this month he has already com- 
pleted 12 sales. It’s an up-and-down 
business, and we must give some 
sort of security to keep our good 
men, Otherwise, if they have one 
bad month we might lost them.” 

Dealers who pay straight com- 
mission say they do so “because 
it provides an incentive, and a 
good salesman will always make | 
money, 80 a Salary is not needed.” 

Of the 10 dealers contacted, seven | 
are using the straight commission 
plan while the other three are| 
using salary plus. 

Many answered that while they 
were not entirely satisfied with the | 
present plan they are using, they | 
weren’t quite sure which plan} 
would be better for them; there-| 
fore they were cautious of a| 
change. 





* * j 


ISTED below are the various 

4 plans revealed by the survey: 

An 80-car-a-month Ford dealer- | 
ship has been operating for the| 
past four months on a plan of 21} 
percent of the gross profits on a| 
sale. Each of the five salesmen 
is allowed about six hours a day} 
on the floor; the rest of the time 
is spent in soliciting. 

A similar plan is in effect at 
a Chevrolet dealership, which 

handles upwards of 100 cars a 

month, except that its men re 

ceive 20 percent of gross profits. 
Its 14 salesmen are allowed 12 
hours a week in the showroom. 

The owner of a 40-car-a-month | 
Studebaker firm said he pays $150- | 
a-month salary, plus a $20 gas al-| 
lowance. His salesmen also receive 
$25 for selling a Champion, $40 on 
a Commander and $50 for a Land 
Cruiser. 

This dealer has six salesmen and 
plans to add four or five more. He 
said he used to work on a straight 
5-percent basis but felt that the 





Florida to Issue Titles 


Through County Agents 

ST. PETERSBURG, Fla. — Most 
purchasers planning to buy new 
cars after Dec. 1 will be able to) 
get their titles directly at a county | 
tax collector’s tax office, it has| 
been promised by Arch Livingston, 
Florida motor vehicle commis-| 
sioner, 

At that time, Livingston said, he 
will begin assigning agents to the 
larger counties of the state. He 
said the agents would be author- 
ized to issue title certificates for 
new cars and also verify and check 
applications for titles on used cars. 


DeWitt Names Sisler 


John H. Sisler, former head of 
Mogadore Garage & Sales Co. (Kai- | 
ser-Frazer), Akron, has been named 
new-car sales manager of DeWitt | 
Motor Co. (Dodge-Plymouth), of 
the same city. 








| 


|salary would help keep his good 
| personnel, His men receive 1% days 
on the floor. 

A Pontiac dealership, which sells 
80 to 90 autos a month, has four 
salesmen and pays them a flat rate 
of $25 a car. This firm is long- 
established. 

Another firm which pays a salary 
and flat rate is an Oldsmobile- 
Cadillac dealership. Its seven men 
receive $250 a month plus $25 per 
car. Most of their time is still 
spent in the showroom. 

= * * 

AYING 22 percent of the gross 

is the plan of a _ Chrysler- 
Plymouth firm which sells about 50 
cars a month. It has five salesmen 
who are allotted two days each 
week in the showroom. 

The two salesmen of a 15-car-a- 
month Hudson company receive 
$50 weekly plus 4 percent on a 
sale. Half of their working day is 
on the floor. 

A Buick firm, a 175-a-month 
deal, pays from $45 on a Special 
to $150 on a Roadmaster con- 


vertible or station wagon. Each 

man is allowed a $300 draw per 

month, Its seven salesmen spend 
about one-third of each day on 
the floor. 

A Lincoln-Mercury firm, employ- 
ing seven salesmen, pays from $50 
to $60 on a Mercury and up to $125 
on a Lincoln, depending on how 
good a deal is made. The salesman 
doesn’t know, therefore, how much 


he will make until the sale is ready | 


to be closed. This dealership sells 
between 50 to 65 cars a month. 

Probably the most complicated 
plan, but one which “makes them 
get out and hustle,” is used by a 
Packard dealer, who sells 15 a 
month. He pays 4 percent on the 
difference of the trade if sales 
reach $7,500 a month; 4% percent 
up to $10,000; 5 percent up to $15,- 
000, 5% to $20,000 and 6 percent 
for over $20,000. Four salesmen 
are employed and each spends half 
of his time in the showroom. 

* + * 

.* HAS only been in the last four 

or five months that these dealers 


have employed salesmen, and many 
of the employes are new to the 
business. It would therefore be ex- 
pected that the firm would furnish 
them with a plan of solicitation to 
help drum up new customers, but 
such is not the case for the most 
part. 

Many dealers just tell their men 
to go call on the phone or find 
some other system, while others 
may hand their men a list of past 
buyers. 

“Many salesmen,” said ©. D. 
Thomas, sales promotion man- 








HAMRICK HOSTS FELLOW DEALERS—Hamrick Motor Co. (Ford) entertained Delta Auto- 
| mobile Dealers Assn. at a recent dinner at the Greenwood country club, Greenwood, Miss. 





ager for Packard, “do not know 
what they are going to do by 
9 am. If they don’t have their 
full day laid out and planned, 
they won’t do anything.” 

He suggested a solicitation plan. 
Each day, he said, salesmen should 
send notes to six prospects, phone 
or talk to six “sales associates” 
(barbers, gas-station men, store 
clerks, etc.), make 12 personal calls 
on prospects and Packard owners, 
and make six cold contacts. 

It has been suggested that a 


definite “door-knocking” plan be 
used by every dealership and 
salesman. 





MICRONIC 


COMPETITIVE TYPES 


ELEMENT EXCE 


PUROLATOR LED BY 
199% 
220% 
3% 
547% 
164% 
619% 
255% 
339% 
318% 
193% 
237% 


Aw TOAr*mON ee > 


AVERAGE PUROLATOR SUPERIORITY 


290% 


Pat a Purolator Micronic Oil Filter element in a jar 
. let it stand for as long as 100 hours. . . 


of water .. 


PERCENTAGES BY WHICH PUROLATOR 


NR a AEE 





Water dilution cant warp, distort, 


or disintegrate this oil filter | 





ENT REMOVES 


it will not warp, distort, or disintegrate! 


That’s an extremely 


tage, since the oil in your average crankcase is fre- 


quently diluted with as 


little as 2% water dilution causes many ordinary ele- 
ments to swell up and practically shut off the oil flow 
through the filter within a few short hours. 


But here’s the real pay-off! Purolator removes an 
average of 290% more abrasives because it filters par- 
ticles measured in microns (.000039 of an inch) ... 


PUROLATOR PRODUCTS INC, 
Newark 2, New Jersey 
and Windsor, Ontario, Canada 


important Purolator advan- 


much as 5% water. And as 


290% MORE ABRASIVES! 


’S PROOF, TOO, THAT PUROLATOR’S MICRONIC 


has a filtering surface 5 times that of old-style filters 
. .. does not permit channeling or unloading. 


Car owners everywhere are reading about Purolator 


via the most aggressive coast-to-coast advertising 
campaign in the oil filter industry. That’s why you’ll 
get greater acceptance for vehicles and engines carry- 
ing Purolator Oil Filters as original equipment. For 
details—and specialized help with your particular 
filtering problem—contact us direct. 


PURD LATOR 


MICRONIC OIL FILTER 
) 
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As the door opens on a new decade, the outlook 
for Americans as regards their material well- 
being is very bright indeed. 

The great majority of us will be earning 
more money, eating better food, wearing 
better clothes, living in better homes, 
enjoying more leisure than we do today. 

Last year Americans spent nearly 179 
billion dollars for goods and services. 

For the first 6 months of 1949, expenditures 
varied less than 1% from this rate. What's 
ahead for the next decade? 

Conservative estimates of our economic 
potential point to a growth of more than 
15%, from 1950 to 1960. This means that in 
10 years the amount of money we Americans 
spend for goods and services should increase 
from 178.8 billion dollars to 206.6 billion. 

Projected into particular fields, this 
indicates that by 1960 we will spend $6.9 
billion a year more than we do now for food 
and non-alcoholic beverages, $3.2 billion 
more for clothes, $5.3 billion more for homes 
and home equipment, $2 billion more for 
recreation, and $10.3 billion more for other 
goods and services. 

Spending all this money will be 160 


million people — 10 million more people, 


over 3% million more families, than 
there are today. 

By 1960 these families and other 
families in the nation will have an average 
income of $4029 as opposed to a 1950 average 
of $3646. 

The basis of our well-being will be 
what it always has been in the past: The 


greatest production per man—hour of any 


nation in the world. This production, on the 


basis of how much worth of goods an hour of 
work will buy at today's prices, increased 
from 60¢ worth of goods in 1900 to $1.25 
worth in 1940 to an estimated $1.48 worth in 
1950. It should increase to $1.75 worth of 
goods per man—hour in 1960. 

Almost all of us who make or grow or 
mine or sell these goods will benefit. But 
some of us will benefit more than others. 

The men of healthy optimism, the ones 
with faith in the future, the ones who 
invest because they see the opportunity, 
will reap the big rewards. 

In this Decade of Opportunity, the 
rules for business success will be the same 
as they are today: Make a good product, 
offer it at a fair price, and tell the 


American people about it. 
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Telling the American people about it 

means advertising. To most important 
businesses it means advertising to as many 
people who can buy your product as possible. 


* * * 


Today's best way to reach lots of people 
who buy and will continue to buy lots of 
products is through LIFE magazine. 

Of all the magazines you can use to carry 
your advertising, LIFE is by far the 
biggest. It is read by 12.2 million more 
people than read the next biggest weekly, 
by 14.9 million more than read the third 
biggest. It reaches more homes than any of 
the 10 biggest radio shows in the country. 
It has a higher women's readership than 
any of the famous women's magazines. 

LIFE readers today own more cars than 
have been built since the war by the 7 
leading makes combined. They buy 32 per cent 
of the packaged soaps, 37 per cent of the 
vacuum cleaners, 46 per cent of the 
phonograph records, 35 per cent of the 
tires, and 36 per cent of the women's 
stockings sold in the country. 

Start laying your plans now to 
participate in the greatest ten years of 
business the nation has ever witnessed, 
the 1950-1960 Decade of Opportunity. 

And as you work out your program and 
get down to the advertising phase of it, 
consider the advantages of telling the 
story of your product in the youngest big 
magazine, the most vital big magazine, the 
biggest big magazine in America — LIFE. 


* * * 


LIFE is indebted to the study made by the 
Twentieth Century Fund and published under 
the title, "America's Needs and Resources", 
which provided the basis for most of the facts 


and figures quoted in this message. 









PHILADELPHIA.—Offering val- | 
ues and well-rounded service has 
induced many Philadelphia motor- | 
ists to “Go to Gehris.” 

This Dodge-Plymouth dealership 
at 6500 Market St. boasts 20,000 
square-feet of sales and service 
space and a 35,000 square-foot used- 
| car lot. 

President Arthur H, Gehris said 
he offers a life-time guarantee on 
most of his used cars, He said 
these automobiles receive a 40 
percent discount on all work done 
in the Gehris’ shop. The firm 
sells about 75 used cars a week, 
he added. 

The firm has a complete service 
department which is sectionalized 
according to job functions. Use of 
an electrically - operated control 
tower helps to push cars through 
the service department quickly, 
stated Vice-President A. Henry 
Gehris jr. About 60 cars are serv- 
iced every day, he said. 

Gehris said he maintains an em- 
ploye-relation program which has 
paid dividends in keeping workers 
for long periods. The majority of 
his mechanics have been with him 
10 years or more. He has 50 em- 
ployes. 

The firm uses an electric follow- 
|matic card machine to keep tabs 





Major Role Seen 
For Bankers in 
Hauling Trade 


SAVANNAH, Ga. — Pointing out 
that “the motor trucking industry 
has come of age,” Archie K. Davis, 
senior vice-president, Wachovia 
Bank & Trust Co., Winston-Salem, 
N. C., declared in an address here 
that “bank credit men have a re- 
sponsibility for learning thoroughly 
and serving the credit needs of this 
growing industry.” 

Speaking at the annual confer- 
ence of the Robert Morris Associ- 
ates, Davis predicted that informed 
| bankers will be called upon to play 
}an increasingly important part in 
the development of the motor 
trucking business from a financial 
| point of view. 

“Capable motor carrier manage- 
ment,” he said, “realizes that all 
phases of operations must be con- 
ducted along sound business lines 
|and that continued expansion must 
| be predicted on sound financing.” 

“Basically, the industry to date 
has been largely financ out of 
earnings and borrowed capital. 
Considering the rapidity and mag- 
nitude of its growth in terms of 
|revenue, equipment and terminal | 
facilities, an outstanding job has 
been done. 

“Bankers would be grossly in 
|error to asume that under-capital- 
| ization must always be a perman- 
jent feature of every’ trucking 
;}company and that no _ remedial 
|action can be taken by manage- 
| ment. In order to render construc- 
tive and intelligent credit 
assistance, however, bankers must 
|familiarize themselves with the 
|operating practices of interstate 
| carriers and be conversant with all 
| phases of their operating proced- 
| ures and problems.” 

; f : 












Sales Champ 
Dealer in Indianapolis 


Wins Hudson Honor 


| INDIANAPOLIS.— Ace Motors 
|Corp., 1136 N. Meridian St., here, 
has been honored by Hudson Mo- 
|tor Car Co. for leading all dealers 
|in the Cincinnati zone in sales. 

During the past year, in which 
the dealership has been under the 
guidance of Malcolm W. Griffith, 
president and general manager, 
and Russel Tolley, vice-president 
and treasurer, it has sold more 
than 1,500 new and used cars and 
done a gross business of more than 
$2,000,000. 





Pontiac Honors Union 
Union Motor Sales, Inc., Somer- 
ville, Mass., has been presented the 
| Pontiac “Better Dealer Award” by 
Latham Clark, Boston zone man- 
|ager. Mark Kolligan is president 
|of the company. 





How Gehris Does It 


Philadelphia Dodge Dealer Pleases Customers 
With Fast, Personalized Service 


| days. 










on every job. They circularize every 
customer with a post card asking 
him whether the service was satis- 
factory or not. The card asks for 
the customer’s criticism and his 
suggestions as to how Gehris can 
improve its service. 

The card also asks whether the 
customer was satisfied with the 
charges and whether the firm can 
count on his future patronage. If 
the customer registers a “no” on 
any point, Gehris contacts the 
customer. 

The parts department is said to 
contain a $30,000 inventory. This 
department is located in the show- 
room and is geared for impulse 
sales. 

The firm handles 700 cars a year 
and believes in aggressive mer- 
chandising. It sends out its own 
mailing pieces. It has also taken 
3,500 children to a big-league base- 
ball game in Shibe park. 

Gehris presented an automobile 
to Eddie Waitkus at the celebra- 
tion of Waitkus day when the 
Philadelphia Blue Jay star re- 
turned to the line-up, Later at 
the dealership, 3,000 people turned 
out to give homage to Waitkus 
when he received title to the car. 

Gehris has been in the automo- 
bile business for 30 years. He 
handled Durant, Star, and Flint 
cars at 52nd and Walnut Sts. In 
1923 he took a Hudson dealership 
when he moved to his present loca- 
tion, 

In March, 1947, he dropped Hud- 
son and became a Lincoln-Mercury 
dealer. Then in June, 1949, he 
switched to Dodge-Plymouth. 


New Oil Wells 


Rate of Replacement 


Nearly 2 to I 


NEW YORK.—The oil industry 
is running close to two-to-one in 
the assignment of replacing ex- 
hausted wells with new producers 
—a pace so swift that another well 
is brought in every 23 minutes, 
according to a study by the Ameri- 
can Petroleum Institute. 

With consumption averaging 2,- 
900 gallons a second (252,000,000 
gallons a day), oil men are drilling 
wells at the rate of one every 13 
minutes, and are finding new pro- 
ducers every 23 minutes, API re- 
ports. Older wells are passing out 
of existence at the rate of one 
every 41 minutes. 

Not only has there been a steady 
increase in the number of produc- 
ing wells brought in over the past 
12 years, but also there has been 
an increase in the quantity of oil 
produced per well. 

Today, there are more than 435,- 
000 producing wells in the U. &., 
compared with 349,450 at the be- 
ginning of 1937, an increase of 24 
percent. Daily average production 
per well in 1948 was 12.8 barrels, 
compared with 9.8 barrels 12 years 
earlier, an increase of 30 percent. 

Proved reserves of oil—that re- 
maining underground and avail- 
able for production at any time— 
currently aggregate almost 27,000,- 
000,000 barrels (including 3,500,000,- 
000 barrels of natural gas liquids). 
During the past 12 years these 
reserves have been increased 73 


| percent, despite the skyrocketing 


demand of the war and postwar 





It’s reported that riding the fire 
department ambulance in Chester- 
town, Md., requires a fee of 25 
cents a mile. 
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PLYMOUTH—’'46 sedan, $685. °41 sedan, 
$310. °40 business coupe, $425, $390; 
sedan, $285. '39 sedan, $235. ‘37 conv., 
$260. 

PONTIAC—'41 (6) sedan, $475; (8) club 
coupe, $475; sedan, $480, $425. ‘'39 (6) 
sedan, $355. '37 (8) sedan, $120. 






Used-Car Auction Prices 


Average Used-Car Prices 


(Compiled by Automotive News) 






















































Market Trend STUDEBAKER — ‘48 Commander conv., Model Nov. 1949 Oct. Sept. 
It’s the old sto ith used-car pri ll i $2,000, 67 Commander sedan, $1,600. (to date) 1949 1949 } 
- all e = story pc Ag rs oe ee own again. | wiLLys—’46 Jeep, $500. '41 sedan, $190. $877 $940 BS roca $1,624 $1,680 $1,781 
ostwar models, as usual, too e biggest slides while prewars | wisceLLANEOUS—’38 sedan, $85 $852 ee: 1,188 1,228 1,336 
advanced slightly. 1 ; 
BEE so caves. 992 1,015 093 
At the end of October, the overall average price of used cars was ALBANY, N. Y. capa 834 393 956 
$877, compared with $940 in September. The decline during the (Tim Anspach’s Dealer Auto Auction. ee gs 4719 480 535 ; 
month of $63 was even greater than the $49 fall in September from oO oa Monday. Prices are for sale Re ea 465 459 486 
e $989. oe 7 
the August average of (Market is steady, Sold 73 units out — 1940........ 383 387 388 
; $950. '46 club coupe, $830; 2-dr., $690.| Of 96 offerings.) Nov. (te date) Oct. Sept. . on 
MILWAUKEE '41 2-dr., $645, $395. '40 2-dr., $425,| BUICK—'49 Super 4-dr., $1,990, ‘48 ne Average... $ 852 $ 877 $ 940 
(Butler Auto Auction, Sale every Wed- $405, $295. 4-dr., $1,625; Super 4-dr., $1,490. ‘4 : 
nesday, Prices are for sale of Oct. 26.) | HUDSON—'40 4-dr., $185. RM sedanette, $1,175; Special 4-dr., $1,- (The above figures are averages of used-car auction prices, all 
(Poor market for ‘48 and '49 models, LINCOLN—'49 4-dr., $1,560. 260. ‘46 Super 4-dr., $1,070; RM conv., makes and models, carried regularly in Automotive News.) 
but all others are moving. Sold 42 MERCURY—'49 2-dr., $1,505. ‘40 4-dr., $1,170, $1,050. ‘41 Super club coupe, 
units out of 87 offerings.) | $275, é' $580. i ee hie Sie 
sal . | NASH—'40 2-dr., $210. CHEVROLET—'49 FL Deluxe 2-dr., $1,- -dr., $1,450, $1,480, $1,525; club coupe, | SD 2-dr., $1,000, ‘41 -dr., $300. 
omgi0. wae FL ‘eereseten,” $1,255, or, 16: OLDSMOBILE—'41 4-dr., $375. 560; Special 4-dr., $1,470; SL Deluxe $1,400: conv. i 555; Special 4-dr., $1,- | PONTIAC—'49 Chieftain Deluxe (8) 4-dr. 
SM 4-dr., $1,045. '47 FL aerosedan, $1,- | PLYMOUTH — '42 4-dr., $225. ‘41 club 2-dr., $2,060, $1,500, $1,400; Special club 450. 48 FL 4-dr., $1,200; FM club coupe, $2,175. ‘47 Streamliner (6) sedan coupe, i ‘ 
060, $910; FM 2-dr., $985, '41 MD club| Coupe, $355. coupe, $1,365. "48 FL aerosedan, $1,180,| 1 959: 2-dr., $1,200, $1,180; half-ton| $1,100. 
coupe, $545, $500. ‘39 2-dr., $200. ‘38 $1,200; SM business coupe, $950; 2-dr.,| pickup, $790. '47 FL aerosedan, $1,125; | STUDEBAKER—'48 Champion 2-dr., $1,- | 
2-dr., $100. CONCORD. MASS $1,090; FM 2-dr., $1,100. '47 SM 4-dr., FM club coupe, $1,100; SM 4-dr., $900, 225, $1,200. 41 Champion 2-dr., $325. 
CHRYSLER — '46 Royal business coupe, 9 a $1,035; club coupe, $1,025; conv., $1,- $1,025: %-ton’ pickup, $500, $700. ‘46 WILLYS—'49 Jeepster, $1,000, ‘48 Jeep, 
$850. ‘41 Royal 4-dr., $310. (Concord Auto Auction, Inc. Sale every 100. '46 SM 2-dr., $825, $860; 4-dr., FM 4-dr., $710. '42 SM 4-dr., $225; FL $675. 1 
DODGE—'48 Deluxe business coupe, $1,- | Monday and Friday. Prices are for sales $770. '40 SD 2-dr., $380. aerosedan, $400. '41 SD club coupe, $400; | MISCELLANEOUS — ‘48 half-ton pickup ; J 
095, '42 Custom 4-dr., $310. 7 of Oct, 21-24.) CHRYSLER—'47 New Yorker 4-dr., $1,-| business ‘coupe, $410. ‘40 MD coupe, $840. it 
FORD—'49 Custom (8) 2-dr., $1,225. '48 (Sold 153 units out of 277 offerings.) 190. ¢ . 4-dr., $470. '36 Airflow $275, '36 MD 2-dr., $200. eteeitseisoanmnemnaneaaicataniesesaee ir 
SD (8) 4-dr., $1,040; 2-dr., $1,070, '46| BUICK—'50 Special sedanette, $1,900. '46|_ 4-dr., $170. ‘ — 49 W 4-dr., $2,200: > 
SD 4-dr., $790, $760. °37 (85) 2-dr., $75. | Super sedanette, $1,165, '42 Special se- | CROSLEY—'48 conv., $250. nl Ga ae, ee ee ne Cee H dra-Matic Now i : 
FRAZER—'49 Manhattan 4-dr., $1,575. '47| danette, $800; sedan, $300, $375, $550. | DeSOTO— "48 pe i A do s76. $1,525. '47 Windsor 4-dr., $1,275. Pe ¥ ; - 
4-dr., $785. ‘41 Special sedan, $525; Super sedan, ee . pe ; a . f c 
HUDSON—'46 Super (6) 4-dr., $500, $475, $340. 39 sedan, $385, $225, $160. | DODGE—'49 Deluxe 4-dr., $1,875. °'48| DeSOTO—’41 Custom 4-dr., $405. On 90 Pct ot ’ ye 
KAISER—'48 4-dr., $1,025. CADILLAC—’42 (76) sedan, $1,200. Deluxe 4-dr., $1,280. '47 Custom 4-dr., | pnopGE—’48 Custom 4-dr., $1,250. ‘47 ° 
LINOCOLN—'41 Zephyr 4-dr., $310. CHEVROLET—'48 FL aerosedan, $1,200; $775. i half-ton pickup, $655, $510. '46 Custom ° ; 
MEROURY—'49 4-dr., $1,545, SM sedan, $1,050, '47 half-ton pickup, |FORD—'49 Standard (8) 2-dr., $1,575 4-dr., $850; Deluxe 4-dr., $825. 249 Old b l s : Po 
NASH—'48 Ambassador 4-dr., $1,175. $560; FM sedan, $875; SM sedan, $890,| Custom (8) conv., $1,600; club coupe. | Lonn 49 Custom (8) 2-dr., $1,400, $1,- smoowue ! 
OLDSMOBILE—'42 (66) 4-dr., $410. '40| $875, $810, '41 SD sedan, $570; MD/| $1,340; 2-dr.,_ $1,390, $1,235. "48 SD / "°50) 61 340. $1,315, $1,260, $1,255; 4-dr. . i st 
(70) club coupe, $425, '39 (70) 2-dr.,| business coupe, $325; sedan, $675. '40| 2-dr., $900, $1,010. '47 Deluxe 2-dr.,) gy G05" ''gy Gog” “gi'ok9 ' §1'330; club LANSING.—As Oldsmobile moves pl 
$180. SD sedan, $500, $485, $400; MD sedan, | | $300. 46 2-dr., $610. coupe, $1,285, '47 SD 2-dr., $1,010, 2 at|into its 11th year of building Hy- ] 
PACKARD—'41 (120) 4-dr., $300. $315, $480, $385; club coupe, $450, '39 | HUDSON—'46 Super (6) 4-dr., $730. O00: station. n, $900, 46 SD 4-dr., |dra-Matic dri latest produc- . 
PLYMOUTH—'48 SD 4-dr., $950. '47 SD| MD ‘sedan, $525, $345, $290.''38 sedan, |KAISER—'49 Special 4-dr., $1,295, '48| $200; station, wagon, soul, AO Be far, , ora-Matic drive cars, Zatest P a, 
4-dr., $875. '46 SD 4-dr., $895, $840. '41/ $150, $190. 4-dr., $860. Stee. ‘41 Deluxe 2-dr., $400. '40 Stand. |tion reports show that more than i m 
SD 2-dr., $210; club coupe, $400. CHRYSLER—'47 New Yorker sedan, $1,-|UINCOLN—'49 Cosmopolitan club coupe,| 204° ap 450 i ; nine out of ten 1949 “Futuramic” i ot 
PONTIAC—'47 Streamliner (8) 4-dr., $1,-| 140. '46 Town & Country conv., $860,|_ $1,670; 2-dr., $1,930. HUDSON—48 Co: dore (6) club cou : d with th to- i 
160. $1,050. °39 sedan, $300, $165. NASH—’47 Ambassador 4-dr., $840. °42 $1 300 "46 8 a co) oar $525 pe, | models are equippe wi e auto re 
STUDEBAKER—'47 Champion 4-dr., $1,- | CROSLEY—'48 station wagon, $360. Ambassador 4-dr., $360. , See oe rs soe. __. |matic transmission. st 
035; 2-dr., $1,000, DeSOTO—'46 Custom club coupe, $980. OLDEMORILE—'48 Lo St. $1,380. "46 a 49 4-dr., $1,250, '48 4-dr., $575, S. E. Skinner, general manager, * 
MISCELLANEOUS — ‘48 GMC half-ton | DODGE—'’40 sedan, $205, $335. ‘39 sedan, club s , $1,150. adh die ; 
panel, 45. ey ena eee ’ . seca”, | pLYMOUTH—'49 Deluxe 4-dr., $1,500, $1,- | LINCOLN—'49 Cosmopolitan 4-dr., $1,675; | said that more than 820,000 Hydra- m 
PRD 760, Contos (2) erga 2st S| Se pase a se irk ae sh chi oaume, | MERCURS-as Sear” Grss0, g1,000, s1,.|Matle, equipped Oldsmobiles “have 
500, $1,510, $1,355. "48 (6) sedan, $890.| ° eluxe 4-dr., $72. ’ club coupe, | MERCURY— -dr., $1,450, $1,800, $1,- ‘Ht si 
DETROIT 47 'SD cine, $750; Deluxe sedan, S70. $345. '39 Deluxe 4-dr., $335. 600, $1,575, $1,500; ciub coupe, 2 at| been built since August, 1939, when on 
(Aptco Auto Auction, Sale every Wed- *41 Deluxe sedan, $310; conv., $245. '39 | PONTIAC — '49 Chieftain 4-dr., $1,790; $1,800. °47 Town sedan, $1,025. '46 club|the company introduced the drive. hi 
nesday, Prices are for sale of Oct. 26.) sedan, $375. '37 half-ton pickup, $80. '36| Streamliner 4-dr., $1,800, ‘48 Torpedo| coupe, $880. He stated that 79.6 percent of 
(Sold 36 units out of 78 offerings.) sedan, $170, $200, '34 coupe, $95. sedanette, $1,440; station wagon, $1,400. | NASH—'48 (600) club coupe, $950. Series 76 buyers have specified th 
BUICK—'49 Super conv., $1,800. '47 4-dr., |HUDSON—'46 sedan, $700. ‘39 sedan, ’46 Streamliner 4-dr., $1,080. ’41 Stream- | OLDSMOBILE—'49 (88) club sedan, $2,- - y . 2 : Cc 
$1,115; 2-dr., $1,200. "46 4-dr., $930. 41] $105. liner 4-dr., $500, 300; (98) club sedan, $2,200. '48 (76) | Hydra-Matic on their orders since : oa 
2-dr., $155. KAISER—’47 sedan, $600. STUDEBAKER—'48 Land Cruiser 4-dr., sedanette, $1,325. '47 (76) 4-dr., $1,075; h introducti f th 1949 . 
, . ’ the introduction o e 
CHEVROLET—'49 2-dr., $1,485. '48 SM |MERCURY—'49 club coupe, $1,500. ‘47 $1,350, $1,250. '38 Commander 4-dr., $50. (98) conv., $1,175; (66) club coupe, $1,- del ho 
4-dr., $1,185, $1,100; FL aerosedan, $1,-| conv., $900. WILLYS—'48 Jeep, $775. . 275, $1,178, 41, (68) s-0n,, Saue, ee. models, one 
225. °41 business coupe, $250. ‘40 club | NASH—’42 (600) club coupe, $300; sedan, Dp’ andar -ar., , 500, - i ive : 
coupe, $290. na $325, oe HOUSTON PLYMOUTH—'49 SD 4-dr., $1,650. "48 ne Hy ye aye ae } pe 
DeSOTO—'48 conv., $1,200. '47 4-dr., $975. | OLDSMOBILE—'42 (76) sedanette, $425. ————— | 0COpeancd SOWE 8 S 7 wee ; Mi 
46 4-dr., $900. '41 (76) sedanette, $490; (66) sedan,| (Gulf Auction Co. Sale every Tuesday climb, Skinner declared. He said i br: 
popan— is <-2r., a ae) a ne ee? Ne eee = Se R. I. Gas Sales that the ratio of Hydra-Matic i an 
FORD—'47 4-dr., $935, $810; club coupe, | PACKARD—’47 sedan, $800. units out of 107 offerings.) PROVIDENCE.—(UTPS)—Gaso- | equipped cars between the fall of 
— — BUIOR-—'40 conv... $140. s:,.| lime sales in Rhode Island during 1939 and the end of new car pro- . in 
‘HEVROLET—'49 SL Deluxe 4-dr., $1,- : i i ; 
730. $1,705, $1,610; Special 2-dr., §1,365,|AUgUSst were the highest for any duction in 1942 was approximately rs 
'48' %-ton’ pickup, $890, 47 FM ‘club| month on record except July, 1941, | five out of every ten. Subsequently vs 
Conne, #1. =. eo. coupe, $320. | according to the state fuel and tax|the ratio kept on climbing. te 
section. Consumption in August; Skinner pointed out that only re 


CHRYSLER—'49 New Yorker 4- dr., $2,- 


EVERY MOTORIST WANTS DODGE—'49 ‘Meadowbrook 4-dr., $1,800, 


totaled 15,450,061 taxable gallons| 18,773 of the 250,000 Oldsmobiles i pI 



































compared with 15,276,738 in thej| built so far this year were equipped ou 
.780; Wayt. 2-dr., $1,700, $1,675, : ag : 
pt nd ‘os tone. $a cai, 1,708, § previous month and 14,626,154 a|with the standard syncro-mesh ck 
bai STYLE AND COMFORT FORD—'49 Custom (8) 4-dr., $1,910, $1,-| year ago. transmission. L 
725, $1,680, $1,650, $1,645, $1,625, $1,- " res 
615, $1,600, $1,580, $1,560, $1,555; half- ' 
4 ton pickup $1,175 '47 Deluxe 2-dr., $855. » . . * anc 
'46 SD (8) 4-dr., $885, $775. : im] 
OF LINCOLN—'49 4-dr., $1,765. i : 
MERCURY—'49 4-dr., $2,125, $2,010. $1,- ‘eye 
960, $1,890, $1,885, $1,690. . tio1 
any rLzNourE— 49 4-dr., $1,705, $1,675, $1,- anc 
PONTIAC—'49 Chieftain Deluxe 2-dr., $1,- c 
whi 
LOUISVILLE era 
(Auto Auction Sales, Sale every Tues- org 
day. Prices are for sale of Oct. 25.) lie 
(Sold 107 units out of 179 offerings.) . 
BUICK—'41 4-dr., $400, $265. '39 4-dr., prir 
$270. thre 
CHEVROLET—'49 SL Deluxe conv., $1,- the 
635; 2-dr., $1,465, $1,450; half-ton 
pickup, $1,215. °48 FL aerosedan, $1,- bon 
360, $1,350, $1,200. °47 SM _ 2-dr., will 
$1,020, $950. "46 SM 4-dr., $845. ‘42 nee 
FL aerosedan, $690, $585. ’41 2-dr., $650, 
$600, $585, $480, $390. wou 
DODGE—'46 4-dr., $730. °41 2-dr., $355. tom 
FORD—'48 SD 2-dr., $1,050; (6) 2-dr., A 
$900. °47 4-dr., $905, $730. °46 2-dr., 
$900, $825, $680, $600. '41 4-dr., $520, opp 
$465, $455, $355. ‘40 2-dr., $405, $390, that 
$325. '39 2-dr., $410, $245. °38 2-dr., ti 
$110. jon 
HUDSON—’47 Super (6) 4-dr., $710, °39 cost 
2-dr., $160. ope! 
MERCURY—’49 2-dr., $1,825, $1,800, °41 
4-dr., $425. roac 
NASH—’48 (600) 4-dr., $900. . * 2 5 : the 
OLDSMOBILE—’41 2-dr., $475. | istre 
PLYMOUTH—'42 4-dr., $300, ‘39 2-dr., : 
$240. °38 2-dr., $170. °37 2-dr., $195. ’36 } Toad 
2-dr., $250, $235, | the 
PONTIAC—'47 (8) 2-dr., $1,250. '41 2-dr., ‘ A : 
THESE FEATURES $400, $355.40 4-dr., $560. °35 2-ar.,| @ Buell Air Horns are truly the un — 
Here’s customer satisfaction y, “S / $345, usual gift and you have an unusual a 
and profit that you find in few VOEAN E/G SALES: ST. JOSEPH, MO opportunity to cash in on this year’s ae 
accessories. Ventshades add e 3 a a , F Christmas business. Your sales are the : 
h dxivi f. . (St. oseph Automobile Auction. Sale a - 2 
much to driving comfort in © Open-window ventilation eeery _TUNOERy. Prices are for sale of} assured by Buell advertising in Es- E 
4 ct. we : : 
of woe > eg oe when it rains or snows (Sold 66 units out of 103 offerings.) quire and the leading newspapers of was 
sales-making advantage o BUICK—'46 Special 4-dr., $917. » a ‘ gua 
eye-appeal. They enhance the @ Safety from exhaust fumes CHEVROLET—"48 FL aerosedan, $1,317;| ‘the country during November and = 4.4.) 435, includes above horns, contro! the 
a FM 4-dr., $1,020. '47 FL aerosedan, $1,- December. valve, control lever, tank, tubing and fitting 
natural beauty of the car’s lines toni iienal fal 087; SM 2-dr., $890, $922. ‘46 FL aero- $73.00 list. roa 
Atnok Mike ahelieint © Less fogging of glass sedan, $952 : : ally 
and look like a Dullt-in feature. CHRYSLER—’49 Royal 4-dr., $1,925 Furthermore, new high - efficiency 
Your customers will enjoy e Shade from the sun FORD—'49 (8) 2-dr., $1,225, '46 (8) 4-dr.,| sound units permit long operation : 
Ventshades. You'll enjoy sell- $795, _ $780. , 4 ; : bet) 
‘ M f h * KAISER—'48 4-dr., $1,105. with a service-station-filled air tank. subs 
th Oeder th © More comfort the year ‘round > 
ae ee Sees Cae Sow. MEROURY—'47 4-dr., $1,005. This featur kes your first sale was 
© Added beauty for the car — Cs TE OO Oe. oe core roat 
. easier, i 
LIST PRICES PONTIAC—’49 (8) 4-dr., $2,020. °47 (6) asier, yet gives you compressor sales 1950 
d @ Quick, easy installation. Indi- 2-dr., $902. later. Th 
2-piece set $6.50 vidual designing for each make ee Se CONF. i thori 
4-piece set $12.50 a del @ VALDOSTA A Start banking Buell profits now by ! i 
GS meee Gnseres Geeurate Ge 6 dee »G cs contacting your Buell “Central”; or i oe 
© Made to meet exacting stand- Friday. Prices’ ov ay a a te. OL) write us about sales helps for getting a a ae rd “ond fin ' 7 need 
Manufactured under exclusive license ards of car manufacturers. B (Sold 11 units out of 218 offerings.) started. $39.50 list, : way 
Pritchard potent 102974 UICK—'47 Super station wagon, $1,100. diaga 
Thi) VENTSHADE Won't rust or rattle “ ss sedanette, $1,010. '42 Special loon 
. : 3 
it capnitac—as cx sar, 32.50 «|  Buyell Manufacturing Company = | pose 
BOX 1402 * ATLANTA 1, GEORGIA OHEVROLET—'49 FL Deluxe 2-dr., 2 at ‘i a he estim 
$1,600; Special 2-dr., $1,260; SL Deluxe 927 West 49th Place, Chicago 9, Illinois It w 
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New Trend in Road Building Shapes Up ea 


8 States Plan Toll Highways 


NEW YORK. — Construction of 
‘nore than 800 miles of toll high- 
vays at a total cost of more than 

770,000,000 is being planned in 
ight states, a survey reveals. 
This trend appears likely to play 

revolutionary role in highway 
onstruction, some road experts 

believe. 

The states, whose plans vary 
from steps to launch preliminary 
ngineering studies to prepara- 
tions for actual construction, are 
Colorado, Massachusetts, New 
Jersey, North Carolina, Ohio, 
Oklahoma, Pennsylvania and 
West Virginia. 

Currently under construction are 
100 miles of additional toll highway 
in Pennsylvania at a cost approx- 
imating $87,000,000, and 15 miles in 
New Hampshire at a cost of $7,- 
500,000. A 45-mile, $20,000,000 Maine 
toll turnpike was completed two 
years ago. 

Postwar toll highway projects, 
including those in the planning 
stages as well as projects com- 
pleted or under construction, have 
already reached a total involving 
nearly $1,000,000,000 and some 1,000 
miles, Proposals in a number of 
other states, which have not yet 
reached preliminary planning 
stages and in many instances lack 
legislative authorization, would 
more than double those totals. 


Bills granting new or broadened 
authority for construction of toll 
highways were enacted this year by 
the legislatures of seven states— 
Colorado, Massachusetts, New Jer- 
sey, North Carolina, Ohio, Okla- 
homa and Pennsylvania. Such 
measures were unsuccessfully pro- 
posed in the legislatures of 
Michigan, Minnesota, Missouri, Ne- 
braka, New York, Rhode Island 
and Wisconsin. 

The current trend is significant 
in that it is moving under public 
rather than private auspices. Pri- 
vate toll roads were the charac- 
teristic means of financing early 
roads in this country, but this 
procedure was well on the way 
out for some time prior to the 
close of the last century. 

Local communities took over the 
responsibility of financing roads 
and, as the automobile grew in 
importance, the states began to 
issue bonds and make appropria- 
tions for highways. State gasoline 
and other automotive taxes fol- 
lowed. 

The current toll highway trend, 
which is continuing despite gen- 
eral opposition from highway-user 
organizations and the Federal Pub- 
lic Roads administration, is based 
primarily on the contention that 
through the issuance of revenue 
the financing of such projects 
bonds amortized from toll receipts 
will permit earlier construction of 
needed express highways than 
would be possible from the cus- 
tomary highway revenue sources. 

Arguments advanced by toll-road 
opponents include the contentions 
that tolls constitute double taxa- 
tion of the highway user; toll roads 
cost more both to finance and to 
operate than comparable free | 
roads; studies by Congress and by 
the Federal Public Roads admin- 
istration have indicated that toll 
roads offer no general solution to 
the highway problem; toll roads 
will interefere with the orderly 
development of better free high- 
ways, and that toll roads if un- 
Successful may become a drain on 
the free-road system. 

Enacted in Colorado this year 
was a bill to enable the state to 





guarantee up to 30 percent of 

the bonds issued to finance toll- 

roads, and a resolution specific- 
ally authorizing construction of 

a 22-mile toll superhighway 

between Denver and Boulder. A 
Subsequent unsuccessful move 
was made by opponents of toll 

roads to place the issue on the 

1950 ballot. 

The Masachusetts legislature au- 
thorized creation of a state turn- 
Pike commission with a $150,000 
appropriation to determine the 
heed and feasibility of a toll high- 
way from near Union, Conn., 
diagonally across Massachusetts to 
near Salem, N. H. Cost of the pro- 
posed 95-mile highway has been 
estimated at upwards of $75,000,000. 
It would connect with toll high- 


ways in Maine and New Hamp- 
shire. 

Proceeding under the authority 
of legislation enacted in 1949 and 
1948, the New Jersey Turnpike au- 
thority was at this writing prepar- 
ing to issue $230,000,000 in revenue 
bonds to finance the construction 
of a 118-mile cross-state toll turn- 
pike from the George Washington 
bridge to Deepwater. Plans call for 
opening of the highway late in 
1951. 

Legislation enacted this year in 
North Carolina authorized organ- 
ization of “municipal corporations” 
to construct and operate toll roads. 
Steps were taken to organize the 
Carolina-Virginia Coastal Highway 
Corp. to construct a toll road along 
the ocean to connect Nags Head 
with Virginia Beach. About 34 
miles of the road would be con- 
structed by the North Carolina 
corporation, while the remaining 
20 miles would be built by a com- 
panion firm in Virginia. 

The Ohio state. Turnpike com- 
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mission recently authorized State 
Highway Director T. J. Kauer to 
make a $600,000 engineering 
study to determine the best 
northern Ohio location for the 
state’s first toll superhighway. 
Kauer, an ex-officio member of 
the turnpike commission, said 
preliminary studies indicated the 
toll highway should connect with 
the Pennsylvania turnpike. 

Oklahoma’s legislature extended 
for two years the life of the Okla- 
homa turnpike authority. The new 
legislation authorized issuance of 
revenue bonds for a maximum of 
40 instead of 35 years to finance a 
proposed toll highway from Okla- 
homa City to Tulsa. Efforts to bor- 
row $33,700,000 from revenue bonds 
to finance the project were still in 
progress at this writing. Additional 
engineering studies of the project 
were being made. 

With arrangements recently com- 
pleted for financing the 67-mile 
westward extension of the Pennsyl- 
vania Turnpike to the Ohio line, 














“See they gave you the business 


for abusing your truck, eh?” 





construction of the new link in this 
famed toll superhighway is slated 
for completion in December, 1951. 


Gov. Okey L. Patteson, acting 
under the authority of 1947 legis- 
lation, recently appointed a West 
Virginia Turnpike commission to 
consider a proposed 185-mile 
superhighway from Moundsville 


to Bluefield, to catch heavy north 
and south traffic flowing to and 
from the Pennsylvania Turnpike 
and federal and state routes. Un- 
official estimates of the cost of 
such a project range from $80,- 

000,000 to well over $100,000,000. 

New Hampshire's $7,500,000 toll 
highway between Portsmouth and 
Seabrook is expected to be com- 
pleted and ready for use by June, 
1950. 

In contrast to the postwar con- 
struction of toll roads and the wave 
of plans for vast expansion of such 
projects, all toll roads in the U. S. 
before the war, according to Fed- 
eral Public Roads Administration 
figures for 1940, totaled only 346.6 
miles. This figure included the 
160.7 miles of the Pennsylvania 
turnpike, 

Other major toll roads included 
the Overseas Highway in Florida 
and the Merrit-Wilbur Cross park- 
ways and the Westchester county 
parkways in Connecticut and New 
York, respectively. 


Fleming Incorporates 


Fleming Motors, Ltd., Vancouver, 
B. C., has been incorporated with 
authorized capitalization of $10,000. 


Offices are located at 202 Pacific 


Bldg., 744 W. Hastings St. 








SaLes OF AUTO SEAT covers are expected to pass 
$200,000,000 this year. Reliable sources predict 
they will pass tires and batteries in sales volume. 


You can cut yourself a lion’s share of this 


business if you sell fibre seat covers made of 


Superfine Textilene Sunsure, the fibre fabric that 


laughs at the sun. 
Fibre fabrics are 


the 3-to-1 favorite of the 


American motorist for seat covers. And Superfine 


Textilene Sunsure is first in the fibre field. 


Superfine Textilene Sunsure fabrics are easy to 


slide over and will not drag on coats or furs. 


They're soft and non-snagging. 


They do not store up static elec- 
tricity. They're tightly woven of finer 


yarns. 


Best of all, Superfine Textilene 
Sunsure fabrics come in a variety of 
fade-resistant colors and patterns. 


MADE OF GENUINE 


There’s a design to suit every car 
And the colors really laugh at 
withstand 200 hours in the Fade-« 


without objectionable fading. 


and car owner, 
the sun. They 


»ymeter machine 


For easier selling, for more satisfied customers, 


look for that Superfine Textilene S 
the seat covers you sell. Write us 


the newest 1950 patterns designed 


unsure label on 
for samples of 


by the famous 


New York designer, Joseph B. Platt, or for the 


new miniature booklets which go 
of Textilene Sunsure seat covers. 
leading seat cover makers now 


Textilene Sunsure. 


Third and Some 
Philadelphia 33 


PEG v S&S PAT OFF 


THE FABRIC 
[ twa LAUGHS ar | 
— THE SUN 





with every set 
More than 200 


use Superfine 


E. W. TWITCHELL, Inc. 


rset Streets 
, Pa. 
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| International Retains 


Ornas and LaBarre 

| CENTERLINE, Mich. — Ornas 
land LaBarre, industrial designers 
|here, announces its reappointment 


|as styling consultants to the Motor 
| modeled after the larger Triumph, |Tyyck division of International 









Auto News From Britain 


International Motor Show Draws 530 Exhibits; 
Few New Models on Display 


By Arthur E. Jones 





NEW DeSOTO DEALERSHIP IN CALIFORNIA—Bean & Cavanaugh, Alameda, 
- this attractive building. The glass-inclosed display room juts out into the front | 
the property so | that it attracts interest. 


Fish Farms Out Output 


Of 250 Carburetors Daily 
AGAWAM, Mass.—An agreement 
between Fish Carburetor Corp. and 
Interstate Mfg. Corp., of Orange, 
Conn-, has been announced by both 
firms. Under the agreement, the 
Connecticut firm will manufacture 
the Fish carburetor at a rate of 


recently 


|treasurer of Interstate, said that 


the carburetor was put to a strin- 
gent test before the arrangements 
were made for manufacture, declar- 
ing that all claims for performance 
made by J. Robert Fish, president 
of the Agawam firm and inventor 
of the carburetor, were substan- 
tiated. Actual production in the 
future will depend entirely on sales, 


Staff Correspondent 


ONDON.—This year’s Interna- 

tional Motor Show, held Sept. 
28-Oct. 8, produced only a couple 
of new models. Most firms were 
content to show products which 
are already doing well, 
some cases minor 
were made. 

It was the 34th exhibition and 
the largest ever, with 530 exhibi- 
tors and about 200 cars on view. 

Overseas producers were in big- 
ger number this year, there being 
21 of the 71 stands devoted to mod- 
els from France, Italy and the U.S. 

An American car, the 1950 Stude- 
baker—with its new design—at- 
tracted the most attention. Many 
manufacturers are wondering 
whether it will set the pace for 
styling. 

British firms showing new mod- 
els were Allard, Armstrong-Sidde- 
ley, Daimler, Healey, Jensen, Jow- 
ett, Lea-Francis, Rolls-Royce, 
Rover and Triumph, though in 
some cases small alterations in 
body work were the only changes. 

Outstanding among the new 
efforts were the Rover and Tri- 


| umph, The Rover 75 takes on the 


modern enclosed body, with out- 
side-the-body wings and built-in 
lights. The bonnet design has 
been reproduced at the rear, and 
in addition to new body work 
there are several minor improve- 
ments to the engine. 

The Triumph Mayflower is a 
small car on modern lines. It has 
a 1,250 c.c. four-cylinder engine 
and a three-speed gearbox. 


though in| 
improvements | 





about 250 daily within two weeks. 
_Alphonse Espari, president and 


NOW! COMPLETE FENDER 
TO FENDER PROTECTION 
AT ORDINARY GRILLE 
GUARD COST!... 


| Espari said. ‘This two- door saloon has been 

















Only the 1949 Chevrolet Kargard Supreme 
is illustrated 


The New ERIE KARGARD SUPREME 


Dealers from every corner of the nation are saying this 
is the hottest, 
guard the automotive industry has ever seen. And an 




















NO OTHER GUARD HAS THESE 


FEATURES! 


1 Gives complete fender to fen- 
der protection yet costs virtu- 
ally the same as an ordinary 
grille guard. 

Withstands a heavier impact 
than any other guard because 
of the shape of its formed 
metal design and the method 
by which it is braced to the 
frame. 

Guaranteed rustproof — bril- 
liant chrome plating identical 
with new car chrome specifica- 
tions. 


4 Simple, quick installation. 


fastest moving, easiest-to-sell grille 


overwhelming majority of dealers’ customers are hap- 
pily buying complete protection instead of partial pro- 
tection—especially with the cost virtually the same. 


Specifically designed and styled to harmonize with 
the beautiful lines of each 1949 car, the new Erie 
Kargard Supreme is now available for BOTH FRONT 
AND REAR of the 1949 Oldsmobile and 1949 Chevro- 
let, and for the front only of the 1949 Buick. Soon avail- 
able for front and rear of 1949 Plymouth and Dodge. 











At better jobbers everywhere—call your jobber NOW. 


ERIE MANUFACTURING CO., INC. | 


2635 SOUTH WABASH AVE., CHICAGO 16 


Whorld’s Oldest Grille Guard Manufacturer | 


making use of the knife-edge lines | Harvester Co. 


|which this firm has adopted and 
found popular with many motor- 
ists. 

* . * 


| Foreign Visitors 
ANY visitors from abroad were 
attracted to the show, particu- 


ers. The Nuffield Organization said 


wholesalers had asked for more. 


inent in the show, even though 
they retained traditional styling. 
The Rolls-Royce Silver Dawn sa- 
loon was outstanding, though 
marked for export only, and a 36- 
horsepower Daimler saloon simply 
breathed comfort and luxury. A 
Bentley appeared in new dress on 
one coachmakers’ stand, having 
modern lines instead of the famil- 
iar radiator. 


At a dinner before the open- 
ing, F. I. Connolly, president of 
the Society of Motor Manufac- 
turers and Traders, asked the 
government to give the auto in- 
dustry better supplies of sheet 
steel so that they could produce 
more cars and take advantage of 
the temporary price benefits 
given by devaluation. 


Auto accessory firms also took 


|}lots of space, and some of their 





contributions were interesting. 


One device shows the driver 
whether or not the throttle is open 
to the correct degree for the speed 
and condition of the engine. A 
light on the dashboard gives a 
flicker when the accelerator is not 
being used properly. 


* * * 


T= SLUMP in export sales of 
British cars in August seemed 
to show some need for new life in 
the export drive, and the devalua- 
|}tion of the pound in relation to 
| the dollar may well provide the 
necessary push. 

Models in the U. S. have not been 
| brought down the full value of the 
| sterling fall, but reductions took 
| place in all prices. 


In spite of suggestions from 
the chancellor of the exchequer 
that goods in Britain will not 
rise in price as a result of the 
undervaluation of the pound, 
auto manufacturers know only 
too well that the cost of certain 
raw materials used in the pro- 
duction of cars will rise in price 
and production costs will go up 
accordingly. 


| Import duties and freight charges | 
| will not be stiffer, and it is inter- 
| esting to note that Austin has tried 
} to cut down on freight charges in | 
| shipping 


its cars to the middle 
west of the U. S. by sending direct 
to Cleveland via the Great Lakes. 
One shipment has already 


and if 


river is free of 


ice. 


Latest production figures from | 
Austin show a monthly output of | 


3,114 vehicles, which is claimed as | 
a record for any British plant. 


Devaluation will send sales of 
cars in Britain down to a rock- 
bottom low. Early in the year, 
when United Kingdom producers 
were fighting the depression ef- 
fects in the U. S., they put a 
good proportion of production on 
the home market. 
Now the greater 
seas for models will cut the home 


| market off almost completely and | 
| delivery dates will be put back. 


°49 Gas Tac 








‘Up in Iowa 


DES MOINES. — Iowa gasoline 
tax collections of $3,087,173 during 


| September brought the total for the 


year to $25,658,947, according to 
State Treasurer John Grimes. Col- 
|lections for September, 1948, were 
| $2,944,195, and for the first nine 
months of last year, $24,843,656. 


that devaluation had cleared their | 
U. S. stock of M. G. midgets, and | 


The quality cars were still prom- | 


larly as devaluation gave an added | 
| price incentive. Most firms report- | 
ed good business from foreign buy- | 





LICENSE PLATE 
FASTENERS 


On or Off With a Quarter Turn 


Heavy %-inch bolt (with T-head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 

PLATED TO PREVENT RUST 
No. 51—Dealer Cost, each 2 
Packed 12 to Box—Order 
Any Quantity 


IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish 
Order Direct from... 
HOUSER ENGINEERING 


& MFG., INC. 
Bluffton, Indiana 
Money-Back Guarantee 








left | 
Britain by this route as a trial, | 
it works successfully the | 
| route will be used next year when | 
|the St. Lawrence 


| advertis 
| travel-minded" car purchasers. 


demand over- | 


|SKIN or TO 


| consumer price, incl. 


| HIDE. 
| advertised consumer price, incl. Fed. 





JNAME PLATES 
ew: PRECISION CAST... 

N ELIMINATING ALL DIE COSTS 
Quantities as low as 100 may be 
ordered with original design for every 
sob! Proof of design submitted for 


approval. Heavily chrome plated 
Write for details. 


502 Locust Street 
Phila. 6, Penna. 


DISTINCTIVE LUGGAGE 


(WaxiPituier) 





"FIELD 
EXECUTIVE 


and profitable to sell nationally 
Maximillian Bonded Luggage to 


it's eas 


iece matched set for men 
consists of a 24” werneeey 7 a 21” Com- 
panion Weekender. Simply snap out the 
exclusive removable SUIT- AC from the Con- 


This deluxe two- 


| vertible Two-Suiter and you have an all- 


purpose bag. Soiled laundry compartment, 
tie-rack, etc. The "Field Executive’ in gen- 
uine IMPORTED PIGSKIN or TOP GRAIN 
ANILINE COWHIDE. #IF. Your Dealer's 
Cost, $81.00; advertised consumer 
price, incl. Fed. Tax, $161.48........ seseeneeenes 
Other 2-pc. Matched Sets: (Not illustrat 
"The Viking’ in Genuine IMPORTED PIG- 
i GRAIN ANILINE COWHIDE. 
#2F. Your Dealer’s Cost, $71.00; adverfised 
Fed. Tax, 
in Genuine DEEP BUFF ox: 
Your Dealer’s Cost, $51.00 


$140.94 
“The Viking" 
#3F. 


Tax, $101.80 
ORDER DIRECT FROM THE 
MANUFACTURER 
Simply check the box opposite the lug- 
gage desired. Then clip and affix this ad 
to your letterhead. Enclose check or credit 

references and mail to: 


Firman Leather Goods Cor rp. 


137 E. 25th STREET, NEW YORK 10, N. 
Inquiries and Sample Orders Invited 


orper Now For XMAS 
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Year ‘49, 94741| 74742) 192090) 379611 |741184 569001 | 28825) 128775|726601 |284210| 60948| 762896 | 198952 236553 1543559| 14255| 48538| 62793) 4705| 2266| 8373, 110599|101967| 76309|143567| 22372) 4001 | 3548296 
to Date ‘48| 79489! 61011 | 160712) 253871 554583 310745| 20835, 95651 |427231 187783, 44477529277 136682! 171726 | 1069945, 48617| 87190\ 135807, 1882, 7308| 21376 81'5!| 8705!| 58B13| 108862) 6119| 473312574861 








New Commercial Car Registrations, All States for September, 1949-1948 


Truck registrations by states are 
released here weekly, as com- 


pleted by R. L. Polk representa- 
tives in state capitals. 





Brockway 
Chevrolet 
Diamond T 











International 
Kenworth 


Sterling 
Studebaker 
Willys-Overiand 
Miscellaneous 


1108 





45789 |'49 


Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 


33 States Previously 























33 States Previously ‘49 29) 47| 15908) 19 201; 211) 5374! 44) 10986 10! 3617; 4836 i0! 304 45 214 9| 2435 302 
Reported for September “48! 39' 60}: 13022 72 556; 2397/5258; ~—16i| 10537| — 24) +3868) ~— 4673 13 333| 413 6| 2345 407! 3825 73| 45974 |'48 Reported for September 
Arkansas ‘49 1038 3 235) 1; 660 232) «179 1 4 134 3 (29 1) 2527 |'49 Arkansas 
Ceca ‘48 WW _ 204 2 65;  —s_|_—siNS3 50; 4 6) 34 3 91 652 | '48 ka 
California ‘49 4) 1951 6 35 33 615 3 133% 25 530 396 14 5 a 38 4 309 37 116 24 5495 ‘49 California 
,. “48; _15| i __ 1455 ™ 20 34 43, 1219 3 1183 BE 637 ___ 446 i 20 20 6 490 39 406 39 __ 6091 | "48 3 
Kentucky . ‘49 2 a) 2 7 2; «187 1) 484 215; 206 5 4 3 3 67 2) 2080 |"49 Kentucry 
s a 2 ed 5| 8 2 132 7 293 - 140; 162] 9 14 __ 6 3 261 _1546|'48 li 
Louisiana ‘49 | 768 | I 14 187 I 648 201 174 2 | 3) | 125 6 48 2179 ‘49 Louisiana 
sc > Z 48 Z_ | _570} _6 8 7 = 142 422 — _ 133] _127 _ 10 eS 9 6? 8 188 5 , 1705 |'48 ze ; 
Mississippi ‘49 626 2 124 337 él 15 3 | | 69) 4) 33 1475 |'49 Mississippi 
Be a ee 48 _419 | 10 _ 109 ! 240 _|_ 118} 120 3 9 33 5 43 3|__ 1114 |'48 See 
Missouri ‘49 ' | 1441) 4 7 389 | 670 308 257 6 150 4 4\ 1} 3279 '49 Missouri 
ol ae b | . ‘48; 1046) 8 20 10 358 2) 643! _ 196) 205} 3 iW 107; 30 232; | 2871/48 he 
New Mexico ‘49 414 ! 62 100 60 34 ! | 2 43 a 13 | 735 ‘49 New Mexico 
eee - = _190 8 i 58 - 2 1S] fa _ 49) i 2 a 2 — 3 bs 7 = __ 557 48 et ae 
New York ‘49 13 él 975 51 28 609 2 717 2 289 410 90 5 43 5 154 92 97 8 3651 ‘49 New York 
ea mn _ 40 _ 68 _ 74 a=: 99 59 _ 675 10 910 oe 5] 39 a 467 ae 122 98 | ! 168 : 72 325 35 4529 |'48 See: 
Ohio ‘49 10 1) 1252 3 13 16 458 9 972 248 366 32 Lt 13 182 56 76 6 3724 ‘49 Ohio 
. alt 48) _ ag __ | | _- 922 |_ 12 . 33 24\ 458 2 7 a 787 ___ | 320i 43 Bie Bh 24 ee 148 74 239 4 _3541 | a Sn 
Oklahoma ‘49 | 802) 2 | 8 82% 572 195 250 3 9 120 18 63 2339 ‘49 Oklahoma 
2s ae ‘48 a 578 7 4 1 181 7 499 ; § z 941 __237| ie 2 13 7 77 9 151 1868 eS wie ok | te 
Oregon ‘49 | 425 I 4 2) «159 || 297 129 118 2 7 4 56 7 45 10-1267 |'49 Oregon 
ee | _ | 302} = 7} 10 _ 2) 265) 2! 234 __ 134) 166} 3) 8 ee 113 20 133 4\ 1453 |'48 - 
Pennsylvania 49/26) 23] ‘TIO iy 18) 10) 32 9| 968 4) 277,422 143 75 149) Bi 70| 17, 4026 |*49 Pennsylvania 
ae ee H ‘48 14) 77|_ 1001 _8 6! 5 669) 25| (1102 ! 44) 512) _ 86] 62) 2! 246 Ht 312) 32) 4778 |"48 A 
South Dakota ‘49 ~ 253) al ae 1) 130 344, «125 I I 34 36 673 ‘49 South Dakota 
as sl 7 _ ‘48 197 es 3 12 | 6! 128) we _ 3th 88 aS Bie - 3] ‘ 34 2 100 664|'48 SS ae 
Tennessee 49 ; 823)—isT 3 1) 194) a Te | 9 i 2 21; 27,38 12014 |*49 Tennessee 
7 Sal ‘48 1] ! 604} _6 6 8 195| 8) 338 __ 192 192 he Se Le ee 86) _ —sB 143) 3 _ 1820 48 
Texas ‘49 7 | 2360) 3 18 18 898 4| 1887 910 784 | 28 | 5 338 67 197 30 7556 |'49 Texas 
ees, ase _'48 13 = 1652) 23 42 13 683! —s9!_—*:1260 |__370 522; 33; =| 2? it 234) 57! 49% 57) _ 5497148 
Wyoming 49 147 4 50 80 1 55 48 1 1 32 2, 3 444 |'49 Wyoming 
(So) — us — 132) | 13 ! 35 98 | 23! __—iS . gal i: a 13 a ee. 452|'48 sees 
All States ‘49 92 132) 31084 39 382 337| 10523 76 21345 42; 7621 8852 28 650 70 424 18| 4544 713) 2100 18! =89253 |'49 All States 
for September me: 186| 208) 23704) 184) 947) 426) 10583)  237| 18979 40! 7192! 8504 38| 669 756| _—*‘18| 4290! _—-RbI|_ 7031 255! 85108 |'48 for September 
Year ‘49 1249; 1130'261548 723! 4047; 2756) 87903) 938/138350 275: 61827; 69853 295| 4821 344, 3097 177| 42611| 6150) 26744 2246) 717084 |'49 Year 
to Date ____ 48! 2074 22851229421| 2014/8596) 4535) 87511! 3458/181592) 690! 54747' 101193) 324) 7839/ ~~ | 9002) ~—341|: 37754! 9036' 60788| 2384! 805584 | '48 to Date 
The following advertised delivered prices $1,507; Suburban, $1,855; bus. cpe., $1,- 
ae yp Rg retail prices at the . e 385.75; Deluxe or = 4-dr. gos.e oi ees: 
‘ac lo y include dealer delivery club cpe., $1,534.25; Special uxe P1s— 
and handling charges and federal taxes. C T 4-dr, sed., $1,644; club cpe., $1,617.50; 
They do NOT include transportation urren rices on ew u omo ! es conv., $1,997; stat. wag., $2,387. 
charges, state sales taxes, or optional PONTIAC—Streamiliner Six—4-dr. sed., 
equipment. 348.50; club cpe., $2,327.50; conv., $2,761; | club cpe., $1,511; Elght—4-dr. sed., $1,546; | bus. cpe., $1,633; Statesman Custom—4-dr. | $1,740 (deluxe, $1,835); sed. cpe., $1,689 
BUICK—Special Series 40—4-dr. sed., | 8-P258. sed., $3,037.25; lim., $3,163.50; | 2-dr. sed., $1,498.50; bus, cpe., $1,419.50; | sed., $1,897; 2-dr. sed., $1,872; club cpe., | (deluxe, $1,784); stat. wag., $2,543 (de- 
$1,925; 2-dr. sed., $1,872; bus, cpe., $1,- | S@ratoga—(Presto-Matic standard) — 4-dr. | Custom Eight—4-dr. sed., $1,637.50; 2-dr. | $1,894; Ambassador Super—4-dr. sed., $2,- | luxe, $2,622); Streamliner Eight—4-dr. sed,. 
819; Super Series 50- 4-dr. sed $2 157: sed., $2,635; club cpe., $2,608.75; New)|sed., $1,590; club cpe., $1,595.50; conv., | 064; 2-dr. sed., $2,039; club cpe., $2,060; | $1,808 (deluxe, $1,903); sed. cpe., $1,758 
2-dr. sed., $2,059; conv., $2,583; stat. | Yorker — (Presto-Matic standard) — 4-dr. | $1,948.50; stat. wag., $2,263.50. Ambassador Custom—4-dr. ae. $2,223; | (deluxe, $1,853); stat. wag., $2,611 (de- 
wag. 172: . oa “ 7 _..| sed., $2,750.75; club cpe., $2,724.50; conv., c : ° 2-dr. sed., $2,198; club cpe., $2,219. luxe, $2,690); Chieftain Six—4-dr. sed., 
(Detafiee standard tin sent’? 53935; | $3:230.75; Town & Country conv., $3,994.75; |__1 ar Men go Gone cone $9 200 tte" | OLDSMOBILE — Series 76 — 4-dr. sed., | $1,761 (deluxe, $1,856); 2-dr. sed., $1,710 
2-dr. sed $2,618; conv., $3 150: stat. | Crown Imperial — (Presto-Matic standard) = “ty ae 2 ~ $1,832 (deluxe, $1,974); 4-dr. town sed., | (deluxe, $1,805); club cpe., $1,710 (deluxe, 
wag., $3,734; Riviera, $3,203. *|—4-dr. sed., $4,714.50; 8-pass, sed., $5,- |, . HUDSON — Super Six — 4-dr. sed., $2,- | $1,321 (deluxe, $1,963); 2-dr. sed., $1,758 | $1,805); bus. cpe., $1,587; conv. deluxe, 
eee Ban 278.75; lim., $5,383.75. 206.50; | 2-dr. sed., $2,156; club cpe., | (deluxe, $1,900); club cpe., $1,732 (deluxe, | $2,138; Chieftain Eight—4-dr, sed., $1,829 
CADILLAC—Series 61—4-dr. sed., $2,- $2,203.25; bus. cpe., $2,053.25; conv., $2,- | $1973): conv., $2,148; stat, wag. deluxe, | (deluxe, $1,924); 2-dr. sed., $1,779 (deluxe, 


893; sed. cpe., $2,788; Series 62—4-dr. sed., 
$3,050; sed. cpe., $2,966; conv., $3,497; 
Coupe De Ville, $3,497; Series 60 Special— 
4-dr. sed., $3,828; Serles 75—5-pass. sed., 
$4,750; 7-pass. sed., $4,970; 7-pass. Im- 
Perial, $5,170; 9-pass. sed., $4,650; 9-pass, 
Imperial, $4,839. 

CHEVROLET — Fieetline Special — 4-dr. 
Sed., $1,460; sed. cpe., $1,413; Fleetline 
Deluxe—4-dr, sed., $1,539; sed. cpe., $1,- 
492; Styleline Special—4-dr. sed., $1,460; 
2-dr. sed., $1,413; club cpe., $1,418; bus. 
cpe., $1,339; Styleline Deluxe—4-dr. sed., 
$1,539; 2-dr. sed., $1,492; club cpe., $1,508; 
conv., $1,857; stat. wag., $2,267. 

_ UHRYSLER—Royal—4-dr. sed., $2,153- 
-45; club cpe., $2,133.75; stat. wag., 
$3,151; 8-pass. sed., $2,842.50. Windsor— 
(Presto-Matic standard)—4-dr. sed., §$2,- 


OCROSLEY—2-dr. sed., $866; stat. wag., 
$894; conv., $866; Hotshot roadster, $861. 


DeSOTO—Deluxe—4-dr. sed., $2,006.25; 
club cpe., $1,995.75; Carry-All sed., $2,- 
210.50; stat. wag., $2,979.25; Custom— 
(Tip-Toe Hydraulic Shift standard)—4-dr. 
sed., $2,193.75; club cpe., $2,175.75; conv., 
$2,598; 8-pass. sed., $2,882.75; Suburban 
sed., $3,198.75. 


DODGE—Wayfarer — 2-dr. sed., $1,755; 
roadster, $1,744.50; bus, cpe., $1,628.75; 
Meadowbrook—4-dr. sed., $1,865.75; Coro- 
net —4-dr. sed., $1,944.75; club cpe., 
$1,931; conv., $2,346; 4-dr. town sed., 
$2,029; stat. wag. $2,882.50; 8-pass. sed., 
$2,634.25. 


FORD — Six — 4-dr. sed., $1,472; 2-dr. 
sed., $1,425; bus. cpe., $1,333; Custom Six 
—4-dr. sed., $1,558.50; 2-dr. sed., $1,511; 


798.75; Super Eight—4-dr. sed., $2,295.50; 
2-dr. sed., $2,245; club cpe., $2,292.25; 
Commodore Six—4-dr. sed., $2,382.75; club 
epe., $2,358.50; conv., $2,951.50; Commo- 
dore Eight—4-dr. sed., $2,472; club cpe., 
$2,447.75; conv., $3,040.75. 

KAISER — Special — 4-dr. sed., $1,995; 
Traveler, $2,088; Deluxe—4-dr. sed., $2,- 
195; Vagabond, $2,288; conv., $3,195; Vir- 
ginian, $2,995. 

LINCOLN — 4-dr. sed., $2,574.50; club 
cpe., $2,527; Cosmopolitan—4-dr. town sed., 
$3,238; sport sed., $3,238; club cpe., §$3,- 
185.50; conv., $3,948, 

MERCURY—4-dr. sed., $2,031; club cpe., 
$1,978.50; conv., $2,409.50; stat. wag., $2,- 
715.50. 

NASH—Statesman Super—4-dr. sed., $1,- 
738; 2-dr. sed., $1,713; club cpe., $1,735; 





$2,895; Series 88—(Hydra-Matic standard) 
——4-dr. sed., $2,244 (deluxe, $2,375); 4-dr. 
town sed., $2,233 (deluxe, $2,364); 2-dr. 
sed., $2,170 (deluxe, $2,301); club cpe., 
$2,143 (deluxe, $2,274); conv., $2,559; stat. 
wag. deluxe, $3,296; Series 98 — (Hydra- 
Matic standard)—4-dr. sed., $2,500 (deluxe, 
$2,594); 2-dr. sed., $2,426 (deluxe, §$2,- 
520); conv. deluxe, $2,973; Holiday, $2,973. 

PACKARD — Eight — 4-dr. sed., $2,249; 
2-dr. sed., $2,224; stat. wag., $3,449; De- 
luxe Eight—4-dr. sed., $2,383; 2-dr. sed., 
$2,358; Super — 4-dr. sed., $2,633; 2-dr. 
sed., $2,608; Super Deluxe — 4-dr. sed., 
$2,919; 2-dr. sed., $2,894; conv., $3,350; 
7-pass, sed., $3,950; lim., $4,100; Custom 
—(Ultramatic standard)—4-dr. sed., $3,- 
975; conv., $4.520. 

PLYMOUTH — Deluxe P17 — 2-dr. sed., 


$1,874); club cpe., $1,779 (deluxe, $1,874); 
bus. cpe., $1,656; conv. deluxe, $2,206. 
STUDEBAKER—Champion Deluxe—4-dr. 
sed., $1,688.50; 2-dr. sed., $1,656.75; club 
epe., $1,683; bus. cpe., $1,588.25; Cham- 
pion Regal Deluxe—4-dr. sed., $1,762; 2-dr. 


sed., $1,730.50; club cpe., $1,756.75; bus. 
cpe., $1,662; conv., $2,086.25; Commander 
Deluxe—4-dr. sed., $2,019.25; 2-dr. sed., 
$1,987.75; club cpe., §2,014; Commander 
Regal Deluxe—4-dr. sed., $2,140.50; 2-dr. 
sed., $2,108.75; club cpe., $2,135; conv., 
aoe Land Cruiser 4-dr. sed., §2,- 
327.75. 


WILLYS-OVERLAND—Four—stat. wag., 
$1,709.08; stat. wag. (four-wheel-drive), 
$2,008.27; Jeepster conv., $1,603.01. Six— 
stat. wag., $1,814.33; stat. sed., $1,866.92; 
Jeepster conv., $1,639.85. 
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Rayl Expands 

Rayl Motor Co, (Pontiac), 318 N. 
Buckeye St., Kokomo, Ind.,_ is 
building an addition to their quar- 
ters, to add about 5,000 square 
feet. Work is expected to be com- 
pleted by Dec. 15, at which time 
the service department will be 
moved into the new space. 


Pc aaaea yt Tt, 
NAME PLATES 


DEALERS: 


The Modern Advertising Plate 
With Customer Eye Appeal 


Write TODAY for beautiful full- 
size FREE SAMPLE... Yours to 
keep and compare! 


Stemac...- 


DISTRIBUTORS WANTED 


Three cheers for those cars 
with VENTALARM whistling tank 
fill signal. 

Faster fills with no costly 
spills, no stained fenders to 
create ill will. 

It's the only way that we can 
eliminate all types of spills and 
give a car owner the kind of 
service he expects. 

Manufactured by 
SCULLY SIGNAL COMPANY 


92 First Street, Cambridge 41, Mass. 


v ae : 
Rint IT'S HERE... 
Another 


Marson Time Saver! 


~ 


Replaces 
WORN FENDER WELT 


without Removing Fender 


% Strong, flexible plastic fin- 
ish is all-weather resistant. 


*% Clips expand and hold 
tight . . . serrated edges 
give a permanent grip. 


%& Zip-Welt takes just 
utes to install . . . shear 
off the old welt . . . and 
then . . . Zip-Welt is in 

.. in a jiffy. 

% Zip-Welt conforms to all 

automobile contours. 


%& Write today for FREE Sam- 
ple and complete _infor- 
mation. 


———— COUPON ———— 


| The Marson Corp. 
115 Mill Street, Revere 51, Mass. 


| Gentlemen: Please 
| length of Zip-Welt 


Name 
2 ———EEE 
City 

L State 


min- 


send me sample 


FREE. 


=| 
| 
| 
| 
| 
| 
| 
| 








AUTOMOTIVE NEWS, NOVEMBER 7, 1949 


Auto Market Page 


Off in Los Angeles 


New-car sales in southern Cali- 
fornia dropped off considerably 
during the last 10 days of October. 
However, automobile dealers felt 
that it was a normal occurence, as 
many people are waiting to take a 
look at 1950 models. 

Used-car sales continued steady, 
due, it is believed, to worry that 
the steel strike may increase used- 
car values and the market may 
suddenly rise if the strike con- 
tinues. 

Automobile dealers complain 
that they are working on a very 
low cross profit. One major 
dealer organization showed only 
a 2 percent net profit for Sep- 
tember. 

Another dealer reported his new- 
car sales for the first 10 months of 
1949 were over $2 million, but his 
net profit was less than $10,000. 


All dealers are paying consider- 
able attention to their sales organ- 
izations and are now giving 
inexperienced salesmen some inten- 
sive training.—(Slim Barnard). 

* * * 


Lawrence, Kans. 

One dealer here reported a 12 
percent gain in September new-car 
sales compared to September a year 
ago, and a 25 percent gain in used 
car sales. 


His new truck business indicated 
a 10 percent gain and his used 
trucks a 25 percent loss. Both his 
service and parts departments 
showed gains of 10 to 15 percent. 

He believes that the new-car 
business should remain good dur- 
ing the next month or two, as 
well as the used-car business, He 
thinks, however, that the truck 
business will become poorer, and 
the parts and service departments 
better. 

Another dealer reported a 10 per- 
cent gain in new cars over a year 
ago, and a 15 percent gain in used- 
ear sales. His service department 
remained even with September, 
1948, but his parts department in- 
dicated a 5 percent loss. 

This dealer feels that competition 
will become keener during the 
months ahead, but that despite this 
fact the car business should remain 
good. He expects the price decline 
to continue in used cars, and said 
that the parts and service business 
should continue about the same. 

Another dealer reported a 25 
percent gain in new-car sales, 
while his used-car sales showed a 
49 percent decline during Sept. 

1949, compared with September a 
year ago. 

His new-truck sales indicated a 
22 percent loss, and his used-truck 
showed a 50 percent loss during the 
same period. His service depart- 
ment was 28 percent under that of 
a year ago, while his parts depart- 
ment was 35 percent below that of 
September, 1948. 

Other dealers reported gains of 
10 to 20 percent in their new-car 
sales, while most of them reported 
declines in used-car sales, Truck 
sales were below those of a year 
ago, and in some cases parts and 
service departments were below the 
September, 1948, level.—(George M. 
Hunholz). 


ok + 8 


Philadelphia 
New-car sales in Philadelphia 
during September were 40 percent 
above those of the same month last 
year with 5,440 new cars sold this 


September against 3,900 sold in Sep- 
tember, 1948. 

Chevrolet sold 1,160 new cars in 
September, compared with 740 last 
year, while Plymouth sold 1,025 this 
September against 630 in the same 
month of 1948. 

Ford, in third place, slipped 160 
cars under its August total to end 
up with a figure of 680. This was 
165 more cars than Ford sold in 
September, 1948. 

Other September new-car sales 
were: Buick, 465; Oldsmobile, 340; 
Dodge, 320; Pontiac, 310; Stude- 
baker, 230; Mercury, 180; Chrysler, 
140; Nash, 130; DeSoto, 110; Cadil- 
lac, 90; Kaiser, 70; Packard, 70; 
Hudson, 65; Lincoln, 20; Willys, 20; 
Frazer, 10; Austin, 4; Crosley, 3, 
and miscellaneous, 5. (Norman 
Shigon). 


* * 


* 
Utah 
The Utah Automobile Dealers 


Assn. reports new-car sales in Utah 
in the first nine months of this year 


exceeded the 1948 total of both cars | 


and trucks of 14,107 by 1,810 units. 

Last year’s transactions for the 
first nine months were 10,486 com- 
pared with this year’s 15,917 sales 
for the same period. 

Chevrolet led in August with 
453 new cars, Ford had 312, and 
Plymouth was third with 226, 

New-truck sales for the first nine 
months of this year were 4,482; last 

year’s sales for the same period 


were 4,747. Although sales took a| 


5 percent decrease from last year’s 
figures, September truck sales were 
32 units over August’s total of 470. 


Chevrolet held first place in Au- 
gust with 142 new-truck sales, Ford 
had 102 and GMC took third with 
65. Chevrolet and Ford continued to 
hold first and second place in Sep- 
tember new-truck sales while Inter- 
national rose from fifth place in 
August with 49 sales to third place 
in September with 71 sales.—(Kath- 
erine H. Schraut). 

* = * 


North Carolina 

The North Carolina motor vehicle 
department reports that new-car 
sales in the state during September 
almost doubled those of the same 
month a year ago. 

Sales in September were 9,454, 
compared with 4,924 in September 
of last year. New-car sales for nine 
months of 1949 rose to 65,228. 

New-truck sales for the month 
were 2,918, compared with 2,531 
in September, 1948. This year’s 
sales rose to 18,756. 

Department officials said Meck- 
lenburg county led September sales 
with 634. Wake was second with 
542 and Guilford third with 527. 

Wake led in truck sales with 441. 
Mecklenburg was second at 114 and 
Guilford third with 93. — (L. D. 
Bray.) 


* * * 


Buffalo 


New-car registrations in Erie 
county (Buffalo) during September 
totaled 2,856, compared with 2,437 
in the corresponding month a year 
ago, according to the Buffalo Auto- 
motive Trade Assn. 

Registrations for the first nine 
months of this year totaled 27,376, 
compared with 21,137 in the corres- 
ponding period of 1948. 


The gain of more than 400 units | 


over September, 1948, was con- 
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VAN WINKLE IS WIDE AWAKE—Pontiac’s better dealer program award has been pre- 
sented in Dallas to A. P. Van Winkle, right, president of Van Winkle Motor Co. after the 
dealership completed qualification for the award with remodeling and enlargement of its 
plant. The dealership, containing 33,304 square feet, is ranked as one of the most modern 
in Texas. Ira J. Woodfin, center, Pontiac zone manager, congratulates Van Winkle. At left 


is George Staring, district manager. 


| ler, 


sidered an impressive one because | 





{the volume of business last year 


was heavy. 

Registrations for September by 
makes were: Chrysler, 81; DeSoto, 
67; Dodge, 175; Plymouth, 323; 
Ford, 374; Lincoln, 25; Mercury, 94; 
Buick, 265; Cadillac, 55; Chevrolet, 
712; Oldsmobile, 140; Pontiac, 231; 
Kaiser-Frazer, 24; Crosley, 3; Hud- 
son, 56; Nash, 59; Packard, 28; 
Studebaker, 137, and Willys, 3.— 
(George E. Toles). 

* * ~ 
Fort Worth 

New-car sales in Tarrant county 
(Fort Worth), Tex., totaled 895 in 
September, Combined new - truck 
and commercial-vehicle sales for 
the month were 193. 

By makes, new-car registrations 
were: Anglia-Prefect, 1; Buick, 
57; Cadillac, 18; Chevrolet, 248; 
Chrysler, 18; DeSoto, 14; Dodge, 
58; Ford, 156; Frazer, 3; Hudson, 
17; Kaiser, 2; Lincoln, 3; Mer- 
cury, 47; Nash, 4; Oldsmobile, 28; 
Packard, 6; Plymouth, 89; Pon- 
tiac, 37; Studebaker, 57, and Wil- 
lys, 32. 

New-truck and commercial-vehi- 
cle sales were: Chevrolet, 57; Dodge, 
20; Ford, 57; GMC, 12; Interna- 
tional, 13; Mack, 1; Studebaker, 15; 

White, 4, and Willys, 14. 


* * * 


British Columbia 

New registrations of private au- 
tomobiles in British Columbia dur- 
ing August were almost 150 percent 
higher than those for August, 1948. 
New registrations, composed mostly 
of new cars, numbered 1,778 in 
August, 1949, compared with 717 
for August, 1948. 

New registrations of commercial 
vehicles during the month totaled 
606. Total registrations as of Aug. 
31 showed 207,892 cars, trucks and 
buses registered in the province. 
This compares with 183,217 at the 
same date in 1948, Of this year’s 
total, 152,186 were private passen- 
ger cars, while 55,706 were com- 
mercial vehicles. 

Of British Columbia’s population 
of just over 1,000,000, 281,372 per- 
sons held driver’s licenses on Aug. 
31. This compared with 257,760 li- 
censes issued as of Aug. 31, 1948. 

* * * 


Omaha 


While new-car sales in Douglas 
county (Omaha) during September 
showed a sharp drop, new-truck 
sales were slightly ahead of the 
preceding month’s total. 


New-truck sales during Sep- 
tember amounted to 175, against 
164 in August. New-car registra- 
tions declined to 981 in Septem- 
ber from 1,299 in August. 

New-car sales by makes during 
the month were: Chevrolet, 219; 
Ford, 180; Plymouth, 150; Buick, 
88; Pontiac, 77; Studebaker, 53; 
Oldsmobile, 47; Dodge, 40; Chrys- 

28; Hudson, 20; DeSoto, 19; 
Mercury, 18; Cadillac, Packard 
and Nash, 11; Kaiser, 4; Lincoln 
and Frazer, 2, and Willys, 1. 
New-truck sales in September 
were: Chevrolet, 57; Ford, 47; In- 
ternational, 22; GMC, 14; Dodge, 
11; Studebaker, 8; White, 6; Wil- 
lys, 4; Diamond T, 3, and miscel- 


|}laneous, 3.—(Arthur R. Oleson). 


* * * 


Corpus Christi 

Automobile sales in Nueces 
county (Corpus Christi), Tex., in 
the first three quarters of this year 
were up $2,000,000 more than the 
same period in 1948, tax figures 
show. 

A sales value of $21,552,060 was 
indicated as compared to $19,379,- 
378 in 1948. Each quarter of this 
year has shown an increase over 
the previous quarter. 

The sales value was indicated in 
the collections of the 1 percent 
state sales tax, which this year 
amounted to $215,220,60. For the 
same period last year it was $193,- 
793.78.—(Joe Hornaday). 

+ ~ on 


Birmingham 

September sales of new cars in 
the Birmingham (Ala.) area were 
352 units under August. Total sales 
for the month were 870, against 
1,222 for August. 

Sales by makes were: Buick, 51; 
Cadillac, 15; Chevrolet, 230; Chrys- 


ler, 27; Crosley, 1; DeSoto, 1: 
Dodge, 85; Ford, 134; Frazer,’ 1 
Hudson, 9; Lincoln, 5; Mercury, 41 
Nash, 7; Oldsmobile, 34; Packarc, 
11; Plymouth, 98; Pontiac, 38 
Studebaker, 46; Willys, 1, and mis- 
cellaneous, 1. 


Used-car sales were also off to 
about the same degree, and prices 
were down from 10 to 15 percent.- 
(Stuart Riddle). 

= 


Kansas City 

New-car sales in Kansas City 
during August established a month- 
ly high for the year of 3,594. This 
topped the high of July by 414 
The cumulative total for the first 
eight months of the year in new- 
car sales reached 20,192. 

Although new-truck sales of 426 
for August were higher than the 
preceding three months, they failed 
to outdo the April figure of 468 
The new-truck total for the Jan- 
uary-August period was 2,868. 

Some attributed the August rise 
in sales to better delivery sched- 
ules while others pointed to added 
sales efforts as the real factor.— 
(Joseph B. Roberts). 


* * * 


Akron 


After slumping slightly for one 
week, new-car sales in Summit 
county (Akron) zoomed to 430 dur- 
ing the week ended Oct, 22, the 
Akron District Automobile Dealers 
Assn. reports. 

The total was the highest in sev- 
eral weeks, easily topping the pre- 
ceding week’s figure of 368, In the 
comparable week of 1948, 343 new 
cars were sold. 

Used-car sales also climbed to a 
peak of 540 during the same week, 
compared with 445 in the preceding 
a and 284 in the same week of 
1948. 


. * @ 


Topeka, Kans. 


The majority of automobile deal- 
ers in Topeka, Kans., reported 
gains in new-car sales during Sep- 
tember, 1949, as compared with 
September, 1948. 


Used-car sales were less, however. 
New-truck sales showed a loss dur- 
ing the same period, and used 
trucks were much slower this year. 
Losses were also reported in parts. 
while gains were indicated in serv- 
ice business. 

One Big Three dealer reported 
a 97 percent gain in new-car 
sales during September, 1949, 
over September, 1948, and a gain 
of 133 percent in used-car sales. 


Both his new and_ used-truck 
departments showed losses of 18 
and 20 percent, respectively. He 
reported an 8 percent loss in parts 
business and a gain of 2 percent in 
his service department. 


This dealer believes that the new- 
car business will be slower during 
the next month or two because of 
year-end clean up. 

He feels that the used-car market 
will remain about steady, but that 
the truck business will be definitely 
slow, Parts and service will remain 
about steady, in his opinion. 


Another dealer reported a 25 
percent gain in new-car sales 
during September over Septem- 
ber, 1948, and said his used-car 
sales were down 20 percent during 
the same period. 

His new-truck business showed a 
17 percent gain, and his used-truck 
sales reflected a 22 percent gain 
over the same period of a year ago. 
His parts business declined 13 per- 
cent, while his service department 
gained 10 percent. 

This dealer believes that the new- 
car business will become worse as 
it goes into the winter season, and 
that the used-car market will re- 
main about the same. 

He believes that there will be less 
truck business during the latter 
part of the year. Parts and service 
business will be good, he believes 

Some dealers think that new 
model changes might make a differ- 
ence in new-car sales, as buyers 
will probably want to wait for the 
new model.—(George M. Hunholz) 


Texas Incorporates 2 


Two new automobile companies 
have been issued charters in Texas 
Those listed include Germer Motor 
Co., Inc., of Uvalde. Capital stock 
is $1,000, and incorporators are 
Herbert Germer, Othella Sawyer 
Germer and August W. Olson. 

Nash-Longview of Longview lists 
$50,000 as capital stock and J. ¥:. 
Bradley, Travis Beavers and Fren- 
ces Beavers as incorporators. 
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COURTHOUSE SQUARE 


4FULLPROCEEDSZ POLIO FUN 


Lrnated By Pou of ED 


DEALER EDWARD'S GOOD DEED—Paul Edwards, Springfield (Ill.) Kaiser-Frazer dealer 
(left), and George Kaiser (second from left), factory representative, pose with the emergency 
polio fund committee prior to an auction of an auto contributed to the campaign by Edwards. 


Lake-Geauga (O.) Dealers [> Cole, Willoughby, vice-presi- 


. dent; J. William Smith, Paines- 

Elect New Officers ville, treasurer, and Art Thomson, 
The Lake-Geauga (O.) Automo-| Painesville, secretary. New trustees 

bile Dealers Assn. has elected D.| are Pat DuPan, Painesville; A. G. 

F. Bailey, Painesville, as president.| Rogers, Willoughby, and Martin 
Other officers selected include J.| McBride, Chardon. 





NEW PORTABLE FORMS - HOLDER 


Compact! 


Protects Forms! 





Sizes to meet all needs. Above: Double-Lid Model D-815-N National SLIP-PAK* 
for forms up to82"x 11%". Holds up to 35 sets of triplicate 1-time carbon forms. 
Below: Single-Lid Model S-30 National SLIP-PAK* for forms up to 3%" x 7”. Holds 
up to 50 sets. Filing space for 60 sheets. Fits easily in jacket pocket. (Form 
dimensions are maximum. Each SLIP-PAK* takes a wide variety of smaller forms.) 


Smooth, Hard Writing Surface 
and Exclusive Hand-Rest! 





Welt whine you ace” 
and eliminate forgotten records! 


National SLIP-PAK* combines speed and convenience 
with clearer, more legible records. When closed, 
National SLIP-PAK* completely protects your forms. 
To use: slide lid open; flip top set of forms into posi- 
tion; close lid, and write. Remove completed form, 
and file the copy in convenient, self-contained filing compartment. Note the 
“extended hand-rest,”’ exclusive feature of National SLIP-PAK*. When writing at 
bottom of a form, slide lid back and it becomes a hand-rest which assures more 
legible writing. Simple to use . . . reloads in 10 seconds. Order yours today! 

*Trade marks 
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Priced from $2.75 to $5 plus taxes and postage | ~ 
(in United States, only). Order today from your = 
nearby National Cash Register Company office. 

Or write to the Company at Dayton 9, Ohio. 


THE NATIONAL CASH 
REGISTER COMPANY 








ANNOUNCING A REVOLUTIONARY 








Bond Law, Price Slump 


Close 115 Utah Dealers 


SALT LAKE CITY.—Elias J. 
Strong, executive secretary of the 
Utah Automobile Dealers Assn., re- 
ports the closing of about 115 used- 
car lots since July 1, when the 
state law went into effect requir-| 
ing a $5,000 bond for each dealer 
and a $1,000 bond for all car sales- 
men. 

State officials who passed the 
law hoped to control the fly-by- 
night dealers estimated to have 
stripped Utahans of $500,000 in 
used-car transactions when the 
market was high. 


| Most of the dealers who discon- 
tinued business were influenced by 
the skidding market rather than 
the new law since there were more 
used-car dealers than normal mar-| 
ket conditions would accommodate. | 
* a7 + 


Canadian Loan House 


Fleeced of $100,000 


| TORONTO, Ont.—Colonial Fi-| 
;}mance Co., Toronto, has_ been| 
swindled out of $100,000 on the 
operation of a used-car business in 
Peterborough, Ont. Warrants have | 
been issued for Aubrey S. Han- 
cock, 35, formerly of Toronto, and 
Paul Imming, 24, of Peterborough, 
charging them with forgery and 
false pretenses. 

According to police, the swindle 
was based on fake applications for 
about 80 car loans. Operating as| 
used-car dealers, the pair forged | 
agreements of sale which included | 
applications for loans. 

These were forwarded to Colo- 
nial Finance, using fictitious names 
for the persons wanting loans. The 
loans were mailed to the “dealers” 
who operated under the titles of 
Hancock Motors and Imming Ideal | 
Auto Body. 

The monthly payments on the} 
loans were paid on the dot by the 
two men and not a suspicion of | 
any irregularity was considered by 
the finance company. About two| 
weeks ago Hancock and Imming 
left town. | 


~ * * 

e 7 
Aid to Charity 
Safety Prompts Junking 

Of Toledo Jalopies 

TOLEDO.— Under the _ slogan, 
“Save a Life Twice,” the Toledo} 
Used Car Dealers Assn. is prepar- | 
ing to auction off 25 jalopies this 
month for the benefit of the Toledo | 
Community Chest campaign. To} 
make sure the ancient autos are 
taken permanently off the high-| 
ways, dealers will stamp the titles | 
“salvage” after the vehicles have | 
been auctioned off to the highest 
bidder. 

Auto graveyard dealers from the 
area will be invited to attend and 
put in bids, the association decided 
at its last meeting. Prior to the 
auction, to be conducted at a 
downtown lot, the cooled-off hot- 
rods and jalopies will be driven 
in a parade through the business | 
section, Earl (Doc) Greiner, asso- 
ciation president, reported. | 

* * * 


Begel Elected Head 


Of Milwaukee Group 


MILWAUKEE. — At the annual | 
meeting of the Badger State Auto- | 
mobile Dealers Assn. here the fol- | 
lowing new officers were elected: | 
president, Benjamin Begel, B. B.| 
Begel Co.; vice-president, Aaron | 
Nelson, Nelson Motor Sales; secre- 
tary, Wesley Wilberg, Wesley Mo- | 
tor Sales; treasurer, Vincent Koep- | 
pel, of Koeppel Kar Co.; sergeant- | 
at-arms, Anthony Krief, Krief Mo- | 
tor Sales. Directors: Edward C.| 

















80% of Cars Flunk | 
Saskatchewan Tests 

OTTAWA.—More than 80 per- 
cent of Saskatchewan cars have 
mechanical defects, according to | 
J. A. Christie, safety head of | 
the province’s insurance office. 
Only 561 of 3,244 cars checked | 
at 17 points got an “OK” rating, | 
he said. 

Christie said the tests pointed | 
up “an alarming situation.” The | 
majority of vehicles checked, he | 
added, were found to have either 
defective brakes or defective 
steering. 


Used-Car Notes 
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POLAVISION 


| larized for better vision for cus- 
| tomers and bigger profits for you! 


| it’s selling on sight! 
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ion, but later pleaded financial 
difficulties when pressed to turn 
lover the proceeds and _ instead 
executed a note. 








| Clifford Overvold Sells 
To 2 Former Employes 
Clifford Overvold Pontiac Co., 
| 814 Center Ave., Moorhead, Minn., 
|} has sold out to Myrle S. Anderson 
|and Clifford Stadum, former em- 
ployes. The new firm will-be known 
as Anderson-Stadum Pontiac Co. 
Others associated with the new 
|enterprise are Ross L. Gabriel and 
Allie Twetten, salesmen; Milo 


Wehe and Arthur F. Ennis. Plans 
for membership drives and ex- 
panded activities were discussed at 
this meeting. 

* 
St. Louis Cards’ Marion 


Sues to Collect Note 

ST. LOUIS.—Martin Marion, star 
shortstop of the St. Louis Cardin- 
als, has filed suit here against Jack 
Norder, a used-car dealer, on a 
note for $3,000 given by Norder to 
cover the proceeds of the sale of| (Mike) Frimanslund, parts man- 
Marion’s automobile. ager, and Vern Herman, service 

Norder handled the sale for Mar- | manager. 
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first and only 
POLARIZED mirror! curs ciare 80% 


This can’t-be-copied mirror is po- 


Sparton Polavision cuts glare 80% 
... requires no bothersome adjust- 
ing or finger-flicking. No wonder 





Outside, rectangular rubber-rim Pola- 
vision complete mirrors and replace- 
ment mirror heads are available for 
trucks and buses. 


Write for details on the complete 
Sparton line of safety devices. 


OTHER SPARTON WINNERS! 


Tornado electric air horn 


BRASS, CHROMIUM-PLATED 
$39.75 (6-volt) 
$41.50 (12-volt) 


SU-POWER ALL-STEEL HORN 
$18.50 (6-volt) 
$19.50 (12-volt) 

Slightly higher west of Rockies 

? Safety Lamps Complete line of automobile and truck horns 

Complete line of fog, 

driving, back-up and 

stop lamps. 





Directional Signals 
Visible more than 125 
feet. Correct signal 
lights for every vehicle. 


ALLELE 


AUTOMOTIVE 





THE SPARKS-WITHINGTON COMPANY 


° . JACKSON, MICHIGAN 
One complete line . .'. one reliable source. 
Makers of quality safety signals since 1899. 
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DEALERS! 


Inquiries invited 
on territories 


still available. 


STAR MANUFACTURING COMPANY 


STORAGE EQUIPMENT DIVISION 


BOX 618 KANSAS CITY, MISSOURI 
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AUTOMOTIVE NEWS, NOVEMBER 7, 1949 


Little Change Seen in Basic Operations. . . 





Enigma on Minimum Wages 


WASHINGTON.—With the legis- 
lation boosting the national mini- 


mum wage required under the Fair | 


Labor Standards Act from 40 cents 


to 75 cents an hour now signed | 
by President Truman, many em-| 


ployers, it seems, are not certain 
of what next. 

It may be said, however, that 
the fundamental operations of 
the new wage-hour law will be 
little different from the existing 
legislation. The new version was 
signed at the White House Oct. 
26. It becomes effective 90 days 
from that date. 

It excludes some workers now 
covered and covers some others not 
now covered. It clarifies some pro- 
visions of the existing law, and in- 
troduces new doubts into some ex- 
isting situations which ultimately 
will call for court interpretations. 

Like the old law, however, the 

administration still will be in the 
hands of the wage and hour divi- 
sion of the Department of Labor, 
headed by William R. McComb, the 
administrator. 

Initially, doubting employers will 
call upon the administrator for in- 
terpretation. Then, when doubts 
still persist, appeals may be made 
to the courts. 

The new law raises minimum 
wages to 75 cents an hour with 
overtime based on the 75 cents an 
hour rate and it applies to em- 
ployes engaged in interstate com- 
merce or in the production of goods 





Engineering Award 


Goes to Ferguson 


DETROIT.—A special award of 
merit was presented Harry Fergu- 
son, Inc., manufacturer of Ferguson 
tractors and farm implements, here 
last week by the American Society 
of Industrial Engineers. The award 
was presented “in recognition of 
the high standard of excellence 
achieved in the engineering and 
manufacture of farming equip- 
ment.” 

Robert L. Crinnian, national 
president of the society, presented 
a scroll symbolic of the award to 
Herman G. Klemm, director of 
engineering for Ferguson, in an 
informal ceremony held at the com- 


pany’s offices at 3639 E. Milwaukee | 
Ave, Julius Goldman, professor of | 


engineering at Detroit Institute of 
Technology and vice-president of 
the society, and Virgil Lougheed, 
also from DIT, attended the cere- 


|for or the handling of goods in 
interstate commerce. 

Production is defined to include 
work “in any closely related pro- 
cess or occupation directly essen- 
tial” to production or handling. 
The present law includes only 
work “necessary” for production 
| or handling. 

There are three tests for exemp- 
| tion of a retail or service establish- 
ment: 

1. Over 50 percent of the estab- 
|lishment’s sales by annual dollar 
volume of goods or services must 
be made within the state in which 
the establishment is located. 

2. In order for an establishment 
to be exempt, no more than 25 
percent of its annual dollar vol- 
ume of sales of goods or services 
(or both) must be made for re- 
sale. 

3. Seventy-five percent of the es- 
tablishment’s annual dollar volume 
of sales of goods or services (or 
both) must be recognized in the 
particular industry as retail sales 
or services. 


Exemption Tests 


There are six tests for exemption 
of a retail establishment which 
makes or processes goods: 

1. Over 50 percent of its annual 
dollar volume of sales of goods 
must be made within the state in 
which the establishment is located. 

2. No more than 25 percent of its 
annual dollar volume of sales of 
goods must be for resale. 


3. Seventy-five percent of its 
annual dollar volume of sales of 
goods must be recognized as re- 
tail sales in its industry. 

4. The establishment must be rec- 
ognized as a retail establishment in 
its industry. 

5. More than 85 percent of the 
establishment’s annual dollar vol- 
ume of sales of goods which it 
makes or processes must be made 
within the state in which the estab- 
lishment is located. 

6. The goods which the exempt 
establishment makes or processes 
must be made or processed at the 
establishment which sells the goods. 

The Wage and Hour Administra- 
tor is expected to announce in the 
near future the new and final defin- 
itions and requirements of exemp- 
tion from the Act for “executive 
and administrative employes” and 
outside salesmen. These will be- 
come effective 30 days after the 
;}announcement is made. 


The definitions and _ require- 
ments, now in tentative form, 
proposed an increase from $30 to 
$55 a week for “executive em- 
ployes” and an increase from 
$200 a month to $75 a week for 
“administrative employes.” There 
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is no salary requirement for out- 
side salesmen. 

Other Changes 

Aside from boosting the wage 
minimum from 40 to 75 cents an 
hour, the new legislation made 
these general changes: 

1. It clarified the status of certain 
business operations about which 
there had been doubt. 

2. Re-defined the terms used in 

the existing law so as to make 
{them clearer. 
3. It re-defined the “regular rate” 
}upon which employers must com- 
|pute and pay statutory overtime, 
ithus removing one of the biggest 
areas of confusion in the existing 
law. 

4. Broadens the wage-hour ad- 
|ministrator’s authority in a moder- 
|; ate way. 
| §. Clarifies the law regarding 
| the payment of back wages and 
| removes from the courts juris- 
diction to award on their own 
initiative back-wages where in- 
junction suits have been started 
by the administrator. 

“The new law,” said Administra- 

|tor McComb, “clarifies a number 
|of provisions of the old law nota- 
| bly by adopting most of the Admin- 
|istration recommendations  con- 
|cerning regular rate of pay, thus 
making it easier for both employer 
and employe to readily understand 
| these requirements.” 

The biggest questions under the 
law will arise, officials admit, out of 
|the new provisions which Congress 
|made regarding the so-called com- 
merce basis coverage. 





Pp lymouth’s Rice 
Making Tour of 


Coast Dealers 


DETROIT.—W. B. Rice, director 
of service for Plymouth, is on the 
West Coast for a series of meet- 
|ings with Plymouth dealers. 

Rice said he planned to inspect 
the service departments of dealer- 
ships which are enrolled in the 
| Chrysler Corp. Master Technicians’ 
Service Plan. 

This week Rice is in Los An- 
geles, having previously visited 
San Francisco, Portland, Seattle 
and Spokane. He planned to re- 
turn to Detroit Nov. 13. 

One of the largest educational 
undertakings sponsored by Ameri- 
can industry, MTSC completed the 
|}second year of its existence this 
month. Just 24 months after its 
|inauguration, the plan has en- 
|rolled nearly 64,000 mechanics in 
| some 9,200 dealerships. In addition, 
the program has spread to 20 for- 
j}eign countries and many public, 
trade and vocational schools 
throughout the U. S. 
| The MTSC plan, Rice pointed 
out, is designed to make the me- 
chanic a master technician in 
j}automobile service diagnosis and 
procedure through continuous in- 
struction. 





|Drew Introduces Fluid 
‘For Hydraulic Brakes 


NEW YORK.—E. F. Drew & Co., 
Inc., has introduced a new hydrau- 
|\lic brake fluid. This product, Drew 
| Special 66 hydraulic brake fluid, 
|}has been engineered for’ use in 
| passenger car, bus and truck hy- 
|draulic brake systems, the firm 
| said. 

It is a stable, castor oil base, all 
| purpose fluid that mixes easily with 
|other brake fluids, the company 
stated. 








JACOB REACHES 25TH YEAR WITH FORD—H. R. Jacob, Ford dealer in Ardmore, Pa., 
will celebrate his 25th year as a Ford dealer in November. His dealership is located at 
Lancaster and Church Sts. 


IN MISSOURI—Brief, ceremonies at the end of the 
| final line marked the completion on Oct. 22 of the 100,000th unit to be assembled at the 


LINCOLN-MERCURY MILESTONE 


St. Louis assembly plant at Robertson. From left to right: P. S$. Mabie, plant manager 
IR. H. Neely, St. Louis district salas manager; Jesse Olive president, Local 325 of the 
UAW-CIO, presenting the keys to Mabie; Tom Lamb, international representative, region 5 
UAW-CIO; G. E. Bates, assistant plant manager; E. J. Knepper (wearing glasses), chief 
inspector, and John Maeser, superintendent of production. 





NSPA Problem Discussion 


Set Nov. 9 in Chicago 





CHICAGO. — Management prob-)| rick, advertising and sales promo- 
|lems confronting the automotive | tion manager for Wilkening Mfg. 
aftermarket wholesaling industry | Co., Philadelphia; Harold T. Half- 
| will be discussed at a sectional; penny, counsel for NSPA, and 
| business meeting of the National! George Stout, advertising counsel 
| Standard Parts Assn. in the Edge- | for NSPA’s wholesaler division. 
| water Beach hotel Nov. 9, J. L.| Earl Hylen of Andrew John- 
Wiggins, executive vice-president,| son Co., Inc., Chicago, is chair- 
announces. | man of the six NSPA members 


The Chicago meeting will be the} making arrangements for the 

| seventh in a series being conduct- | meeting. 
ed by NSPA to service its mem-|_ Assisting Hylen are F. A. Brusek, 
| bership in all areas. Previous meet-| Motor & Axle Parts Service, Inc., 
|ings have been held in Los An- Chicago; J. F. Carroll, Edgewater 
Auto Parts, Chicago; F. F. Fla- 


|geles, Dallas, Atlanta and Phila- 
| Gelphia. herty, W. T. Flaherty & Son, Inc., 
Janesville, Wis.; S. V. Heend, Clin- 
Two others are scheduled for . : ; ’ 
Kansas City, Nov. 1, and De- ton Auto Parts Co., Clinton, Ia.. 


and C. W. Young, Eagle Machine 


troit, Nov. 4, prior to the Chi- Co., Indianapolis, 


| cago parley. An eighth meeting 

will be held at Boston, Nov. 17. 

Speakers at the Chicago session 
will include Charles R. Crowder, 
1949 president of NSPA and sales 
| vice-president of Van Norman Co., 
| Springfield, Mass.; G. Walter 
|Kleinschmit, NSPA _ senior vice- 





Four Promoted 


By Ford Parts 


DEARBORN.—Four appoint- 
|ments to new positions in the parts 





Fill Your Own 
AAA Praises Self-Service 


Gasoline Stations 


CLEVELAND.—The phenomenal 
spread of self-service filling sta- 
tions throughout the country dur- 
ing the past two years received a 
vote of approval last week from 
the American Automobile Assn. 
which called them a development 
“in the interest of the motorist.” 


Addressing the AAA’s 47th an- 
nual convention here, E. Ray Cory 
declared: “The self-service stations 
are no more dangerous, from the 
fire standpoint, and possibly even 
less dangerous than conventional 
stations provided they are sur 
rounded by proper safeguards.” 

Opposition to the new stations 
|has been spearheaded by certain 
elements of the oil industry on th« 
grounds that they constitute a fir« 
hazard. Thus far, the self-serves 
have been outlawed in at least 1° 
states, and prohibited in a number: 
of cities by municipal ordinances 

The AAA’s consumer problem: 
| committee agreed, Cory said, tha 
motorists can secure their fue 
more promptly at the self-serves 
since the waiting for attendants i 
eliminated. The committee als: 
pointed out that the self-servic 
| Stations generally provide 24-hou 
service and gasoline of standar! 
quality. 





| president and an executive of Au-|and accessories sales department, 
|tomobile Equipment Co., Detroit; | Ford division, have been announced 
Charles C. Tapscott, NSPA junior|by Henry M. Strout, department 
vice-president and _ advertising | manager. 
manager of McQuay-Norris Mfg. | Donald C. Burdette, formerly 
Co., St. Louis; Walter A. Kirkpat-|parts sales manager, has been 
— — | named assistant parts and acces- 
Po |sories sales manager. Byron R. 
Ohio Rubber Co. | Lenhardt, formerly accessories sales 
manager, has been appointed sales 
Gets New Board ;}manager. John B. Langley, for- 
|merly group manager of the acces- 
WILLOUGHBY, O. — The new |sories merchandise department, has 
board of directors for The Ohio|been appointed accessories sales 
Rubber Co. (Delaware) met here| manager. D. R. Matthews, who has 
|}and reelected the former officers, | been trained in various depart- 
| headed by President Franklin G.| ments since joining Ford in 1946, 
Smith. The company, formerly|has been named sales promotion 
| known as The Ohio Rubber Co, of |and training manager in the parts 
|Ohio was sold for approximately |and accessories sales department. 
| $6,000,000 in order to clear up the 
estate of the late A. C. Ernst. 
Members of the new board are: 
|Howard B. Brown, The Pitcairn 
|Co., Philadelphia; James E. Mc- 
|; Mullen and Frederick K. Trask 
|jr., Payson & Trask, New York; 
| Gen. Hermon F. Safford and Smith. 
The Ohio Rubber Co.; Charles 
| Saltzman, New York, and Robert | 
|B. Smith, Smith, Moore & Co., St. | 
Louis. 


Bateman Elected 


C. Arthur Bateman, president of | 
Bateman Motors, Ltd., and Bate- | 
man Farm Machinery, Ltd., _ is| 
| president of the chamber of com-| 
merce at Belleville, Ont. 
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Merchandising 


Memos to Dealers 





oe always a good debate 


in whether a new-car dealer) 


should retail or wholesale used- | 
cars. Don U. Bathrick, former gen- | 
eral sales manager of Pontiac, 


offered a strong opinion the other | and promote all facets of the busi- | 


day: 

“One way to get rid of the 
used-car problem is to wholesale 
all your used cars. And a good 
way to get rid of a headache is 
to cut off your head.” 

Bathrick says dealers should 
wholesale AND retail, keeping in 
mind that he should make a profit 
on the retail operation. And he 
should seek to sell service to the 
retail customers. 

Also cited by Bathrick is the 
increased merchandising job 
dealers have to do now. He cites 
competition from new desires for 





Weel, it’s wise and 
thrifty to deal with 
folks who really know 
bur-r-rlap*...folks you 
know you can depend 
on. So for whatever 
grade you 
need ...look 
to Bemis! 














tach year Bemis de- 
termines the grading 
f burlap from Indian 
te mills. Bemis- grad- 
g is accepted by 
producers and users 


BEMIS 


Detroit « Chicago « St. Louis 
Cleveland « Indianapolis 
and other principal cities. 


ike as the standard 
r brntay» quality. 








DEALERS FINANCING 
THEIR OWN CAR 
NOTES 


may receive without cost or obligation, a 
65 page book on “Insurance In Connec- 
tion With Lending''—just published—which 


contains valuable data on over 100 
“Dealer'' Finance cases with court de- 
cisions. 


Write today for your copy to: 


CONFERENCE ON CONSUMER 


INSURANCE LAW 


84 William Street 
New York 7, N. Y. 








LEARN TO REPAIR 
AUTOMATIC TRANSMISSIONS 


There's big money in repairing automatic trans- 
Missions! Learn this phase of auto mechanics at 
famous C.T.I. in a few weeks. Our course covers 
Hydra-Matic, Dynaflow, Fluid Drive, etc. G.I. ap- 
Sixt Finance plan for non-vets. Mall coupon 


EMPLOYERS—Call on us for trained mechanics 


| SOMMERCIAL atest INSTITUTE, | 
Dept. B-32-1 00 W. Greenleaf, 
Chieago 26, tis.’ | 


Send free illustrated brochures and other {| 
Is formation about the field I have checked 
be! Ww: 
| (] Automatic Transmission 
| () Automotive Mechanics 

ao oom Fender Rebuilding || 

. ‘Ape... ° oa 

Sanmaciibed | 


| Name.. 
| Acdress 
oy 






State. 


By Bob Finlay 





champion, 


| funior livestock division and later sold for | 
0. 


ati ee re ee ee ee | $1.1 


television sets, deep-freeze units, 
dishwashers, electric garbage dis- 
posal units, and others. 

| Bathrick pointed out that dealers 
must be interested in automobiles | 
ness if they expect their com-| 
munities to be interested in them. | 

* * * 


Indian Verse 


| ‘HIEF Pontiac, Inc., 
| “4 que, has been running a series 
lof ads featuring a little Indian and | 
verses that have been attracting | 
favorable notice. Service 
tured most, but other verses are on || 
new cars, accessories, seat covers, 
etc. One was a “Thank you” md 
patronage. 

Typical ad was the little Indian | 
leading his burro at a smart clip. | 
The verse: 

Folks bring their cars 

constant parade, 
As they come to Chief 
Pontiac seeking aid, 
Beautifully streamlined or a 
“one-hoss” shay, 
We service ALL makes 
without delay. 


* + + | 


On the Line 
ALPH NICHOLS, Cadillac-Olds- 


mobile dealer in Nashville, 
Tenn., came up with one of the 
most novel advertisements seen 


there since long before the war. 
Nichols goes on to tell what a lot 
of purchasers have been saying all 
along. His ad in the Nashville 
Tennessean follows: 

“Quiet Please (in box-car letters 
at the top of the quarter-page ad). 

“Sh-h-h-h (type about half as 
large). 

“With all the noise being made 
by automobile dealers about how 
fine and cheap their used cars are, 
we have gotten dizzy— it’s all nuts. 


Albuquer- | ~ 


| gauges how far the eye can see, has 
| been perfected for the first time at | 
|the University of Texas. Eventually | 


| familiar 





FATHER AND SON ACT—These hard-to-beat combinations boosted customer traffic at | 
St. Louis, when this picture was used in local newspaper advertising. 


McMahon Pontiac Co., 


is fea-| | Left to right are dealership sales heads Tom Costello and Tom ir; 
and dealer McMahon and son, Tommy. 
in and get acquainted. This quartet of fathers and sons is your best assurance of solution 


Frank Southard and Frank jr., 


| to your automotive problems now... and in 


|New Meter Te 


*« A Human Eye Can See 


A visibility meter, a machine that 





it may be used as an aid to safety | 
for automobile drivers. | 

The device, sought by scientists | 
for over 200 years, is called a pho- | 
toelectric telephotometer and was 
invented by Dr. Howard Coleman, 
a physicist at the university. 

Dr. Coleman hopes to devise, 
within a year, a small, compact 
meter which can be used to gauge 
the range of vision in any kind 
of weather. 

Until now, the question of how 
far one can see has been a matter 
of hit and miss. Man has figured 
how far he could see usually by 
landmarks. At airports 
such landmarks to gauge visibility 
with the naked eye sometimes cre- 
ate more of a hazard than not 





| mercially, Dr. Coleman said. 


“Ours aren’t fine—they have | knowing the visibility, scientists say. 
been used. a don’t ce new- | The danger has always been that 
oo ae Cs eS cars ja person could never be certain 
because we have new cars to sell. |that he was seeing as far as he 

Extravagant claims don’t help | thought or that he was seeing what 


a car. We don’t want to insult 
your intelligence. deg yi . able to see at the 


“Get a car you want to buy and | On the hichw : ‘s 
a fair price is all you pay. We ask anes . — ‘ite ee 
as much as we can get, which is | Thi ibilit hi 
still fair because we can’t get much. wom L = cal el ae ae a . 

“We have about 100 new car _ = es Teale @ — 
tradeins to sell this month. We 
are going to sell them to some- 


body at some price. We want to Nationwide Chain 
make a profit but we can’t. ‘Of Outlets Slated 


“So, why don’t you take advan- | 
tage of this. Maybe we're nuts ° 
but this advertisement has some | BY Sun Electric 


facts in it that not many automo- | . - ot : 
bile dealers have the — to ad- CHICAGO. Sun Electric is build- | 


mit. WE DO. |ing a nationwide chain of 30 com- |} 
|bination training and sales distri- | 
| bution centers, O. L. Rhoades, | 
| president, announced last week. 

He said the program, when fin- | 
|ished, would involve an investment | 
jof more than $3,000,000, Units | 
already completed and in operation, | 
according to Rhoades, includes Chi- 
cago, Denver, Kansas City and/| 
Detroit. 

New units are now 
struction at Los Angeles 
| Omaha. 

Rhoades called the program “a 
sure cure for the serious national | 
need for over 45,000 skilled automo- 











“Don't be crazy. If you want to} 
buy a new or used car, don’t fall 
for a bunch of ‘hocum.’ Get your 
money’s worth. WE DO.” 








under con- 
and 


} 
| 
| 
| 
| 
| 
| 


tive diagnosticians.” 
As the program accumulates | 
more trained personnel, growing 


benefits and savings for both the | 
industry and the public will result, | 
he predicted. | 
Koehler—Sheboygan 
Koehler Motor Sales, Inc., She- 
: boygan, Wis., has been incorporated 
STUDEBAKER CHAMPION —| to deal in autos and operate a 





ANOTHER 

pStudebaker literally walked off with top| garage. A capital stock of 250 
jonors at the state fair of Texas, reports|shares of common at a rv 

| Harry Bogue, Dallas dealer. A 1,180-pound on alue 


| Hereford steer, ‘‘Studebaker,"’ is shown with | | of $100 per share has been author- 
| youthful owner Bob Watlington. Every inch a | ized by the state; minimum capital 
Sree ~~; , "greed a record|to be $5,000. Incorporators are 
ee queries, took iver prise in tor | Harvey Koehler, William Thomson 
nd Carl Roewardt. 








Wakeman Device 
Aims to Stop 
Jackknifing 


MELVINDALE, Mich.—Elimina- 
tion of jackknifing in the operation 
of tractor-trailer combinations is 
the goal of Automotive Safety De- 
vices, Inc. of Holly, Mich. 


Clifford M. Wakeman, president 
of the firm, has invented the Wake- 
man Stabilizer, a device to stop 
jackknifes, and is now ironing-out 
the minor “bugs” in the mechan- 
ism, 

The Stabilizer is hydraulically 
and automatically operated. The 
rig is installed in the space between 
the cab and the trailer. It consists 
of a cylinder and a tongue attached 
to the trailer. Inside the cylinder is 
a piston which is moved to either 
side by the force of the tongue on 
the pair of discs which are in the 
center of the shaft. 


Operation is controlled by the 
tongue’s pressure on the disc. When 
|the tractor makes a slight turn, 
the tongue presses on the disc 
which moves to either side slowly, 
due to the hydraulic pressure in the 
cylinders. The trailer therefore 
;turns gradually and equally, rather 
than “whipping” around. It is this 
| stabilized movement which tends 
|to halt jackknifing. 

At a preview showing at the Hess 
Cartage Co. here, the device per- 
formed creditably. Wakeman also 
showed how the tongue can be 
|locked into the disc to make the 
tractor and the trailer as rigid as 
a one-piece truck. This is done by 
depressing a foot pedal. 

This, it was shown, aids in “burn- 
ing-up” a grade by keeping the unit 
in line. And, it was said, it is valu- 
able on icy declines since by having 
the trailer locked in line with the 
tractor, the back part will not slip 
foreward, causing a jackknife. 

When making sharp turns, as 
backing into a loading dock, the 
unit disengages, Wakeman said the 
device still allows a 90-degree turn. 

Observers at the showing ex- 
pressed their views that the idea is 
basically sound and should help to 
cut highway accidents. 

Tom Hewirr 


Bob Walsh and Barry; 
The ads read: "Come 


) the future.’ 


lls How Far 


It resembles a pioneer model 
radio, Eighty-seven knobs cover 
one side of its box-like shape. 

A big astronomical telescope 
stretches beyond the box. A photo- 
'electric tube that serves as the eye 
of the machine is attached to this. 

There is a standing order for at 
least 6,000 of the visibility meters 
as soon as they are produced com- 


Rochester Sin Riders 


To Get 25 New Units 


ROCHESTER, N. Y.— Twenty- 
five new 44-passenger buses will 
be added to Rochester Transit 
Corp.’s fleet early in December, ac- 
cording to John F. Uffert, presi- 
dent. 

Uffert said the purchase of the} 
new buses was “the first step in a 
continuous program to add new Bill White, owner of White Mo- 
units to the fleet at regular inter-| tor Co. (DeSoto-Plymouth), Cleve- 
vals until we have succeeded in| land, Tenn., has completed a new 
giving Rochester a transportation | building housing a body shop that 
system completely modernized to|adds more than 1,200 square feet 
the last detail.” of floor space to his operation. 
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RD'S HUDSON BUYERS FETED—This group of Hudson buyers and Hudson dealers was 
ma to Detroit last week by Fred Ward, Inc., Denver Hudson distributor, as part of 
the pay-off in a sales-boosting program. To every purchaser of @ new Hudson Ward offered 
University of Michigan football tickets and an airplane trip «to Detroit. The group was 
flown to Detroit in a chartered plane. Jack Kearns, wholesale manager of Fred Ward, Inc. 
(in door of plane), handled all arrangements for the trip. He was accompanied by eight 
Hudson dealers from Colorado, Wyoming and Nebraska. 


* of various types, including three- 
Indian Set to Handle wheelers for delivery purposes. 
British Motorcycles Rogers declared that the recent 

MONTREAL.—B. B. Rogers,| devaluation of the pound would 
president of Indian Motocycle Co.,| make the British machines com- 
revealed last week that his com-| petitive. Indian has sales branches 
pany’s sales organization would be | throughout the U. S., and Rogers 
used to sell imported British cycles| said they would be used to popu- 
in the U. S. He said that he had | larize British lightweight cycles in 
been in Britain to buy machines|this country. 
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Trade-Mark Reforms 






Group Recommends 


NEW YORK.—Seven basic rec- 
ommendations for revision of in- 
ternational protection of trade- 
marks have been made by the U. S. 
Council of the International Cham- 
ber of Commerce in a report en- 
titled “Increasing International 


tion of Trade-Marks.” 

The report was prepared by 
the council’s committee on inter- 
national protection of industrial 
| property. 

In releasing the report, Dr. Ste- 


man, asserted that trade-marks 
are “the symbols by which for- 





eign markets are expanded or re- 
tained, and the means by which 
new markets are developed.” 
Proposed revisions to the Inter- 
national Union for the Protection 
of Industrial Property, subscribed 
to by 47 countries, are covered by 


Protection in Foreign Markets 


Trade With World-Wide Protec- 


phen P. Ladas, committee chair- | 


Revisions to Insure 


in Lisbon to bring current provi- 
sions up to date. 

The recommendations to be pre- 
sented by the International Cham- 
ber of Commerce follow: 

1, Applications for Registration 
of Trade-Marks—The ICC pro- 
poses that prior registration in 
the country of origin shall not 
| be a condition for obtaining reg- 
| istration protection in other 
| union countries, 
2. Translation of Trade-Marks in 
|a Foreign Language—Countries of 
the union should accept a suscept- 
ible of deposit and registration in 
one single act, trade marks and 
translations thereof. These trans- 
lations should be used separately 
or together with the original mark, 
with each protected by itself. 

3. Protection of Property Rights 
of Trade-Marks—The ICC proposes 
that the union be amended to ex- 
tend the right of priority for trade- 





the report. The participating coun- 
tries are scheduled to meet in 1951 | 


marks to 12 months. 
4. Licensing of the Use of Trade- 








Make Automotive News Almanac for 1950 
A MUST in Your Next Year's Ad Budget! 


For full information on the automotive field, adver- 
tisers depend on Automotive News, published weekly 
from the center of the automotive world. Annually, 
for 13 years, a comprehensive ALMANAC has been 
published—the ONE reference book referred to con- 
stantly throughout the year by everyone who counts 
in the automotive industry. 


The 1950 Almanac offers exceptional value as an 
advertising medium. Make certain that YOUR prod- 
ucts and YOUR trade name are advertised in the 


' 1950 Almanac. 





Covering 


AMERICA 


INDUSTRY 


'S No.1. 





Like «a Blanket! 


More than 40,000 copies 


of the 1949 Al- 


manac are still working for advertisers. The 
unanimous verdict: ‘Bigger, better, more 
comprehensive and valuable than ever."’ 


AUTOMOTIVE NEWS can 
(1) 


Largest circulation in its h 
37,000 ABC weekly. 


(2) 


Highest renewal percentage of any automotive 
business paper—88.9%, sent directly to the 


now claim... 


istory — more than 





publisher without any other inducement what- 


soever. 


Top readership; most quoted automotive pub- 


lication; highest leadership. 


Distributed with Issue of June 5, 1950 
First Forms Close April Fifteenth a 


Brisk Tempo in August 
ees i aieeeaeilios 
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, : : 


MAKE SPACE RESERVATIONS THROUGH ANY OFFICE 


‘No Other Business Paper Covers an Industry 


More Thoroughly or Serves It Better!" 
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Penobscot Building, Detroit 26, 


Advertising Offices: New York, Edward Kruspak, Adv. Mgr., 51 E. 42nd St., Murray Hill 7-6871; Chicago, J. Goldstein, Western Manager, 


Automotive News 
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Michigan 


The Newspaper of the Industry 
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360 N. Michigan Ave., State 2-6273; los Angeles, R. H. Deibler, Adv. Rep., 2506 W. 8th St., Federal 0303; 
Detroit, Dick Webber, Adv. Rep., Penobscot Building, Woodward 3-0495 








Marks—The ICC suggests an 
amendment which would help eli:a- 
inate any danger of licenses for a 
trade-mark being held unlawful in 
any country. 


5. Free Assignment of Trade- 
Marks—The union should bh 
amended so that each of the par- 
ticipating countries shall be able 
to regulate, according to its own 
domestic law, conditions required 
to prevent the assignment of the 
| trade-mark from leading the pub- 
lic into error. 


6. New Legislation on Trade- 
Marks—Countries, in which efforts 
are being made at this time to 
revise trade-mark laws should give 
first and prompt attention to ur- 
gently required amendments on the 
question of licensing and assign- 
ments of trade-marks without 
waiting for complete revision of 
the law. 


7. Treatment of German Trade- 
Marks Registered Abroad—The 
governments concerned with this 
question should reach an interna- 
tional agreement to settle the prob- 
lems arising from German trade- 
marks registered abroad. An inter- 
national commission should be cre- 
ated for the purpose of regulating 
such an agreement. 


F ord Schedules 
Parley in Idaho 
On Truck Sales 
DEARBORN, Mich.—The annua! 
|national sales meeting of regional 
jand district Ford truck and fleet 
| sales managers will be held in Sun 
| Valley, Ida., Nov. 14-18, J. D. Ball, 
| manager of the truck and fleet 


| sales department, Ford division, an- 
|/nounced last week. 


| At the event, Ball said plans for 
|further expansion of Ford truck 
| sales activitiy in 1950 will be re- 
vealed. 

Assisting Ball in conducting the 
| meeting will be T. H. Holden, sales 
| manager, truck sales section; John 
|S. French, sales manager, fleet sales 
section; B. D. Mills, manager, prod- 
juct programing and control, Ford 
division; John F, McLean jr., sales 
|}engineer; John Parrott, truck and 





| 


| fleet sales department; Walter 
| Blanchard, truck advertising man- 
|ager; George Richardson, vice- 


| president, J. Walter Thompson Co., 
jand Norman Terry, Wilding Pic- 
| ture Productions, Inc. 


“We are bringing our truck and 
fleet sales managers to the famed 
Sun Valley resort primarily as an 
|expression of our appreciation of 
|the splendid progress they have 
|made during the past year,” said 
|Ball. “And then we feel that Sun 
| Valley provides an appropriate set- 
|ting in which to unfold the impres- 
| sive 1950 Ford truck and fleet sales 
| program. 


| 
| 





Denver Use Levy 
‘Reaps $1,124,217 


DENVER. — Specific ownership 
tax collected for the first nine 
months of this year by the city 
motor vehicle department totaled 
| $1,124,217, a gain of $327,769 over 
the $796,448 collected during the 
same period of 1948, according to 
Cc. A. Grant jr. head of the 
department. 

License fees for the nine-month 
| period amounted to $939,223, a $65,- 
380 increase over the $873,843 paid 
| in the same period of last year. Re- 
ceipts from titles issued totaled 
$57,479, or $5,672 more than the 
$51,807 paid in for the first nine 
months of last year. 

The number of passenger, com- 
| mercial, truck and tractor license 
|plates issued totaled 133,672 
| through Sept. 30, or 9,849 more than 
|the 123,823 issued for the nine- 
| month period of 1948. 





Conart to Expand 


Conart Motor Sales, Inc. (DeSoto- 
|Plymouth), Akron, has announc: 1 
| it will build a $175,000 sales, service 
|and parts building about Dec. 
The company said it purchased 2°: 
‘acres of land between the post 
| office and the Akron public library 
}as the site of its new home at 4 
|cost of more than $130,000. 
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study in the Senate was broader. | 
It was concerned with the wide 
problem of the economic power of 
labor organizations, in its effect on 
banking and credit policies, small 
business enterprises, consumer 
prices and national economic sta- 
bilization. | 

In a letter to the House com- 
mittee, put into the record by 
Chairman Celler, Stephen Early, 
acting for Defense Secretary Louis 
Johnson, stated that the Military 
Establishment is interested in build- 
ing up “the widest possible par- 
ticipation by small business” in de- 
fense contracts. 

Early said the establishment had 
no recommendations to make at 
this time for changing procurement 
procedures. 

Rep. Celler complained that fig- 
ures before the subcommittee show 
tnat anly 27 percent of the items 

sed by the military services are 

btained from small concerns. 

This, he believes, is far too low. 

fe said the blame is not on pur- 
hasing agents but on the laws 
which hobble the awarding of con- 
racts.” 
* * + 
Diverse Opinion 
— is how two opposing lead- 

ers in the House—one intense- 
y pro-Truman and the other vio- 
ently against—sized up the record 
of the first session of the 8ist| 
Yongress: 

Said Rep. John McCormick, | 
House majority leader: 

“The first session of the 8ist 
Congress did a remarkable job, | 
particularly under great difficulties. | 
4 much larger percentage of Pres- | 
ident Truman’s recommendations | 
sot through than I had expected | 
at the outset of the session. This | 


Devaluation Lifts | 


Austin Demand 


TORONTO. — Canadian dealers 
ire unable to keep up the demand | 
for British cars since devaluation, | 
it las been reported by Austin) 
Motors of Canada. More than 18,- 
00 Austins have been sold in Can- | 
ida so far in less than two years, | 
.t was said. | 

Since devaluation, Austin is said | 
to have raised its order for ship- | 
ment of cars through Montreal | 
from 1,000 to 4,000 a month. Re-| 
ently, Austin Ontario Motors, | 
Utd., biggest Austin outlet in Can- | 
ada, opened a new $1,000,000 home | 
on Church St. here. 


Faulty Repairs 
Court Rules Part Payment 
Is Sufficient 


MONTREAL. — “The words ‘for 
value received’ on a _ promissory 
ote have no particular signifi- 
cance, having no more meaning 
than ‘your obedient servant’ at the 
end of a letter,” declared Justice 
Frederic T. Collins in superior | 
court, dismissing an action in | 
which George Auguste Lachaine, | 
Ltd., Ste. Rose, Que., sued Bernard | 
Legris, of St. Vincent de Paul, for | 
$588, allegedly due on a promis-| 
sory note signed by a defendant in 
the plaintiff company’s favor. 

The amount claimed was balance 
allegedly owing for renovating the | 
defendant’s automobile. Legris con- | 
tested the claim by pleading that | 
cash payments made before the| 
repairs were completed were ade- 
quate, since the plaintiff's work 
was faulty. 





Auto Stocks 
Oct. 31 Oct. 24 





Chrysler ......... 5834 535 
Crosley .......... 2% 8 
General Motors .. 6754 6556 
Hudson .......... 13% 18% 
Kaiser-Frazer ... 4% 5 
Nash-Kelvinator 1456 145% 
Packard ......... 334 3% 
Studebaker 2456 24% | 
Tucker .......... 20 20 | 
Willys-Overland . 5 5% | 

Average for —_— 

10 Stocks ...... 19.55 18.90 





is particularly true when we real- 
ize the condition that exists, made 
up of opponents of the program. 

“A Congress should and will be 
appraised in its accomplishments 
at the end of the second-year term. 
At the end of the 8ist Congress I 
predict it will have made an un- 
usual record.” 


Said Joseph W. Martin jr., House 


minority leader: 


“The 8ist Congress will go down 


in history as a Congress which 
promised much and did little. Pres- 
ident Truman failed to get his pro- 
gram through its first session de- 
spite the fact he had a 93-strong 
majority in the House and a ma- 
jority of a dozen in the Senate. It 
is doubtful that his program for 
state socialism will fare any better 
next year. 

“I am confident that when the 
members go home and see the 
people they won’t warm up to Mr. 
Truman’s statism. 

“In my 25 years in Congress I 
never saw such reckless spending 
and apparently without the slight- 
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NEXT YEAR IT WILL BE 30—John C. Wichman (right) of Wichman Nash Co., shown as 
he signs his 29th consecutive franchise in the St. Louis zone office. Wichman has been in the 
same location and building, now completely modernized, for the entire 29 years. Shown with 
| Wichman, left to right: Fred Lehm, district manager, and S. K. Goge, zone manager. 





est appreciation of what it means | increase over the previous official 

to the solvency of the nation and | high mark of 937,000 in 1925. 

the ultimate welfare of the people.”| [ast month 100,000 housing units 
ge |were put under way, the first time 

| Building Upswing? in history that a September pro- 

OVERNMENT officials expect 

this year to be the greatest 
home-building period in the na-| 
tion’s history. | movement, 

It looks as if 950,000 dwelling And it looks as if October is 
units will be started during 1949,| going to be another high month, 
|a Bureau of Labor Statistics official | one of the best Octobers on record, 
|said. That would be a comfortable | according to the BLS official. 


tember sees a dip but construction 
staged a completely contraseasonal 
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duced that many. Ordinarily Sep- | 


DOES IT in Seattle 


If it’s SALES IN SEATTLE you want, concentrate frequent advertis- 
ing in The Seattle Times! This is a sure-fire formula for advertising 
success—because The TIMES reaches 8 out of 10 Seattle homes. 
It’s proving itself time and time again, day after day. So if you 
want to really take home that wonderful Seattle bacon—8 
out of 10 slices of it—just concentrate frequent advertising 


Los Angeles ° 


Engine Rebuilders 


Sales Promotion 


INDIANAPOLIS. — Sales-promo- 
tion materials for its members has 
been made available by the Auto- 
motive Engine Rebuilders Assn. 

The plan includes a miniature 
sales brochure, direct-mail cam- 
paigns to car owners, dealers and 
fleet owners, newspaper-advertis- 
ing mats and a warranty booklet. 

The brochure is to be given to 
prospects, either car owners or 
|garage men, The mail campaigns 
|include folders and post cards, and 
|the ad mats are in 14 sizes. 

Speaking of the program, R. G. 
|Patterson, executive vice-president, 
| said: 
| “It is the key to the successful 
|promotion of that most powerful 
business - builder — your machine 
shop.” 


cna Program for 
| 


Hoffman Advanced 


M. G. Hoffman has been named 
general manager of Economy Chev- 
rolet Co., Michigan City, Ind., suc- 
ceeding Howard Winters, who will 
continue to be affiliated with the 
company. 
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Affecting Factories and Dealers... 
Auto Advertising 


regions, states or cities by use 
of newspapers. 
| He pointed out that 79 cents out 


By George Deery 
Associate Editor 








on such general indexes of sa’es 
potential as home ownership, buy- 
ing power and automobile registr 4- 
tions. He pointed out that these 
“so-called standard indices som.- 
|times actually contradict one a 

| other. For instance, Tacoma, Was 

|has an automobile for every 3.2 
| people—Boston only one for @very 


10.3. Dayton has one car for eve 
3.5 people—Philadelphia only o 


| 


Industry's best chance of escap-| of every Packard advertising dol- | for every 9.7 3 
|ing from 1949’s “big squeeze,” im-| lar is going into newspapers while | whe i ; | 
| posed by static costs and increas-| Cadillac is letting every 72 cents sane See, iano 3 
. ; ‘neil : A ; beca ‘Iphia’s per 
rer ' | ing consumer resistance to high |of its advertising dollar go into) (ita) income is 8 percent high *¢ 
eae 'prices, lies in exploring “the last | this medium. or than Dayton’s. Boston's is 24 
OVER 4000,000 NOW ON THE ROAD | frontier of profits—the frontier | tees i - oggen sh pn percent higher than Tacoma’s, Sv a) 
ee ta i marketing,” Harold S. Barnes, e- eeoeeae aor oe respect. Thanks | it would seem that the potentia! Dec 
A new twist to an old advertis-| the field was a round bell tent, | Tector of the Bureau of Advertis-|to registration figures for every | for — ge aos sa * 
“ with its low walls rolled up for | ing, American Newspaper Publish-| county, they’re able to pin-point| Phere OY such Saesply veryins . 
ing slogan, “Watch the 49 Fords © ers Assn. told a _Philadelphia| their potential, market by market.| *tors as local traffic conditions N 
Go By,” > on 14,000 outdoor| ventilation. tn. | a P ; parking facilities, garage rents 
Bi Allien, setae tings Pat at | A shower during one of the luncheon sponsored by the Phila-| But finding individual customers ad a aa ; 
boards this month to designate the | ames forced the crowd to the| @elphia Bulletin, Philadelphia In-| within markets is another matter, and adequacy b = cm transit 
fact that more than a million ‘49 | tent, but the game continued. The | @irer, Philadelphia Daily News| because income alone is a guide| a ae ey ee pone 
Ford passenger cars are NOW ON| Ford club staged a wild batting and Camden Courier-Post. that’s far from complete. aaa of these facts. Barnes Feb 
the highways. |spree and there was a_ steady| Barnes suggested that more “For every banker who's content believes that the best policy ‘a to A 
Gordon Eldredge, advertising Stream of Ford runners to first) efficient advertising as the last aon noe = ake ae te allocate advertising in relation to Feb 
manager, Ford division, said that |base. The crowd could see only| frontier of profits can capitalize ‘amp © ings potential. He does not think that A 
‘ the red striped stockings of the “ | buy a Buick Roadmaster. The only ; & : ti 
the slogan reportedly had _ its ‘ -| on the fact that “All Business Is | magazines, a _  fixed-pattern me- 
& a : Ford runners and the cry went up: > | way to find and reach enough of | g; fill this bill Mai 
origin in the early 19008 as @ | “Watch the Fords Go By.” Local.” To reach these local mar- |them both is to saturate every | ‘ta he ‘al 3 os K 
yell from a baseball rooter. The The slogan was used on many| Kets, advertising dollars can be | high-potential market.” “a “‘flexibia The aims, aon tin dan $8 
old Highland Park factory of | occasions through the early his-| made more productive by pin- Barnes claimed that it was error | vertiser cikied ek Whee, en 
Ford had a baseball team. Near (tory of the company. pointing customers in geographic | on the part of advertisers to rely and how heavily he wishes to ad- 
— vertise. That will make advertising Feb 
dollars more productive.” se 
* * * pe 
Sunday Item re 
The New Orleans Item will be- Mar 
gin publishing a Sunday paper , 
March 5. It will be the first Ma 
large-city Sunday newspaper N 
started in the South in many Ma) 
years. ti 
David Stern, publisher of the 
Item since July 14, when he and 
his associates bought the prop- 
erty from Ralph Nicholson, said Nov 
original plans had not called for Sh 
a Sunday paper to be started so Nov 
soon. mi 
But, he said, public response te 
to the daily Item had been so ~~ 
encouraging that it inspired an Nov 
earlier publication date. en 
Stern, the son of a newspaper- Dec. 
man, grew up in the business. nu 
His father was publisher of the Jan. 
Philadelphia Record, the Cam- En 
den Courier-Post and later the a 
New York Post. 
+ * * 
L-M Service Mats 
« Dealers for Lincoln-Mercury 
have received a mat service for 
fall and winter service advertising their 
in newspapers. Supplementing the Edwe 
prize-winning direct mail program, indus 
the mats give a choice of ads on crash 
on 11 aspects of winter preparation. “Ar 
The presentation points out to 
PLAYS dealers that “most people don’t necte 
have to be sold very hard on the You 
value of protection. But it’s the shoul 
dealer who reminds the motoring The ; 
public first—reaches them first- sands 
keeps after them day after day millio 
who will get the lion’s share of nomi 
the business.” 
The book also suggests radio accid 
commercials. The 
. * »@ fastly 
Kyser Time blame 
Ford dealers will start their the P 
weekly Kay Kyser TV show on _e S 
NBC Thursday from 9 to 10 p.m. much 
E.S.T. Dec. 1, it was announced on ye 
Thursday, The show will follow fect 
the pattern of Kyser’s Kollege of opera 
hlite« Musical Knowledge which has add 
...and Add the Impact of aa Se frre nes 
a W. F. Zimmer Dies — 
Founder and chairman of Zim- Sotnna 
Now you can really go National on highway displays! have an unbeatable outdoor selling combination at mer-Keller, Detroit ad agency The 
extremely low cost—a combination that sells night Walter F. Zimmer, 68, died last ny 
National Advertising Company now offers a truly and day! Seetaea a o> Se Serene ecw 
national organization — far the largest and most effi- , ‘ d Soaun Chicago - oan oan oe dictec 
cient of its kind—for erecting and maintaining high- If you have a product—or if your client has—which tablish the agency. 50,000, 
way displays from coast to coast. needs effective, economical selling on a national or Me * * + wine 
a regional basis, it will pay you to look into the BSF&D Adds York me =~ 
More than 90,000 highway displays are now selling flexibility and practicality of National Highway prineré 8. French, procktont of aloes 
. s rooke, Smith, rench Dor 
the products of NADCO clients. Displays. rance, Inc., New York and De- A 
If you add to this impressive, proved power, the Get all the details simply by writing or calling National on eee _~ oe Probl 
added impact of ‘‘Scotchlite” Reflective Sheeting, you Advertising Company, Waukesha, Wisconsin. counsel for York Corp., York 
Pa., manufacturer of refrigera- Ohic 
tion and air conditioning equip- : 
= ment. Fina 
* t be 
ional Advertising Co. | Names COI 
. . dent ¢ 
Edwin Mitchell, nationally know ers A 
WAUKESHA, WISCONSIN in the retail merchandising fiel: ment 
*Reg. Trademark of Minnesota has joined Pathfinder and Fa’ and t 
Mining & Mfg. Co., St. Paul, Minn. | Journal, according to Graham Pa Con 
| terson, publisher of the two mag Glack 
NAMES THAT GO NATIONAL—Alemite @ American Broadcasting Company ¢ Auto-Lite ¢ Buick © Burd Piston Rings ¢ Chevrolet @ Chrysler | zines. Mitchell will head up a nev C. Ari 
Cooper Tire © Dayton Tires © Devoe & Raynolds Paint © Dodge-Plymouth ¢ Du Pont ¢ Evinrude Motors e Fisk Tires ©@ Ford @ Glidden Paints |ly developed retail promotion div'- ick 
Hudson e@ International Shoe Company @ Kaiser-Frazer @ Lincoln-Mercury ¢ Miller Brewing © Mohawk Tires @ Nash @ Oldsmobile ¢ Pennzoil |sion, with headquarters in the Youn 
Pepsi-Cola ¢ Philco @ Pontiac © Pyrofax ¢ Quality Bakers of America © Seiberling Tires ©¢ Society Brand Clothes ¢ Studebaker |Graybar Bldg., 420 Lexington Ave., Botee 


U. S. Tires @ Willys-Overland, and other sectional and local advertisers. | New York. 
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Dealer Conventions 

tov. 11-12—Oklahoma Auto Dealers Assn., 
Skirvin hotel, Oklahoma City. 

ov. 13-14—Wyoming Automobile Deal- 
ers Assn., Casper. 

iov. 1416—Automotive Trade Assn. of 
Virginia, Hotel John Marshall, Richmond. 
ov. 16-19—Arizona Auto Dealers Assn., 
Pioneer hotel, Tucson. 

ov. 28-29—Idaho Auto Dealers 
Boise. 

Dec. I—Utah Automobile Dealers Assn., 
Salt Lake City. 

Lec. 2-3—Montana Auto Dealers Assn., 
Billings. 

Dec. 5-6—Kansas Motor Car Dealers Assn., 
jotel Broadview, Wichita. 

Feb. 5-6—National Auto Dealers Assn. 
convention and exposition, Atlantic City, 
N.J. 


Assn., 


Dealer Auto Shows 


Feb. 18-25—Washington Automotive Trade 
Assn. 22nd annual show, National Guard 
Armory, Washington, D.C 

Feb. 18-26—Chicago Automobile Trade 
Assn. 42nd annual auto show, Interna- 
tional Amphitheater, Chicago. 

Mar. 17-23—Auto Dealers Assn. of Greater 
Kansas City, Municipal Auditorium, Kan- 
sas City 

* 


Aftermarket Shows 


Feb. 6-10—National Automobile Acces- 
sories Manufacturers Assn. annual ex- 
position, New York City. 

Feb. 16-19—/950 Pacific Automotive Show, 
Civic Auditorium, San Francisco. 

Mar. 21-26—Eighth annual Southwest Au- 
tomotive Show, County Coliseum, San 
Antonio. 

May 11-14—Midwest 
Navy Pier, Chicago. 

May 29-June 9—Third Canadian Interna- 
tional Trade Fair, Toronto. 


Automotive Show, 


Allied Industries 


Nov. 7-8—National Oil Jobbers Council, 
Sheraton hotel, Chicago. 

Nov. 7-9—Oil Industry Information com- 
mittee (district chairmen), Stevens ho- 
tel, Chicago. 

Nov. 7-10—American Petroleum Inst. (29th 
annual meeting), Stevens hotel, Chicago. 

Nov. 15-l6—American Finance Confer- 
ence meeting, Palmer House, Chicago. 

Dec. 5-6—Oil Industry TBA Group, an- 
nual convention, Chase hotel, St. Louis. 

Jan. 11-13—National Society of Plastics 
Engineers, Hotel Carter, Cleveland. 





Coming Events 








Mar. 8-10—American Petroleum Inst. (Di- 
vision of Production, southwestern dis- 
trict), Adolphus hotel, Dallas. 


Mar. 29-31—American Petroleum Inst. (Di- 
vision of Production, mid-continent dis- 
trict), Skirvin hotel, Oklahoma City. 

April 26-28—American Petroleum Inst. (Di- 
vision of Production, eastern district), 
Hotel Cleveland, Cleveland. 

May !-4—American Petroleum Inst. (Divi- 
sion of Refining, mid-year meeting), 
Hotel Cleveland, Cleveland. 

May 11-12—American Petroleum Inst. (Di- 
vision of Production, Pacific Coast dis- 
trict), Biltmore hotel, Los Angeles. 

Sept. 13-15—National Petroleum Assn., Ho- 
tel Traymore, Atlantic City, N. J. 


General 


Nov. 10-11—American Management Assn. 
(production), Palmer House, Chicago. 


* 


Dec. I-2—American Management Assn. 
(finance division) meeting, Statler hotel, 
New York. 


Dec. 2-3—American 
(insurance division), Hote 
cago. 


Jan. 19-29—General Motors Show, Wal- 
dorf-Astoria, New York, 


Feb. 27-Mar. 2—American Socie 
Testing Materials, William Penn 
Pittsburgh. 

Mar. 15-17—American Management Assn. 
(marketing), Hotel Statler, New York. 
Apr. 25-26—Metal Powder Assn. annual 
show, Book-Cadillac hotel, Detroit. 


Apr. 26-27—Third Highway Transportation 
Congress, sponsored by National High- 


Management Assn. 
Drake, Chi- 


for 
otel, 


way Users Conference, Hotel Mayflower, 
Washington. 

May 4-14—International Motor Show, Turin, 
Italy. 


May 18-20—Automotive Engine Rebuilders 
Assn. convention, Hotel New Jefferson, 
St. Louis. 

June 26-30—American Society for Testing 
Materials, 53rd annual meeting. Chal- 
fonte-Haddon Hall, Atlantic City. 


* + * 
Engineering 


Nov. 27-Dec. 2—American Society of Me- 
— Engineers, Hotel Statler, New 
1 

Jan. 9-13—Society of Automotive Engi- 
neers, annual meeting, Hotel Book- 
Cadillac, Detroit. 

Mar. 14-16—Society of Automotive Engi- 
neers (passenger car, body and pro- 
duction), Hotel Book-Cadillac, Detroit. 

Apr. 10-14—American Society of Mechani- 
cal Engineers, Hotel Statler, Washing- 
ton, D.C. 


In the Letterbox 


(Continued from Page 4) 





their jobs away, while Cornell’s 
Edward R. Dye calls on the auto 
industry to bring out cars to make 
crashes safer. 
“Are the 
nected?” 
Your question is one the industry 
should be asking itself every day. 
The auto is killing tens of thou- 
sands of us, injuring more than a 
million, causing $2,000,000,000 eco- 


two subjects. con- 


nomic loss, year after year in 
accidents. 
The auto industry has stead- 


fastly refused to take any of the 
blame, putting it all on the driver, 
the pedestrian, the road, the fail- 
ure of law enforcement, etc. How 
much longer can the industry go 
on pretending that the auto is per- 
fect from the standpoint of safe 
operation, and that in attempting 
to bring automobile accidents 
under control the car itself must 
be accepted as it comes from the 
maker and must be exempted from 
critical analysis or constructive 
criticism? 


The other capsule reads: 


“O. E. Hunt, GM executive vice- 
president who’s just retired, pre- 
dicted recently that there will be 
50,000,000 cars on U. S. highways 
within five or six years. 

“And if something isn’t done 
about roads, parking, etc., it’s 
going to be an awful mess.” 

Here again, what is the auto 
industry going to do about the 
problem? Will the auto manufac- 





Ohio Assn. Appoints 


Finance Committee 


COLUMBUS.—Lou Wilson, presi- 
dent of the Ohio Automobile Deal- 
ers Assn., has announced appoint- 
ment of the association’s finance 
and budget committee. 


Committee members are John T. 
Glackin, Mt. Vernon, chairman; F. 
C. Armstrong, Warren; C. W. Med- 
ick, Columbus; L. F. Donnell, 
Youngstown, and E. F. Titgemeyer, 
Painesville. 





turers call upon the public, its 
customers, to tax themselves to re- 
build the highways, and indeed the 
communities, from coast to coast? 
So that the industry can go on 
building wider and longer mon- 
sters, which occupy the space 25 or 
more pedestrians would take, and 
which are occupied by an average 
of less than two persons? 


Isn’t it high time that the auto 
industry faces facts and meets its 
responsibility, instead of passing 
the buck? Isn’t it time to see if 
accidents don’t stem from the car 
itself, if accidents aren’t actually 
built into the car? Isn’t it time 
to see if the industry must not go 
into the production of smaller, 
more efficient cars so that the 50 
million cars Mr. Hunt predicts will 
be able to move over our highways, 
instead of merely creating intoler- 
able traffic jams? — ArTHUR W. 
STeEvENS, president, Automobile 
Safety Assn., Boston. 
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(Continued 


of distribution stupidity in which 
small dealers in the hill got flossy 
$4,000 models they never could 
hope to sell in their own areas, 

But any honest tally would show 
that there were more dealers with 
good things to say about their fac- 
tories than bad. And these were 
dealers who knew Automotive News’ 
reputation for honest reporting and 
keeping dealer confidences. 

+ + os 


pass what complaints there 
were could be summed up in the 
words of one dealer: 


“Factories have been accustomed 
to thinking in the last few years 
of dealers on the gravy train. Under 
such circumstances, most dealers 
would take any program the fac- 
tory had to offer. 

“Now ‘it is different. Dealers 
are conscious of their high over- 
head. They are tightening up. 
“And they are harder to pressure 
now. They are better able to resist 
pressure both from the standpoint 
of financial independence and mu- 
tual organization. 

“Then, too, the factories know 
that the boys in Washington are 
just waiting for an excuse to take 
a few swipes at the big auto 
makers.” 





* * * 


NOTHER dealer said that oc- 
casionally the factory gets stuck 
on some item. 

“Naturally,” he said, “if the fac- 
tory boys can get the dealers to 
take them off the hook, they’ll do it. 

He grinned then, and added: 

“I just kid them back, and I 
never have any trouble.” 

As an example, he said that as 
usual the factory had too many 
convertibles on hand at the end of 
the season a month ago and wanted 
the dealers to ease them out. Con- 
vertibles, by the way, sell no better 
down here in the winter than they 
do up North. 

“So,” said the 


dealer, “I just 


|joshed around with the zone men 





Paul A. Kuhn, 


of Factories 





Dealers Tightening Up on Operations, 
But Have Few Complaints 


from Page 1) 


until they had disposed of the con- 
vertibles elsewhere.” 

A dealer in a different line some 
200 miles away said his factory had 
given him a big enough area to 
support him in good times and bad. 

Drawing on 25 years’ experi- 
ence in the business, he said that 
the dealers who get in trouble are 
the ones who reach for all of the 
business. 

“You don’t have to send out a 
messenger to find out how business 
is,” he said. “You just watch your 
own record on trading.” 

+ + * 

E POINTED out that he is 

happy when he gets about 40 

percent of the appraisals. 

“When you get much less than 
that,” he said, “you know you're 
offering too little. And when you 
get much more than that, you know 
you are giving your cars away.” 

He said that when a dealer goes 
out for too many cars, he finds 
himself operating against a steadily 
diminishing margin. 

“The more you cut margin to 
get volume,” he asserted, “the 
more volume you have to get to 
make up for the closer margin.” 

Rising overhead, which can’t 
easily be cut, has put a few dealers 
in a dangerous position. They have 
reached a point where they must 
sell a large number of cars at a 
good profit to cover the overhead 
alone. 

And the more they have to trade 
long, the more cars they will have 
to sell. 

The answer seems simple: 
overhead. 


Cut 
+ 


UT examination of the overhead 
indicates that the problem is 
not an easy one. 


At one dealership, pension and 
profit-sharing plan was instituted 
to keep the employes happy. And 
the plan does do the job. Unions 
have been unable to make inroads 
in this city, despite strong efforts. 
But it costs a couple of thousand 


+ * 








BINGHAMTON (N. Y.) DEALERS SPUR SAFETY IN DEALER WEEK KICKOFF—Dealers 
and civic leaders in that city heard national safety authorities discuss the advantages of 


compulsory vehicle inspection by privately-owned stations. Speakers were A. S. 


Bartlett, 


chairman of the New York State Automobile Safety committee; M. E. Darlington, managing 


director of the Inter-Industry Safety committee, and Claude S$. Klugh, 
€ i Seated (left to right): Klugh; Charles 
vice-president of the New York State Auto Dealers Assn.; 


Pennsylvania Automotive Assn. 


eneral manager of 
enderson, executive 
George Gardener, president of 


the association, and Cari Fribley, state director of NADA. Standing (left to right): Bartlett: 


Darlington; H. S. Carey, state deputy motor 


vehicle commissioner; Jack Lyons, division o 


safety; Roy Smith, of the Washington headquarters of NADA; Police Chief Michael J. Hanifin, 


and 


commerce. 


A. M. Hamel, president of the Binghamton auto dealers council of the chamber of 


dollars a month. 

Then, in order to attract serv- 
ice customers, various courtesy 
plans are in effect. A kitchen was 
installed in the shop to give 
early-morning service customers 
a snack and coffee when they 
bring cars in. | 
Courtesy cars then take the cus- | 
tomers to their offices. The cars | 
operate at half-hour intervals. 
The customers have become 
customed to this service, 
competitors have copied it. 
Obviously, some hard decisions 
will have to be made. 

But it should be pointed out, too, 
that the dealers are around to 
make those decisions. We found 
many of them working in shirt- 
sleeves, In only a few cases was | 
the dealer out of the office when 
we called. And then he was usually | 

around his territory, making calls. 

(Other aspects of the dealer 
situation in the south will be 
discussed next week.) 


ac- 
and 








INDIANA DEALERS SPONSOR SALES CLINICS—Realizing that automobile merchandising 
specialized and that few dealers can afford to employ specialists in each depart- 
their business, the Automobile Dealers Assn. of Indiana, Inc., recently sponsored 
sales clinics at 10 regional meetings throughout the state. 
1,400 of their personnel attended these meetings. 
reception. 


Approximately 921 dealers and 
No previous meetings have ever met with 
The clinics served the purpose of 
older sales personnel in the methods of selling. 
O'Daniel of Evansville, president; Haywood M. Davis of Fort Wayne, vice-presi- 
of Indianapolis, treasurer; Herman Schaefer of Indianapolis, execu- 
tive secretary of the association, and Frederick M. Sutter of Columbus, Indiana director of 
NADA, addressed the dealers on current topics during the afternoon sessions. 
(left to right): 
apolis Auto Trade Assn., and state association director; Thomas Hanika, 
Trade Assn. manager; O'Daniel; George A. Saas of Indianapolis; Sutter, and Schaefer. 


Picture of 
resident, Indian- 
ndianapolis Auto 








Get the Advertising Book 
That’s Already 
Helping 2,326 Dealers to 


Stronger Ad-Action 


More Sales 
Better Prices 
Greater Profits 





















Now You Too Can Win 
With Ad-Knowledge! 


Don’t do costly ‘‘guessing’’ about your 
advertising; KNOW. Know the sure adver- 
tising methods to success in used car 
selling! 

KNOW— 

What and when to advertise 

What prospects look for in your ads 

How much to spend on advertising 

Relation of price to ad pulling-power 

How 100 used car sales-leaders budget 

their advertising 

How to use appeals that make prospects 

read, act, BUY. 


2,326 Dealers 
Can’t Be Wrong! 


Within 60 days of publication 2,326 deal- 
ers were profiting from ‘‘How to Write 
Used Car Ads that Bring More Buyers."’ 
Only 5 copies were returned under our 
unconditional guarantee of Absolute Satis- 
faction. Some typical comments from car- 
dealers and well-known authorities: 

‘Glad to find such a book. It is very 
helpful.’’—-A, G, Hawker (Packard), New 
Britain, Conn. 

**Merits rating as a textbook for all car 
dealers to study and review.'’—-Frank Mor- 
gan (Studebaker), Marysville, Calif. 

‘“‘The authors appear to know their sub- 
ject well and do a good job of setting 
forth the material in a helpful manner.’’— 


Bob Finlay, managing editor, Automotive 
News. 

“IT hope dealers will read it all, Every 
page holds sales for them.’’—F Du- 
Mouchel, auto advertising, Kalamazoo 
Gazette. 

‘*Every auto dealer should have a copy.”’ 
—Morton J. A. McDonald, nationally 
known Classified advertising authority, 
Oakland Tribune. 

“Worth $4.95 of any dealer’s money 


who is interested in improving the effec- 
tiveness of his used car announcements."’ 
—John 0. Munn, internationally famous 
auto dealer counselor. 


Brings You the Essence 


Of a 10-Year Study 


“How to Write Used Car Ads that 
Bring More Buyers’’ is a plainly printed 
pocket-size book of only 101 pages. Yet 


it brings you the findings of a 10-year 
nationwide study of used car advertising 
This study was originally made by the 
Howard Parish Organization for its more 
than 300 newspaper clients. 


You Must Be 
Absolutely Satisfied! 


Send for this book on our guarantee of 
ABSOLUTE SATISFACTION or YOUR 
MONEY BACK. If within 7 days you de- 
cide you are not delighted, send it back. 
We will promptly refund the full price 


of $4.95. 





ORDER NOW! 


Cini a 


Daily News Tower, 
MIAMI 32, FLORIDA 


Daily News Tower, Miami 32, Fia. 


Send ‘‘How to Write Used Car Ads | 
that Bring More Buyers.’’ I reserve | 
the right to return it within 7 DAYS | 
of receipt if for any reason I am not 
fully satisfied. You will then promptly | 
refund the full purchase price, $4.95. | 
{ ] Here’s my check for $4.95. You | 
pay postage. 
Send book C.O.D. I'll pay post- | 
man $4.95, plus postage fees. | 
(Canadians! Remit $4.95 j 
in your own funds.) | 


a 


Firm 


City & Zone..... , 
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GM Opens UAW Talks... 
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Stalemate Broken 
On Pension Pacts 


(Continued from Page 1) 


dred topics in the current negotia- 
tions, reversing a previous stand. 
- * + 


Np rome industry observers were 
forecasting no prolonged hold- 
outs against the “Bethlehem pat- 
tern” as negotiations pointing 
towards imminent agreements were 
resumed by Jones & Laughlin, In- 
land Steel and Republic Steel. 

Somewhere in the pack, this time, 
was powerful U. S. Steel. Union 
officials said they expected U. S. 
Steel contract sessions to take 
longer, but to reach a result simi- 
lar to that attained with Bethle- 
hem. 

Major steel producers planned 
to renew production runs immedi- 
ately on reopening. They report- 
edly had at least 30 days’ inven- 
tory of coal on hand and looked 
ahead to no early trouble in the 
event that the coal strike con- 
tinued. 

But, with the steel strike break, 
hopes for a_ peaceful resolution 


Packard Earned 
Over $9 Million 
In Nine Months 


DETROIT.—Packard last week 
reported consolidated net income 
of $9,111,568 for the first nine 
months of 1949. Equal to 61 cents 
per share, the total is after provi- 
sion of $6,061,000 for estimated in- 
come taxes. 

In the like period of 1948, Pack- 
ard had income of $9,488,336, equal 
to 63 cents per share, after taxes 
of $5,814,000. 

Earnings for the three months 
ended last Sept. 30 amounted to 
$4,312,937, against $3,274,531 in the 
same quarter of 1948. 

Consolidated net sales of $187,- 
197,673 in the nine-month period 
set a new high in volume for any 
comparable peacetime term in the 
company’s 50-year history. Sales 
volume totaled $164,325,977 in the 
like 1948 period. 

Car shipments of 89,653 compared 
with 64,962 in the first nine months 
last year. 

George T. Christopher, president 
and general manager, revealed 
plans to extend Packard Ultra- 
matic drive, announced last May, 
throughout additional models in- 
cluding the Deluxe Eight, in the 
last 1949 quarter. 

Referring to the reduction of out- 
put from 92 to 45 cars an hour as 
a “prompt step” taken in early 
October in order “to project exist- 
ing supplies over the longest period 
of time,” Christopher disclosed: 

“The current picture indicates our 
ability to continue operations at 
the present rate throughout No- 
vember.” 





lof the soft-coal walkout shone 
brighter. Government mediators 
switched their attention from steel 
to coal, with the objective of ar- 
ranging around-the-clock sessions 
between John L. Lewis and the 
bituminous operators. 
Overshadowed by the Bethlehem 
developments was the crushing de- 
feat sustained by the pro-Commu- 
nist unions at the CIO convention 
in Cleveland. 
+ + + 
HE United Electrical Workers, 
one of the CIO’s Big Three, all 
but read itself out of the national 
CIO following pointed indictments 
hurled at Communist - dominated 
unions by CIO Chief Philip Murray 


and UAW President Walter P. 
Reuther. 
Other leftist-controlled unions 


planning to bolt the CIO with the 
UE included the Farm Equipment 
Workers, Longshoremen and Mine, 
Mill & Smelter Workers. 

It was indicated that the CIO 
would issue charters to the min- 
ority right-wing factions in some 
of the deserting unions. This will 
probably necessitate new repre- 
sentation elections in UE-organ- 
ized plants, including the General 
Motors group in the Dayton area. 

Just what the UE and the other 
ex-CIO unions would do in the way 
of unity was not yet clear. Forma- 
tion of a third national labor feder- 
ation, with sights set on the 
addition of the United Mine 
Workers, was regarded as a strong 
possibility. 


GM of Canada Strike 


Closes Parts Supplier 


OSHAWA, Ont. — The General 
Motors’ speed-up strike, involving 
5,000 workers here, last week was 
felt at St. Catharines, Ont., where 
300 assembly-line workers were laid 
off at an auto parts plant. 


The St. Catharines firm—McKin- 
non Industries, Limited, a General 
Motors subsidiary—went on a “day- 
to-day” employment schedule until 
the Oshawa strike is settled. Presi- 
dent J. T. Cook said the McKinnon 
plant would resume full employ- 
ment as soon as orders for parts 
come from Oshawa. 


In Oshawa, the strike was quiet, 
Local 222 of the UAW-CIO called 
the walkout in a dispute over an 
alleged assembly line speedup and 
over the dismissal by the company 
of four employes. 

In telegrams to Walter Reuther, 
international president of the UAW, 
and George Burt, Canadian direc- 
tor of the union, the company 
charged the strike was a “direct 
violation” of the labor contract. 








FORD'S SOUTHEASTERN REGION HOLDS DEALERS COUNCIL—Twelve dealers, represent- 


ing almost 1,000 others in the 12-state area of the cmpenr Southeastern region, partici- 
pated with regional a a in a meeting in Philadelphi 

. Beacham, regional sales manager. 
Pictured from left to riaht at the table in the front row are T. R. 
Albemarle, N. C.; Frank Gossett, Charlotte, N. C.; 


table, at right, is Charles 
his assistant. 


At his left is John J. Walsh, 
Wolfe, 
Homer Edenfield, Kingsland, Ga.; F. F 


Davidson, Jacksonville district sales manager; G. M. Holtsinger, Tampa, Fla.; J. B. Hedrick, 
seomseneny, Ala.; Austin Porter jr., Wilmington, Del.; Paul Freed, Waynesboro, Va.; H. W. 
in 


Cook, Was 


ville district assistant sales manager; Floyd E. 


gton district sales manager; M. A. Behrend, Baltimore; J. M. Moore, Jackson- 


Yates, Powhatan, Va.; Emerson Planck, Norfolk 


district sales manager, and Fred Duckworth, Norfolk, Va. 


Seated in the second row from left to right are: R. 


R. Anfin, Chester district sales man- 


ager; W. E. Saybolt, regional administrative manager; T. W. Beattie, regional truck and 


fleet sales manager; C. 
district sales manager; H. 
business management manager; 
regional sales o'fice; A. L. 
Gies, regional used-car and truck manager. 


. Johnston, Charlotte district sales manager; R. H. East, Atlanta 
C. Christopher, Fort Payne, Ala.; James Tereshenko, regional 
G. L. Adams, 
harlesworth, regional parts and accessories manager, and Paul 


regional service manager; F. J. McCann, 


John Fassitt sr.. Philadelphia, one of the 12 


delegates elected to attend the dealer council meeting, was not present when this picture 
was taken. At the close of the two-day session, the dealers elected Holtsinger and Freed to 
represent them at the annual National Ford Dealers council in Dearborn Nov. 30- Dec. 1-2. 


San Francisco Celebrates 
‘Know Auto Dealer Week’ 


SAN FRANCISCO.—“Know Your 
Automobile Dealer Week” was offi- 
cially recognized here between Oct. 
31 and Nov. 5 when Mayor Elmer 
E. Robinson read a proclamation 
to a press conference. 

The mayor’s speech started a 
week-long round of events which 
focused public attention on the 
city’s “auto row.” 

Highlight of the week’s activi- 
ties was an _ impressive five- 
block-long parade of new-car 
models which terminated in the 
Civic center for San Francisco’s 


DEALERS EXTEND WELCOME—Mayor El- 
mer E. Robinson accepts the showroom key 
that symbolizes a welcome to all San Fran- 
cisco to take part in the many dealer activi- 
ties which the a enjoyed during ‘'Know 
Your Automobile Dealer Week"' (Oct. 31- 
Nov. 5). Presenting the giant key is Robert 
A. Waters sr., president of the Motor Car 
Dealers of San Francisco: Amos T. Crowl, 
manager of the association, and William 
Ebert, chairman of the week's activities. 


Artistic, beautifully finished Personalized Monograms on the cars you sell 
and service add prestige to your name and profits to your business. Styled 
for the most discriminating buyer. Any design or copy duplicated. 








first postwar automotive style 
show. The parade and show were 
attended by many thousands. 

The mayor’s proclamation stated: 
“The automobile dealers of San 
Francisco are a strong factor in 
the prosperity of this community. 
The automotive industry is prepar- 
ing new models of its products and 
this is a matter of general public 
interest. 


“T invite our people to take ad- 
vantage of the open house which 
various dealers will hold during 
that week and to acquaint them- 
selves with the services and fea- 
tures which the dealers are offer- 
ing to the public.” 

Queen of San_ Francisco’s 
“Know Your Automobile Dealer 
Week” was Lonie Blackman, a 
‘winsome brunette who spent a 
busy six days posing for photog- 
raphers, appearing on radio and 
television programs, attending 
the many dealer open houses and 
leading the automotive caravan. 

William Ebert, Lincoln-Mercury 

dealer, headed the week’s festivi- 
ties. Dealers serving on committees 
with him included: Hilary Martin 
(Packard); Roger Boas (Pontiac); 
J. W. Allen (DeSoto-Plymouth) ; 
George Doherty (Ford), and Amos 
T. Crowl, manager of the Motor 
Car Dealers of San Francisco. 

The week brought such an en- 
thusiastic response from the public 
and dealers that plans are already 
in the making for next year’s ob- 
servance here, Crowl said. 


Hudson Reports 
$8 Million Net 
For 9 Months 


DETROIT. — Hudson last week 
reported consolidated net income 
for the nine months ended Sept. 30, 
1949, of $7,932,807.86. 

This is equal to $4.16 per share 
after depreciation, interest and 
provision for federal, state and for- 
eign income taxes. 

In the corresponding period of 
1948 the company had a net income 


of $5,497,199.76, equal to $3.03 per| 


share. 
These figures are subject to audit 


and year-end adjustments, the firm 
said. 


ia. Seated at the head of the 








| show 


SEC Approves 
Keller’s Amendec 
Stock Statement 


NEW YORK. — Keller Mot rs 
Corp. has received word that in 
amendment to its registration sta e- 
ment has been ordered effect ve 
Oct. 31 by the Securities and } x- 
change commission, officials of te 
company said. 

This post-effective amendment 
was necessitated by the death of 
George D. Keller, chairman and 
president of Keller Motors. 

The SEC’s action again makes 
effective the registration of 5,000,- 
000 shares of common stock which 
is being offered to the public at $1 
each. Greenfield, Lax & Co., Inc., 
New York, are the underwriters. 


George M. Fisher now heads 
Keller Motors Corp., Huntsville, 
Ala., succeeding 
the late George 
D. Keller. 

Fisher, 65, was 
a longtime asso- 
ciate of Mr. Kel- 
ler at Studebaker. 
He resigned as 
head of Stude- 
baker body man- 
ufacturing last 
February to be- 
come _ production 
vice-president of 
Keller Motors. 


The corporation said it planned 
to continue station wagons. the 
Super-Chief at $1,245, and the Chief 
at $1,195, f.o.b. Huntsville, Ala., 


George M, Fisher 





Truman Vetoes 
Boost in Car 
Aid for Veterans 


WASHINGTON. — A bill that 
would have given $1,600 toward 
purchase of a car to each veteran 
who had lost use of a hand or foot 
or who had _ seriously impaired 
vision was vetoed last week by 
President Truman. 7 


The President pointed out that 
a law is now on the books author- 
izing an auto for vets who had lost 
one or both legs at or above the 
ankle. 


This law, he said, is to provide 
mobility while the vetoed bill would 
have altered this principle to pro- 
vide a car for even blind vets who 
would have no one to drive the auto 
for them. 

In vetoing the bill, he said euch 
a measure would lead “to serious 
inequity and abuse, since, for 
example, a veteran who has suf- 
fered the loss of a hand and who 
may be rated as 60 or 70 percent 
disabled would receive an automo- 
bile, though his mobility may be 
impaired only slightly, if at all. 

“At the same time a much larger 
number of veterans rated as high 
as 100 percent disabled, but without 
the specific disabilities covered by 
this proposal, will not receive auto- 
mobiles,” the President declared. 


Tulsa Council Bans 


Sunday Car Sales 
TULSA.—There will be no more 


| Sunday operation of new and used- 


car dealerships in Tulsa following 
enactment by the city council of 
an emergency ordinance upon pe- 
tition of local new and used-car 
dealers. 

The ordinance makes allowance 
for any person or firm which can 
it uniformly keeps another 
day of the week closed and does 
not onerate on that day. A $20 fine 
may be imposed for violations. 





BRITONS VISIT OLDS PLANT—Oldsmobile was host recently at Lansing to members of 
a British productivity team visiting America under the auspices of the Economic Coopera- 


tion Administration. C. 
accompanied the British visitors. 


Spencer Couchman (seated, 
Leader of the team is Alfred Roebuch (seated, center) 
| He is director of Hadfields, Ltd., in Sheffield, England. Seated at left is Walter Dimmock 
| assistant works manager, Hoover, Ltd., Greenford, Middlesex. The men were interested pri 
' marily in mechanical aids and material handling methods. 


right), project manager of ECA 
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‘ream Car’ Broke Down 


_- 


ucker Trial Hears 
Unveiling Fiasco 


(Continued 


No.” was the answer. 

And they got $44,000,000 from 
the government for doing the same 
thing that got these defendants 
incicted,” Kirby said. 

At this point government prose- 
cutcrs loudly objected, and Judge 
LaBuy directed that all K-F refer- 
ences be stricken. 

Robert B. Walder, chief engi- 
neer of Walder Corp., Detroit, 
told the court of a visit to the 
Tucker plant in August, 1947. He 
said he saw no setup for mass 
production at that time. 

Tucker’s relations with the late 
Harry Miller had nothing to do 
with the design or engineering of 
Miller’s cars. Mr. Miller’s widow 
and his son, Ted, testified. 

The latter described Tucker's 
position as that of a contact man 


Obituaries 


Kirk W. Howry at 53; 


Denver Chrvsler Dealer 

DENVER.—Kirk W. Howry, 53, 
widely-known Denver businessman 
and socialite, died Oct. 27 of a 
heart attack while horseback riding 
at the Lawrence C. Phipps ranch 
in Douglas county. 

Mr. Howry, who was co-owner of 
Howry-Berg. Inc. (Chrysler-Plym- 
outh), and Howry-Berg Steel and 
Iron Works, was stricken while 
riding with a large group of friends 
and members of the Arapahoe Hunt 
club. 





. * * 


Jackson, ATA Official, 


Dies of Heart Attack 

CHEVY CHASE, Md.—Carl F. 
Jackson, 49, assistant general man- 
ager of American Trucking Assns., 
Inc., died suddenly of a heart at- 
tack at his home here, Oct. 29. 

As director of ATA’s traffic de- 
partment and as agent for the 
National Motor Freight Classifica- 
tion, his name and activities were 
familiar to motor carriers and 
shippers in all parts of the country. 
Mr. Jackson has been identified 
with the industry since 1930. Prior 
to that time he had engaged in the 
banking business and for five years 
had acted in a supervisory capacity 
with Firestone Tire & Rubber Co. 

7 * > 
LeRoy Noel 

GOSHEN, Ind.—LeRoy Noel. 78, one of 
Goshen's pioneer automobile dealers, died 
Oct. 18 at the Goshen hospital after being 


there a week. Mr. Noel took over the Reo 
sales agency here in 1908 


> * > 
William H. Taylor 


DALLAS.—-William H. Taylor. western 
division sales manager of Toledo Steel 
Preducts Co., died Oct. 7 of injuries re- 


ceived in a traffic accident here. He lived 


in Adrian, Mich. 
* . * 
John L. Rush 
LOS ANGELES.—John L. Rush. active 
in legal work in the field of consumer 
finance, died here Oct. 19 after a short 
illness He had been associated with Pa- 
cific Finance Corp. in a legal capacity since 
1924. In 1934 he was elected to its board 
of directors, and assumed the title of gen- 
eral counsel in 1944 
* * * 
Luther S. Shoup 
INDIANAPOLIS.—Luther 8. Shoup, 84, 
former Indianapolis branch manager for 
Pontiac division, died Oct. 20 at the Colo- 
nial hotel where he had made his home 
- . . 
James O. Young 
PROVIDENCE, Ky.—A head-on auto col- 
lision caused the death of James O. Young, 
54. In addition to being an auto dealer, he 
operated a large farm and was interested 
in the raising of purebred cattle. 





_ L-M ASSEMBLY PLANT MANAGERS MEET—Lincoln-Mercury assembly plant managers met 
in Detroit last week to discuss plans for the 1950 model year. Shown looking over a 1949 
Lincoln Cosmopolitan mode! with Benson Ford, 
Bond, Los Angeles; 
Neville, Metuchen, N. 


Lincoln-Mercury, are (left to right) E. J. 
Ford; Paul S. Mabie, St. Louis, and R. J. 








from Page 2) 


between Miller and various automo- 


bile manufacturers from whom 
Miller purchased parts. 
Alexander C. Tremulis, chief 


stylist of the “dream car,” was pre- 
vented from referring to the first 
car as the “Tin Goose,” when de- 
fense lawyers objected to this phase 
of his testimony. 

He said the first car was re- 
formed from body parts of a 1942 
Oldsmobile. The model was 
started as a metal mock-up, but it 
was later decided to make it an 
operating car, he said. 

Gerald R. Thorp, Tucker’s former 
publicity man, related how a 
Tucker-owned car developed engine 
trouble after 75 miles in the 1947 
Indianapolis Speedway race and 
was unable to finish. He described 
himself as the former editor of 
Tucker’s monthly house organ. 


Buick, Inc., Yuma. 






WASHINGTON. — Henry J. 
Kaiser declared here last week that 
Ellis Travers, vice-president of|the government already has gained 
Roy S. Durstine, Inc., advertising|a return out of operations of 
agency which handled the Tucker | former war plants by Kaiser Indus- 
account, testified that from Feb-/|tries of $112,231,000, plus $75,855,000 
ruary, 1947, through December, | taxes, making a total of $188,086,000. 
1948, approximately $800,000 was! «9 much incomplete informa- 
spent on promotion through the! tion has been given the public 
agency. regarding Kaiser purchases and 
Travers explained that his com-| payments on former war plants,” 
pany also managed shows in sev-| Kaiser said, “that I believe the 
eral cities during the time when| public should be told the facts 
Tucker Corp. was promoting its; and the actual figures.” 
stock issue. He testified that three Kaiser announced that Kaiser 
wl ae ae tee een companies to date have paid to the 
for the public and one for labor. Geveeninens on former war plants: 
principal, $71,015,000; interest, $23,- 
Travers identified Sen. Homer | 569,000; rentals, $17,647,000; taxes, 
Ferguson of Michigan as the man | $75,855,000; total, $188,086,000. 
referred to in Tucker Corp. ad- Federal income and excise taxes 
vertising as the influential totaling $75,855,000 have accrued to 
member of congress” responsible the roe he government from Kaiser 
for most of the corporation’s 8 : 
troubles. on former war plants since June 30, 
— 1946, that would not have been re- 
T. M. Stapleton, former head of | ceived had not these plants been 
Tucker Corp.’s mail and printing | operated, he said. 
departments, identified certain let- “ai " 
ters dispatched by his department oe eee ae ane ene ae 
—— bore signatures of Fred 086,000. This means the Kaiser 
ockelman, Mitchell Dulian and companies already have poured 
—— all defendants with back to the taxpayers more dollars 
Y than the total of Kaiser govern- 
Prosecuting attorneys read some| ment loans and balances to be paid 


major contributor to the success of the record-breakin 
snapped with a high-speed camera while traveling at 

estimated that they made approximately |,500 contacts, in their refueling Buick, with the plane 
during its 46 days in the air, handing up fuel, 
were Woody Jongeward and Bob Woodhouse. Woodhouse is parts manager for Griffen 


Kaiser Answers Critics 


K-F Head Says His Industries Have Returned 
$188,086,000 to U. 8S. Government 
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BUICK REFUELS RECORD-BREAKER—Rendering service as a refueling car to ‘The City 
of Yuma" when the plane recently established a new world light-plane endurance mark at 
Yuma, Ariz., after 1,124 hours in the air, a 1948 Buick Super convertible was heralded as a 


flight. The Buick and plane were 
3 miles per hour. Ground crewmen 


food and other supplies. Pilots on the flight 


improvements and expansions, 
$11,000,000; Kaiser- Frazer Corp., 
investments in plants, machinery, 
facilities, etc., $60,592,000; govern- 
ment’s security has been increased, 
$112,829,000. 

“The Kaiser record with the Re- 
construction Finance Corp. is one 
of paying debts in full and then 
going to private financing, as shown 
by the following: 

“RFC authorized a loan to Per- 
manente Cement Co. of $3,500,000, 
but Kaiser did not use this, instead 
financing the cement plant priv- 
ately. 

“RFC loaned Kaiser for a Per- 
manente Metals Corp. war-time 
magnesium plant $28,475,000. This 
was paid in full, plus $3,600,000 
interest. 

“RFC loaned Kaiser Fleetwings, 
Inc., $1,000,000. This was paid back 
in full, plus $77,000 interest. 


“RFC authorized loans totaling 
$123,305,000 for the Kaiser Fon- 
tana steel plant, which was built 
as a war necessity. The most that 
was outstanding at any one time 
was $109,180,000. Funds have been 
paid and deposited with RFC 
totaling $35,083,000 on principal 
and $18,659,000 in interest on the 
Kaiser steel plant. This makes a 







Oldsmobile Lists 
Changes in Sales, 
Ad Departments 


LANSING.—G. R. Jones, general 
sales manager of Oldsmobile, last 
week announced changes in Olds- 
mobile’s nationwide sales organiza- 
tion and in the advertising and 
sales promotion department. 


The announcement followed one 
made by S. E. Skinner, general 
manager of Oldsmobile, who an- 
nounced that L. F. Carlson, former 
general merchandising manager, 
had been promoted to executive 
assistant to the general manager. 


Among the changes in the field 
are the following: 


B. N. Barber, formerly zone man- 
ager in Chicago, becomes Atlantic 
regional sales manager, with head- 
quarters in New York City. He 
replaces G. H. Smith, who has 
resigned to accept an Oldsmobile 
dealership in Philadelphia. 

J. E. Straud, formerly zone man- 
ager in Milwaukee, assumes Bar- 
ber’s former duties in Chicago. He 
has served as zone manager in Mil- 
waukee since September, 1945. G. J. 
Clemeson, assistant zone manager 
in Milwaukee, assumes the zone 
managership there, succeeding 
Straud. H. S. Wright, formerly a 
district manager in Milwaukee. be- 
comes Clemeson’s assistant, Jones 
said. 

E. M. Kochsiek, a district man- 
ager in Minneapolis since Septem- 
ber, 1937, has been named assistant 
zone manager in Minneapolis, re- 
placing C. F. Diest, who has been 
appointed zone manager in St. 
Louis, replacing H. A. Klees, who 
transfers to Lansing on home office 
assignment. F. L. Harding, former- 
ly business management manager 
in the Chicago zone office, has been 
appointed assistant to Diest in St. 
Louis. 

Referring to the home office 
changes, Jones said that M. J. 
O’Connor jr., formerly business 
management manager, has been 
appointed manager of the newly- 
created organization control depart- 
ment which combines the organiza- 
tion and analysis departments with 
business management. 


Still on the Job 


Fifty-Year Employe Wins 
Packard Acclaim 





of the corporation’s advertising 
and publicity releases to the jury 
after protests of defense counsels 
were overridden by Judge LaBuy. 


total received by the government 
to date from Fontana of $53,742,- 
000. 


“Meanwhile the Kaiser operation 


on purchases of plants. The tax- 
payers have profited and will con- 
tinue to profit tremendously from 
Kaiser operations. 


DETROIT.—Fifty years of loyal 
service brought a reward last week 
to Edward D. Jones, only employe 


The releases described in detail 
features which Tucker said would 
revolutionize the American auto- 
mobile industry. These included: 
rear engine drive, individual wheel 
suspension, Cyclops-eye headlight 
and other innovations. 


Meanwhile, Tucker Corp. ac- 
tivities in another court room 
were proceeding on a less dra- 
matic note. Federal Judge Mich- 
ael L. Igoe, acting in the cor- 
poration’s reorganization civil 
case, ordered trustees to send to 
45,000 stockholders an up-to-date 
report, including a statement 
that it may take $71,000,000 to 
reorganize the company under 
the federal bankruptcy laws. 
| The trustees, Aaron Colnon and 
John H. Chatz, said there have 
| been no concrete offers to date 
for purchase of the huge Cicero 
Ave. plant. 

The trustees have until Dec. 4 
|to dispose of the plant and ma- 
| chinery. After that it will be taken 
|over by the War Assets Adminis- 
| tration for possible sale, lease, or 
mcth-balling. 


“Moreover, 
ment still retains the full security 
of all its wartime investments in 
the plants, the assets that secure 
any Kaiser loans and purchase 
payments have been increased as 
follows: 

“Kaiser steel invested in Fontana 
plant out of post-war earnings, 
$41,237,000; Permanente Metals 
Corp. invested in Kaiser Aluminum 








Columbus Assn. 
Sets Ad Drive 
To Aid Members 


COLUMBUS, O.—The Columbus 
Auto Dealers Assn. is conducting 
an advertising campaign in the 
three Columbus newspapers, which, 
it is said, has proved very profitable 
to members, and has attracted at- 
tention of dealer organizations in 
other cities. 

The association started the cam- 
paign with an eight by eight-inch 
decal, blue and gold, which was 
| distributed among the organiza- 
| tion’s members for display in show- 
room windows. 















The advertisements are _ two- 
columns wide and six-inches deep. 
They call attention to the emblem 
and urge customers to deal in those 
places where the decal is displayed. 
One series of ads advises automo- 
bile owners to service with new-car 
dealers handling their make of 
automobile, stressing that these 
dealers have the parts designed for 
the car and that the mechanics are 
especially trained. 

Another series seeks to estab- 
lish confidence in new-car dealers. 
The third series deals with used 
cars as well as new cars, service 
again being the keynote. 

The campaign will close with one 
large ad, in which the names of 
all members will be published. 





vice-president and general manager of 
*, S. Borgquist, Detroit; 


while the govern- | of former war plants has resulted 


since the end of the war to date 
in the following benefits: 

“Direct peace-time employment 
of 55,058 persons, payrolls totaling 
$446,544,000, returns to the govern. 
ment of $188,086,000 and production 
of goods and services valued at 
$869,722,000. 

Kaiser further said these accom- 
plishments have a direct bearing 
on those specific objectives of 
Congress as set forth in the Surplus 
Property Act of 1944. “Congress,” he 
said, “stated these objectives as: 
to stimulate full employment, to 
encourage and foster post-war em- 
ployment opportunities, to foster 
the development of new independ- 
ent enterprises, to give maximum 
aid in the re-establishment of max- 
imum independent operators in 
trade and industry, and to discour- 
age monopolistic practices.” 

Kaiser said the War Assets Ad- 
ministration has disposed of war- 
time plants and facilities having an 
original war-time cost of $6,401,- 


000,000. Of this amount Kaiser has 
acquired 3.3 percent, he stated. 





of Packard surviving the little 
band of men who built the first 
Packard car. 

Jones, now 70, an employe of the 
service department, was presented 
a Golden Anniversary Packard De- 
luxe eight, completely equipped, 
just as the car rolled off the as- 
sembly line. 

At the brief, surprise ceremony, 
attended by Packard employes, 
George T. Christopher, president 
and general manager, turned the 
car keys over to Jones. 

Immediately after, he was the 
honored guest at a luncheon with 
Christopher and other Packard 
executives. Jones resides at Fern- 
dale, Mich. 


Syracuse Buick Fete 


Employes of Syracuse Buick Co., 
Syracuse, N. Y., have held their 
annual fall shore dinner with some 
200 employes and their wives at- 
tending. Nelson Purdy was chair- 
man. Guests of honor were George 
F. Dunbar, president, and Mrs. 
Dunbar. James J. Tormey was 
toastmaster. 





FIRE CHIEF ACCEPTS VAGABOND—Arthur Dillon, fire chief of Joliet, lil., is driving a 


Kaiser 
as the gift o 


“utility'’ model specially equipped with stretcher and other emergency equipment, 
the Harold R. Heap Post of the Joliet D.A.V. Pat Fahey, president of Illinois 


Motors Corp., K-F distributor, left, made the presentation as Connie Lochran, commander 
and Clare Cosgrove and Frank Legan, trustees, officiated. The sedan is an adaptation of 


' the standard Kaiser Vagabond. 











eral manager, Advertising 


Federation of America. 
* * * 


A Great Shock 


George’s passing has been a great 
shock. He was a good friend, and 
we will miss him greatly.—CHar.es 
AND EpirH JoHNSON, Chevrolet 


dealer, Miami. 
+ + + 


Helped Industry 

The passing of this great friend 
and spokesman of America’s 
automobile industry is a pro- 
found shock and a deep loss to all 
of us in the automobile industry. 
His devoted work helped thou- 
sands do a better job and build a 
finer industry.—S. E. SKINNER, 
general manager, Oldsmobile. 

* * + 
My deepest sympathy to you in 
the loss of a very dear friend of 
mine.—NorMAN SnHarrock, Detroit. 
+ * * 

We are sad beyond words. Our 
deepest sympathy.— Anita and 
Roy Peep, Honolulu. 

* 


* + 
A Leader 
George was a fine man, a leader 
in publishing and a leader working 
in the interests of his fellow man. 
He will be missed, but he will leave 
a most favorable impression in this 
world.—Epaar Kopak, radio con- 
sultant, New York. 
+‘ + + 


Deepest sympathy. If I can be of 
help don’t hesitate to call_—Tom 
HarMan, director of Capper-Har- 
man-Slocum, Inc., Circleville, O. 

* * * 


Dealers’ Tribute 
Our officers and members send 
their sincere sympathy ... on the 
passing of George Slocum. Our in- 
dustry has suffered a great loss 
and the dealers of Minnesota feel 
that they have lost a good friend. 
He will live in our memory as one 
of the great pioneers of the auto- 
mobile business.—A. Bernarp Lin- 
DAHL, president, Minnesota Auto- 

mobile Dealers Assn. 

a et o 


Shock to Detroit 

The news of the unfortunate 
passing of George M. Slocum was 
a shock to Detroit businessmen. 
Please accept this letter as an ex- 
pression of sympathy from our 
entire membership.— W. A. May- 
BERRY, president, Detroit Board of 


Commerce. 
- 7 a 


Good Life 
Cherish the consolation that 
George lived the good life and 
was respected and loved by hun- 
dreds of friends, including—Marco 
Morrow, Capper Publications, To- 

peka, Kans. 
- 


Paper Reflects Ability 

I was terribly shocked to learn of 
George’s death. While I knew he 
had not been well, I had fervently 
hoped that he would be spared to 
us for many years to come... . 

George’s outstanding ability is 
reflected in the wonderful trade 





AS COMMODORE—Publisher Slocum was a 
yachting enthusiast. An active member of the 
Grosse Pointe Yacht Club, he held the rank 
of commodore in 1937-38. He also belonged 
to the following clubs: Adcraft Club of 
Detroit (president in 1933), Detroit Club, 
Recess Club, Detroit Athletic Club, Old Club, 
Advertising (New York), The Sailfish and Ever- 
glades Clubs of Palm Beach, Fia., and the 
Wings Ciub of New York. 


Tributes to G.M.S. 


(Continued from Page 8) 





paper he has built for our industry. 
For years to come, we will all 
remember the platform which he 
developed and prints under the 
masthead. His ideals and philos- 
ophy of our business are adequately 
and succinctly expressed in this 
platform.— Cart E. Frieiey, Pon- 
tiac-Cadillac dealer, Norwich, N. Y. 
* * * 


Few Such Men 


We are terribly grieved ... 
There are few such fine men and 
good friends, and we loved him 


dearly. — Min anv Frep Bouen, 
Meredith Publishing Co., Des 
Moines, Ia. 


3 . PUBLISHER 


Able Journalist 



























Today was a sad occasion for 
the automotive industry, who will 
sorely miss an able journalist who 
waged constant editorial battle in 
behalf of everything constructive 
for our business. 

In Automotive News he has left 
a lasting monument, and no better 
memorial to the measure of a man 
can be seen than the continuing 
good which we are confident will 
prevail in the columns which he 
engineered so well. — Hucu W. 
Hircncock, director of advertising 


and public relations, Packard. 
+ . + 


and L. H. Martineau, at extreme left. 


A Pioneer 

It is with deep regret we note the 
passing of George Slocum, one of 
the true pioneers of the automotive 
industry and one who gave un- 
stintingly of his time and efforts 
to further the industry he loved so 


Lower photo, taken in studios of station KFRC, San Francisco, shows (left to right) Mr. 
Slocum; Fred Pabst, head of Don Lee's California distributorship for Cadillac, and J. 
Barnett, assistant vice-president of the Anglo-California National bank of San Francisco. 








well.—C.aupe E. Suarpe, president, 


Automotive Boost lub. 
e Booster Clu move the papers from the folder. 


Fe hate I suppose it seemed to him that I 

Sympathy had an important job. Ambitious as 

Sincere sympathy for you in the|he was, he immediately agreed to 

passing of your wonderful husband. |help me—at least he thought he 
—Mrs. CuHristopHer G. SinsaBaucn. | was helping me. 

a oo He would gather up the papers, 

Best Friend pile them on the table, and appar- 


Greatly shocked account death of | ¢Mtly was a big man. 
our best friend in America. Express| All at once, when my back was 
deepest sympathy. May God con-|turned, I heard a scream and a cry, 
sole you.—Ortro WENpT ANp Famriy,|and lo and behold, there was little 
Hamburg, Germany. George all tangled up in the tapes 

i Re of the machine. He was not in 
danger, but he imagined he was. 

I shall never forget what a pic- 
ture he made, I laughed about it so 
much, 

I liked him as a little fellow. It 
is a great pleasure to me to know 
that he has been so successful. 


Loss to Trade 

Our deepest regret over the loss 
to the automotive industry and its 
trade press of a great friend and 
leader, George M. Slocum. — Ben 
Forsytu, Northern Automotive 
Journal, St. Paul. 

a 





> | I send my deepest Foy mage 
Grieved Davin Brapiey, David Bradley - 
We are grieved by the loss of ata ve, — 
our good friend whom we admired 
and loved so much... . —Eruet anv| From Sweden 
Georce Sweeney, Art Gravure Corp., Deeply shocked to receive today 
Cleveland. oe the sad news. Please accept my 


deepest sympathy in your great 
loss.—Harry Linpquist, Stockholm, 


Missed by All 


Regret ‘news of George Slo- | Sweden. acca oa 
cum’s death. He will be greatly 
missed by all automotive circles. |Crusader 


—Tom Frost, Ford dealer, War- 
renton, Va. 
. 


Automotive circles have lost a 
great crusader, a man who has de- 








Courier . . 
brother, Fred, who published the 


. .* voted his life to the betterment of 
As a Boy the automotive industry and has 
The passing of Mr. Slocum|#ccomplished a_ great deal. We 


brought back to my mind an inci- 
dent which happened at least 50 


years past. I am now 70 years old. 


When I was about 17—it must 
have been about that time—it was 
my good fortune to work for 
George’s father, Grant Slocum. 

He published the Tuscola County 
. across the street was a 


Tuscola County Advertiser. 

It was my duty to print the 
Monthly Gleaner, a small paper 
then with only a circulation of 
about 5,000 copies. 

Grant, George’s father, was then 
doing his best to build this organi- 
zation. 

I was present the night of the 
meeting when he was elected grand 
secretary for life of the Gleaner 
Order. It all took place in the old 
Truesdell hotel. 

One day when we were busy 
printing the Gleaner, little 
George, then only about eight or 
nine years of age, came down 
with his father. He was so much 
like him—ambitious, sincere, hon- 
est—he felt that he should help 
me with my work in folding the 
paper. 

I can see him now. In those days 
little boys were not dressed in 
jumpers, but instead wore dresses. 
Little George would watch me re- 





share your great loss, for we sin- 
cerely counted him as one of our 
best friends.—Siim Barnarp, auto- 
motive editor, Los Angeles Ex- 


aminer. 
oa * 


Will Be Missed 


I was so sorry to hear that Mr. 
Slocum passed away. He was a 
great guy and the industry will 
miss him.—James U. Sreinrirst, The 
American Automobile. 


+ 7 * 
Full Life 

Words are at best poor things at 
such times, but for what they are 
worth, you have my heartfelt sym- 
pathy in your loss which only time 
can soften and heal. 

There is a satisfaction in know- 
ing that George had lived a full 
life. .. —Nerr Laine, Ohio Farmer, 
Cleveland. 

* * 


Other Tributes 


With deepest sympathy. 
Pouticy CommMiTTee, Forp Moror 


Co. 

IvaAN WILES AND FRIENDS AT 
Buick 

MICHIGAN MANUFACTURERS AND 


FINANCIAL Recorp 

Mrs. CHARLES McINTYRE, Brovu- 
WER, WILLIAM AND CHARLES 
AMERICAN ASSN. OF NEWSPAPER 


REPRESENTATIVES (Detroit Chap- 
ter) 

D. H. Ketiy 

H. J. Kiincier 

Boarp or Directors, Evans Prop- 
ucts Co. 

W. E. ANpberson, Dertrorr Times 
CHILTON Co. 

Dan S. Eppins 

Semon KNuDSEN 

Frep M. Zeper 

Deacers oF Detrorr—DADA 
Pau. GARRETT 

W. S. McLean 

N. K. Van Derzee AND STAFF 
WituiAmM M. Packer 

Harry FRuEHAUF 

Ray WHYTE 

Motor MAGAZINE 

T. H. Keatine 

Henry T. Ewarp 

M. E. Coy.e 
ASSOCIATED 
TIONS 
Apcrart CLUB 

Hers Woopatui 

Wituam L. HuGHson 

Eart DAHLENE 

Josepu E. Firevps 

H. LYNN Pierson 

Motor Car DEALERS oF SAN 
FRANCISCO AND NorTHERN CALI- 
FORNIA 

Davin A. WALLACE 


* * * 


Built Soundly 


All over the nation automobile 
men mourn the loss of George Slo- 
cum. They depended on his good 
sense and judgment to interpret 


Business PvusBLica- 





WORLD WAR | SAILOR—Youn 


f Georg 


Slocum served his country's 





| erends and point the way to af, 
industry. They find consolation ‘n 
the fact that he built soundly aid 
that his ideals will be carried on 
by a loyal staff.—L. F. Cartsow, 
executive assistant to general man- 
ager, Olds division. 
* * + 


Served Industry 

In helping to chronicle the great 
achievements of the automobile in- 
dustry, George M. Slocum made a 
lasting contribution to the growth 
and development of that industry. 
He will be missed by a host of 
friends.—WatTerR BaLpwin, director, 
manufacturers’ sales, U. S. Rubber 
Co. 


* * * 


Testimonial 
Auto-Lite wishes to express iis 


ON THE RADIO—In upper photo, George M. Slocum ponders answer to most profound regret over the pass- 
Verne Williams’ question for ‘Yankee Goes to Detroit’ program over Yankee network of ing of George Slocum. Probably 
New England. Two network officials are shown—Charies Curtin, standing behind Williams, the greatest testimonial that could 


be made to George’s life and char- 
acter is represented by the group 
attending the services at Grosse 


‘|Pointe Farms.—H. D. Bissett, ad- 


vertising manager, Electric Auto- 
Lite Co. 


* * . 


Condolences 

The passing of George Slocum is 
indeed a great loss to the automo- 
tive industry. Please accept our 
condolences.—AUTOMOTIVE AFFILIATED 
REPRESENTATIVES, Motor City Re- 
gional Group. 


* * * 


Spread Truth 
I am distressed to read of the 
death of George M. Slocum. It 
seems almost unfair that he 
should leave us now when the 
need of his help and guidance 
in our industry is greater than 
it has ever been before. I know 
of no person in the trade paper 
| world who did more to spread 
the truth about trucks and 
trucking than your great pub- 
lisher.—John V. Lawrence, man- 
aging director, American Truck- 
ing Assns. 
+ * * 


Understanding 

The automotive industry, at ali 
levels, has lost an understanding 
friend and a wise counsellor in the 
passing of George Slocum. His ex- 
pressions and his philosophies have 
helped his industry crystallize and 
implement its attitudes during an 
unsettled and confusing period. He 
has contributed stability and direc- 
tion to the national economy.—F. 


A. Hrrer, senior vice-president, 
Stewart-Warner Corp. 
* * s 


High Attributes 


News of George Slocum’s death 
will bring profound sorrow to his 
friends who are legion. He made 
a significant and lasting contri- 
bution to our industry, He dem- 
onstrated the highest attributes 
of a real man. His influence for 
good will live on.—B. W. (Whit) 
Ruark, Motor & Equipment 
Wholesalers, Assn. 





| 
| 


Faith in Industry 

The automotive industry and the 
automotive publishing fraternity 
have lost in the death of George 
|M. Slocum a dynamic force and a 
|cherished friend. Those who knew 
Mr. Slocum will remember him as 
a friendly man with unbounded 
faith in the automotive industry, 
in which he played a stellar role. 
My sympathy to you who will miss 
the presence of a great personality. 
—S. W. Sparrow, president, Society 
of Automotive Engineers. 


* * * 


Sound Counsellor 

The quarter-century covered by 
the career of George Slocum was 
the period of the automobile in- 





dustry’s most spectacular growth 
and development. It was the period 
during which the technique of high 
production, high quality and low 
cost were brought to an amazing 
peak. It was the time when Amer- 
ica really put itself on wheels anc 
when we got the necessary road: 
and other facilities to enable thos« 
wheels to roll, The industry know 
that George Slocum was deepl; 
interested in all phases of thi 
great achievement. He was a kee 
observer, a trustworthy reporte 


e M.| and a sound and constructive coun 
avy in the|sellor. He has left his own specié 


1917-18 conflict. He later was to be elected| mark on this record of progress.- 


commodore of the Grosse Pointe (Mich.) 
Yacht club. Sailing was the sport which drew 
most of Mr. Slocum's pleasure-time attention. 


E. J. Tuomas, president, Goodyear 
Tire & Rubber. 


Sn 
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‘Crisper’ Models Coming, Body Designers Told... 





i f t 



































































ion in 
i) Goodb lining? 
ed 
as oodbye Streamlining: 
man- 
DETROIT. — Future designs of |trim, Sundberg suggested the use|and needs, and becoming more 
automobiles will be more crisp and|of a thermo-plastic laminate as a| strongly aware of our part in the 
we l-defined than the present! more permanent covering for inner | sales function.” 
great streamlined shapes, it was predicted | door panels and headlinings. Mortrude said the present “anat- 
le in here last week by Carl W. Sund-| This material, topped by a thin| omy of the automobile” severely 
in. berg, partner in the firm of Sund-|jayer of transparent acetate, can/| limits styling progress. Body en- 
rowth berg & Ferar, Detroit industrial|}pe combined with any type of up-|gineers and stylists, he believes, 
ustry. | designers, at the annual technical |hojstery as a core to obtain any/| should begin to “offer more vigor- , : 
st of ee E of the American Society | desired color or texture, he said. ous and convincing reasons why CHEVROLET TRUCK SHOW—This Chevrolet truck and equipment show has visited six 
ector of y Engineers. Sundberg also said that: yearly that basic anatomy should yield its | cities in Chevrolet's Harrisburg zone. The exhibit, valued at $125,000, was on display in 
bes Speaking on “An Appraisal of De- tyl hom “ene of the dominant position to the body it- Lancaster, Scranton, Wilkes-Barre, Bloomsburg, York and Pottsville. Thirteen dealers co- 
er s style c ges are ie > operated in sponsoring the show. 
sign Trends—Past, Present and Fu- greatest evils and pitfalls to the self. 
ad as canenel .~ 3 ae modern designer,” since they lead George A. Tinnerman, vice-presi- s 
ow en e -| to “a corned-up, overdone type of | dent of Tinnerman Products, Inc., T T 
, emphasized “to a point where the| product in order to make it look | Cleveland, addressed the meeting ime erms tor aie 
Ss iis | cars of today are actually soft and| gifferent from the preceding |on “The Elimination of Material aa 
pass- mushy” and “remind one of &N| year’s style”; functional features | Handling Through the Use of Self- Seattle Dealers Going All-Out to Make 
bably | inverted bathtub or an overgrown) such as fog lights, tail lights and | Retaining Fasteners.” Car Buying E for Publi 
could | vacuum cleaner. - | license plate brackets have been His talk cited several instances TORE Bay fOr FwoNe 
char- 7a predict that there will be a over-emphasized, “making each | in which auto manufacturers had SEATTLE.—In the wake of a)price of the model purchased. The 
sroup trend, in the future, toward de- of these a separate center of | made impressive cost savings/ $195-down, $49.90-per-month deal|down payment is arrived at by 
rosse signs that are more crisp and | interest,” and chromium plate, through use of Speed Nut and|/on new Plymouths offered last| multiplying $49.90 by 30 (months) 
, ad- well-defined. We have found this | while a necessity, is “good only | Speed Clip fasteners, produced by| month by S. L. Savidge, Inc.| and deducting the resulting figure 
Auto- to be true in the design of other | where it is needed.” the Tinnerman firm. (Dodge-Piymouth), new-car_ sales| from the delivered price of the car 
products such as household ap- Don Mortrude, Detroit industrial| Prior to his address, Tinnerman| promotion has reached a postwar|plus finance charges : 
pliances and business machinery. | designer, told the convention that|W@S host at a cocktail party and|high here, with easy terms one of Counter-promotion to the Sav- 
We have found that the buying|the motorist wants more individ- dinner for a group of automotive|the major merchandising weapons.| idge plan emphasizes that “long 
m is public welcomes these crisper,| uality and more frequent and sig- engineers. The Savidge promotion, still | terms do come high,” and that 
smo- slightly more severe shapes, as 4| nificant appearance changes in his ._ going strong, is reported to have | under such terms the car buyer 
our relief from the so-called stream-| car. Road Lag Flayed moved over $1 million worth of | will ultimately pay $2,591 for a 
ATED lined shapes that have been s©| The industry must do a better new cars in less than a month. $2,023 car, assuming that he car- 
Re. much in vogue for the last ten! joh of meeting consumer demand At ‘Week’ Dinner Other dealers are meeting the) ries his monthly payments 
years,” he said. i ; _|in this respect if it is to keep new challenge with the same or simi-| through an entire five-year pe- 
Discussing automobile interior| car production volume high in the I A l + Ci lar “easy terms.” Some have broken| riod by balloon payment refi- 
i years ahead, Mortrude declared. n Atlantic ity interest rates as a counter meas-| nancing. 
‘ Dramatic new styling on a sus- | ATLANTI itl ace ‘ G. R. McKlhany, head of the 
= Ketter ing Calls tained annual basis, he said, | Automobile "eee Week” yen ueticemeah anda a a we ioc dee ta 
he Research Ke would in ee = the highlighted here by a dinner Oct./ percent interest charge per annum| eral are holding the line on finance 
the sf mo gg oe —- i. ae 31 at which Congressman T. Millet | “for a limited period only.” Then| rates, the usual interest charge 
nee T Oil s 1 ‘aieleaniin te Galler Hand, New Jersey Republican,| Central Pontiac Sales Corp. came| being 6 percent, with a “30-30” deal 
; oO 1 upp y greater opportunity satisfy (charged that the federal govern-| yp with a “no interest for one|typical—that is, 30 percent down 
as his pride of ownership.” ment is slow to convert tax monies ” yP ‘ P 7 
ow iat ‘ a ze ia year” deal. Both have attracted| and 30 months to pay the balance. 
NEW YORK.—Engineers and Through low-cost, volume pro-|jnto better highways . : 
sini’ : , ‘ & ys. much attention and produced great| In spite of the accent on terms 
per chemists can conserve the nation’s| duction, the automobile business| “As dealers in New Jers — 
ead : w ; ey, yOu! results, it is reported. by Seattle dealers, other promo- 
petroleum reserves by making cur-|/has become a vital part of the|have no sales tax and you enjoy! sgt : “Better B Buick” | ti ] : 
and rent supplies produce more power) American economy, and a reason-| the lowest state gasoline tax in the | th stage Po - Bui .- CO a non E. Belco: being plugged. 
ub- | and by improving production of| ably rapid cycle of new-car turn-| nation, yet 36 percent of the state | ceers’ new cacy on $49.00 sponthin| “Why bur. 1949 cor ater wea 
an- synthetic fuels, Charles F. Ketter-| over is an economic necessity, not| revenue comes from automobiles,” re ers swith th => .90 monthly| “Why buy a 1949 car when you 
ck- ing states in an article in The Oil|only to the industry but to the| Rep. Hand told the 200 deal 4 erms, wi he down payment} can get a 1950 Studebaker. 
. : Pp. 1 the ealers and| varying according to the overall| Three Lincoln-Mercury dealers, 
Forum. country as a whole,” he said. friends who jammed the dining |}———————————————_| Lee M Pacifi 
The General Motors research| “Salesmanship has been deficient, | room. Mill aos s = . = So 
consultant wrote that because the | and “ee = a, to _— “But under the federal tax sys- New Ice Solvent ae ee eee 
s internal combustion engine has | come Ss y improving eir/tem, your industry is saddled with Sti i ; 
au | Mierptetly revelutonized our con | knowledge’ of the buyer's motives | ai0j000 in highway. use taxes| Claimed Harmless | aniic'tt tatty sett cats 
ling cept of transportation,” both the and $1,151,000,000 in excise taxes tisin in the icont newspaper 
the automotive and petroleum indus- e which put a brake on sales,” he To Aut Fi : h s eer 
ex- tries have “so much at stake we Mass. Planning declared. Oo inisnes 
lave are naturally concerned about the Despite the vast income from| DETROIT.—A neutral chemical, 
and future supply of liquid fuels.” To Crack Down taxes, he said, the federal road| called Saif, for ice and snow re- AUTO BOOKS 
He As for the automotive industry, program is lagging and the states| moval without damage to the fin- 
—_ Kettering wrote: On Dealer Plates have had to take up the slack. | ish of automobiles, was introduced| That Should Be in Every 
“Fe “We have been finding out how Allen A. McCarthy, assistant sec-|to 400 road officials, highway safe- Dealer’s Library 
sat to make a given supply of fuel go} BOSTON.—A warning that he/ retary of the National Automobile ty engineers and industrial safety 
’ farther. That is just as good as| Would crack down on automobile|Insurance Underwriters Assn.,|¢xperts at Olympia stadium here oo Ee Se eS Se ae 
finding new oil wells. Today we|dealers who evade the Massachu-| warned auto repairmen that “pad-| last week in a demonstration called| mechanics and 
are getting about one-third greater | setts excise tax during 1950 was/ ding” of repair bills “increases the “Saif-ty on Ice.” knowledge they contain will be valu- 
ton-miles of transportation per|given by State Tax Commissioner | cost of insurance and, in the long| Hosts at the show were officers Sa canein — oe, 
th gallon of fuel than we were 20|Henry F. Long during a discus-|run, is neither profitable to the of Normandy Chemical Corp., of . 
a. years ago, and we haven't yet|sion of local tax problems at the/ dealer or the public.” Muskegon and Port Huron, Mich.,| AUTOMOTIVE FUNDAMENTALS, By 
de reached our limit. annual conference of the Assn. of| Other speakers at the affair,| one of whose directors, George B. otis ate ane of ~ _— 
oa “High compression engines have | Massachusetts Assessors. __|staged by the Atlantic County| Wagner, is the inventor of the/ tenance and operation. $4.90 postpaid. 
m- been built and tested which show “In 1950,” Long declared, “I will| Automobile Dealers Assn., included product. THE LAST BILLIONAIRE — HENRY 
“A that still further gains of 35 to 40| begin to check very vigorously |Mayor Joseph Altman, State Sen.| Saif is made of clean wood flakes | FORD. By William C. Richards. “‘An in- 
: : : .; | automobile dealers using dealer| Frank S. Farley, State Assembly-| impregnated with a chemical that | formal portrait of an industrial genius who 
‘or percent are possible provided high : - y- |. bal : was also a most unpredictable human be- 
it) octane fuels can be produced plates on private cars. 3 man Paul Salsburg and association|!5S On balance between acid and ing."’ $3.75 postpaid, 
. cheaply enough to operate them|, Revealing that he had received | President Thomas Lawley, Atlantic alkaline reaction, and which is for| KNUDSEN, A BIOGRAPHY, By Norman 
commercially. letters from residents of many| City Nash dealer. household or highway purposes as| Beasley. 397 pages, cloth bound. $3.75 
“Even though the high octane | °°™munities in the state protesting} P. L. Schaeffer (Chevrolet), At-|@n ice solvent. SE ee RIVE MECHANICS Wa 
fuels do cost more, if the gain in| the use of dealer license plates on lantic City, was chairman of the| Wagner said Saif is neutral, non- Saauan’ h comedian and beds ceuiie 
economy is more than enough to automobiles used for private pur-| committee directing observance of | Corrosive, harmless to pavements, |on the subject of fundamental automotive 
th Cffset the increase in cost. we are | P0®* Long accused the assessors| the week. fabrics, and to metals and their| mechanics, Cloth binding. $5.00 postpaid. 
ity still ahead.” . of either misplacing registration $$ ____. finishes—non-poisonous and non- po re ee een” re 
” “ g 3 } i r . ° '. 
wn iaabeastedieteimsintiter: cards or “deliberately destroying | ° inflammable. Cea Sacsds Deaier Pusinens Consultant. 
; the cards.” The cards are sent out | et the Bir Saif goes to work instantly,|rnree books—Book No. 1, $2.00. Books 
la Packard Begins |from Long’s office to aid the as-| : gripping ice and providing a non-|2 and 3, $3.00 each postpaid. 
ew 3 sessors in collecting the motor ve-| Dodge Sales Chiefs | skid surface of its flat wood flakes, | DETROIT IS MY OWN HOME TOWN. 
od 3-Day Meeting hicle and trailer excise tax. Bag Pheasant | while the chemical action melts seein eee: fe iideas aeaae eae 
Long said he would pick a cer- | the surface,” Wagner declared. business, $3.75 postpaid. 
ry, DETROIT. — Seventy-five Pack-| tain community to use as a testing| , DPETROIT.—South Dakota Dodge Company officials said the new| FASTEST ON EARTH, By Capt. George 
le. ard field officials began a three-| ground and see how well the as-|@¢@lers sent messages of condo-| ,,oduct is already in volume pro- | Zysten. Complete history of every land 
iss day conference with factory sales|sessors are collecting the automo-| /ence this fall to Ed Quinn, gen-|Guction and being distributed in ee eee Png | de bound 3° — 
ty. executives here today (Nov. 7). bile tax. eral sales manager of Dodge, and 50-pound bags and in bulk to high- HENRY FORD——aie LIVE, mis WORK. 
ty The meeting is under the direc-| “We will send out the bills our-| William S. Woolsey, truck sales way and street departments and|HIS GENIUS. By Wm. A.’ Simonds, Re- 
tion of Karl M. Greiner, Packard| selves payable locally,” he said.|SUPervisor, because they were to0| industrial users. Consumer pack. | Brinted by Wloyd Clymer. Deluxe editica, 
sales vice-president, aided by C. E.| “That will give a complete check | >USY at the home office to visit) ,,e5 will be available soon, they | ~2etPe————___ 
Briggs, assistant general sales|and we will be able to compare |*he No. 1 pheasant state. said. , Sonin Gua eee ae Ge 
manager. that with 1948 and 1949.” Irked by the taunts, the two| Sack ie 6. 5. S on 48000 cnn, Delume eleth-bound, 
by _ —_— - . _____|hunters drove just two miles be- | $2.50, Latest Scrapbook Edition No. 5, 
as |yond the Detroit city limits and Ark Dealer Sues | $2.00 paper cover, $3.00 Deluxe edition. 
in- | bagged a choice rooster before the . . , Steame Cae Seraghesh, $1.00, Delune Baltes 
th R ‘ hy D F fe ¢ | Michigan season was an hour old. | 7 INT F 
: \fax Collector | INDIANAPOLIS RACE HISTORY BOOK— 
oa } ji 
: or, —  LEPR Rock an.—2. wie ee ee eee 
w . | Packard Shift to ’50s |Burnham, automobile dealer at|xbie ips? $100. 1948. -$1-50, 1949 Year. 
ng Automotive News Covers Cars in Stock Danville, Ark., has filed suit in| book, new and large, $1.50 postpaid. 
oF - . Federal District Court here against | FLOYD) CLYMER’S TEST REPORT and 
d ANSWERING many requests from our , DETROIT.—By switching ser- |W. D. Self, acting collector of in- | Chevrol £31.50." a meee Gaacead 
d: readers for a semi-permanent binder to | | ial numbers, Packard has | ternal revenue. | $1.50. "49 Ford ' $1.50. 49 Mercury $1.50. 
ee retain this publication for ready--reference. | | changed over to 1950 models, it Burnham seeks the return of| £9 Studebaker $1.50. Clymer’s Catalog on 
a Only recently have we been able to secure was learned last week. The | $8,653.98, which he claimed in his | tratea with specifications, Postpaid” $2.00. 
1; © quailty binder which will stand the gaff change was effective Oct. 3, 1949, |complaint was “wrongfully AS pe yee OO 
ao and which we can recommend. This binder one in 7 made retroactive to (sessed and collected” by the col-| service information all Ferd. cars, "30, to 
: ic covered with black Levant leather cloth, || °°" i" dealer stocks. | lector, ‘49 inclusive, Postpaid $1.50. 
e stiff sides, holds 26 issues of Automotive For those cars then in dealer | Plaintiff alleged that his wife | CLYMER’S CATALOG on all 1949 British 
P News in removable metal blades. Price $7.50 stocks, Packard is understood to | was a bona fide partner with him | °@fs including photos, specifications and 
a postpaid to our subscribers. have sent new serial number |in three auto dealerships, but that | ee pene 
a AUTOMOTIVE NEWS BOOK DETROIT 26 plates for installation by its (the collector refused to recognize | BOOK DEPARTMENT 
DEFT. various dealerships, her part in the business enter- | AUTOMOTIVE NEWS 
; é, prises as valid. DETROIT 26, MICH, 


















































Congress Urged 
To Repeal Taxes 


On Transportatior: 


WASHINGTON. — The Nation 
Defense Transportation Assn., h 
urged repeal of federal transport 
tion taxes and the establishment 
the Army Transportation corps | 
a& permanent basis in resolutic: 
transmitted to Congress. 


The resolutions were sent to Re». 
Carl Vinson, Rep. Sam Rayburn 
and Sen. Millard E. Tydings by 
Thomas Fuller, chairman of the 
association’s legislative committe... 

The resolution urging repeal of 
|the federal transportation taxes 
enacted during the war, pointed ouit 
|that they “were not intended pri- 
|marily for revenue,” but were 
“designed to restrict the use of 
transportation facilities during the 
period of national transportation 
shortage.” 


The shortage no longer exists, the 
resolution declared, and the taxes 
are now “imposing a heavy burden 
on the transportation industry and 
retarding its full development as an 
instrument of national defense.” 

In urging “establishment of the 
Transportation corps as a perman- 


al 


Zions @& 


ent part of the Army on a plane 
of equality with the other technical 
services,” the association said that 
the present uncertain status of the 
corps, which now exists by virtue 
of executive order, seriously handi- 
its effect 
it 


caps the corps through 
on morale and the difficulty 
imposes in recruiting. 





Correction: Nash Output 


DETROIT. — Correcting figures 
which appeared in an AUTOMOTIVE 
News article last week, a Nash 
spokesman reports that 63 percent 
of the company’s production is de- 
voted to Statesman models and 37 
percent to Ambassadors. The ar- 
ticle said the figures were 70 per- 





cent for Statesmen and 30 percent 
for Ambassadors. 
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Car, Truck Output Estimates 
o 
By Automotive News 
PASSENGER CARS 
(U, 8. PRODUCTION ONLY) 
! Week Week —e- et ams 
ff Ri | Ended Same Ended “Total “to “to 
de bl Wislilu (hia Lo New. 6, Week, Oct. 29,  Oct., Nov. 6, Nov. 5, 
1949 1948 1949* 1949* 1948* 1949* 
CHRYSLER . 21,903 20,868 29,456 126,719 680,372 1,004,131 
a err 1,894 2,983 3,726 17,108 99,142 132,719 
PE: Sk¢6+s0v0e ews 1,512 2,322 2,744 11,998 75,927 96,737 
Hs vests res eces 7,126 5,746 9,067 38,227 192,896 273,853 
EE accsvtdevns 11,371 9,812 13,919 59,386 312,407 500,812 
FORD . 10,378 21,251 22,704 100,608 594,148 917,345 
ae 8,019 16,154 17,900 79,097 431,188 714,141 
Lincoln .......... 512 1,440 543 2,993 = 32,972 32,080) MARTIN RECEIVES PONTIAC AWARD—Charles H. Martin, Inc., 2739 Sixth Ave., Troy, 
DEOTOUEY 6 csecccvcess 1,847 3,657 4,261 18,518 129,988 171,124|N. Y., has been awarded Pontiac's Better Dealer picture of Chief Pontiac. He is the first | 
GENERAL MOTORS . 45,963 28,783 16,059 200,540 1,347,322 1,963,625 | 1° me, New rere zone to receive the honor. At the right is Martin receiving the award 
MER oekasvevecdhss 4m Ul ee ee ll . 
ED. cdccetvivees Me <«<ee0 1,760 7,076 54,824 76,154 | 
> re 23,418 16,468 23,531 108,007 674,732 986,677 | 
Oldsmobile 5,461 3,500 5,670 24,620 171,480 254,978 | C l d. D I A I t d 
RRR 7,204 5,347 7,222 28,727 216,051 294,960 otorado eaters erte 
KAISER-FRAZER ... ..... ae | Se8ve 4,250 159,113 57,982 ° > 
Frazer hak Re. peek 1 51,285 6,461 A t Mi T: t 
NL cash QC OEG Sui 2680 |... sz19 107828 51,521 A DALNS ore taxation 
SUEDE, Ss cctivoseces 141 58 110 636 26,146 8,074 
HUDSON ........-.... 2,454 4,208 = =2,182 7,179 110,294 125,554) DENVER.—The Colorado Auto-|nearly $20,000,000 annually. Regis- 
stat caudavee tu; 3,701 1,854 3,706 15,580 98,683 128,086 | mobile Dealers Assn. has taken a|tration fees are the second largest 
PACKARD ........... 1,842 2,622 1,594 7,110 78,053 98,244 | “watchdog” position against further |jtem. giving the state between $5.- 
STUDEBAKER ...... 5,622 3,137 5,601 28,204 140,462 194,165| taxation of the motoring public | o99c0¢ and $10,000.00 yearly, Soles 
PNET se vcakdveiee 925 1,067 1,219 8,612 28,982 30,044 /and will work for reduction of | (00000 and $10,000,000 yearly. Sales 
aos @ ORM AUR Akon ag |existing taxes on this “highly dis- 
Total Cars, U. S. .... 92,929 88,444 112,631 489,388 3,258,575 4,527,200 | - i inated against group,” accord- | $5,000,000. 
“Revised. ing to Tom Braden, executive sec- = ge ome ae 
retary of the organization. 
COMMERCIAL CARS The association also recognizes Chevrolet Fetes 
Is. ICTION ONLY) |that in the postwar growth of our . 
«a ae Week a — | State some motor vehicle taxes 125 Mechanics 
Ended Same Ended a .. oe alee sev ted rence be ome and) SYRACUSE.—One hundred and 
. 5, j ° Oct, 29, Oct., Nov. 6, Nov. 5, | such nec - s : 
Ntoio. 1948 1949° i949° 1948° 1949°" | rogated i> on "aon ‘on aoe twenty-five service mechanics from | 
CHEVROLET ........ 6,012 7,204 5,913 27,588 336,208 343,648| motor vehicle users group are not | !0C4! Chevrolet dealerships, who | 
CROSLEY 5 25 2 30 2,500 309/opposed by the association, he|P®S8ed the Chevrolet-approved | 
rr 16 22 94 337 5,979 3,186 | added. training course examination, were | 
SR 2,108 3,603 2,774 11,631 142,253 132,709; The motor car industry in Colo-| honored at a dinner sponsored by 
BARS. no -scsccese 35 34 35 133 3,666 1,378 | rado is paying over 25 million dol-| the Chevrolet Motor division. 
ol ka acl. -0'0,9;0.80'° 2,128 4,768 5,345 21,374 268,556 210,470/lars each year in taxes, and this is|) C. W. Sweet. zone manager, | 
ee 1,228 1,557 1,242 6,006 79,592 %5,372| exclusive of special truck and bus praised the men for their loyalty 
INTERNATIONAL 1,196 2,860 548 2,252 141,485 102,375) fees, and also exclusive of personal | and ability and presented each with 
Ec ntcly winew.0Gae0 e's 200 91 200 778 + «=©=—10,924 6,324 | property and real estate taxes and| aq diploma. Of the 125, 97 were 
kid. ac606a 606 a000 0 50 231 51 250 10,557 3,191 payroll and state income taxes. | certified as approved mechanics, 23 
STUDEBAKER ...... 1,048 144606 1,072 4,844 55,904 57,379/ The gasoline tax is the largest|as body mechanics and five as 
I oo gies aeons 205 284 200 789° «10,651 7,177 | single item, which nets the state| radio mechanics, 
MED. obs c.cvcvccces 1,813 1,659 1,278 4,101 92,386 45,267 
MISCELLANEOUS ... 341 128 341 1,521 18,101 17,449 
Total Trucks, U. S. . 16,375 23,912 19,095 81,134 1,178,757 i 1,006,234 aa: 
Total Cars, Trucks 
U. 8. oT itae eee 109,304 112,356 131,726 570,522 4,437,332 5,533,434 CLASSIFIED WANT AD DEPARTMENT | 
Total Cars, Trucks 
s,s Sa ast ot ta loos 020 fl a = 
Grand Total, aialsa 4d eed wee) eg a 1 n 
Cars and Trucks 
U. S. and Canada ...115,141 118,037 137,067 596,749 4,651,685 5,782,454 bf 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, Diamond T, etc. 


Auto Production to Slump 
Despite Steel Resumption 


(Continued from Page 1) 


sembly through the month at only 
slightly reduced operations. 

So-called inventory shutdowns at 
Ford last week were responsible 
for a major portion of the in- 
dustry’s overall production decline. 
However, Ford has still to meet its 
steel problem full force. 


Another large contributor to 
last week’s output decline was 
Chrysler Corp. Here, too, the 
steel problem had more serious 
future than immediate implica- 
tions. 

Chrysler Corp. last week halted 
assembly at Dodge, DeSoto and 
Chrysler mainly because 1949 model 
runs at those divisions were com- 
pleted. Reportedly, Chrysler also 
will have built all the 1949 Plym- 
ouths scheduled when that division 
shuts down around Thanksgiving. 

* + « 

UT like Ford, Chrysler is not be- 

lieved to have much steel either 

with which to get into production 


of 1950 models. 
General Motors last week still 





Ford Shows Small Taxi 


For New York City Use 


NEW YORK. — A specially-de- 
signed Ford taxi cab was shown 
last week to the special police com- 
mittee reviewing the need for 
smaller taxi cabs here. 

Embodying all external features 
of a stock-type standard Ford four- 
door sedan, the sample taxi had a 
specially-designed interior to com- 
fortably accommodate four passen- 
gers and a driver. A_ separate 
driving compartment is provided 
for passenger privacy. 


planned on utilizing curtailed 
schedules to conserve its steel 
piles, but officials said that if 
the steel situation was cleared up 
this week, GM might possibly 
avoid any complete shutdowns. 

Among the independents, Nash 
appeared to be in the greatest 
supply jeopardy. Nash said it would 
have to suspend output at its two 
main plants about the middle of 
the month, although its West Coast 
plant was set to continue through 
the first week of November. 

However, Nash made that an- 
nouncement before a steel pattern 
started to take form. There is a 
possibility that Nash may also 
switch to a shorter work-week until 
its supplies can be brought back 
to normal. 

* * * 

PTIMISM also was held that 

Studebaker, Hudson and Pack- 
ard might escape further drastic 
cutbacks. Shorter work-weeks may 
prove a solution for those makers 
too. 

Meanwhile, steel officials are re- 
porting a great deal of damage to 
furnaces throughout the industry as 
a result of idleness. 

One particularly large furnace 
is said to be in such bad condi- 
tion, that it may take three weeks 
to repair it. 

But even in the light of that type 
of news, there was no doubt that 
the auto industry’s future was a 
little brighter last week than it had 
been. 

But there was no doubt either 
that auto makers had been and 
still were operating on “borrowed” 
steel. They will have to cut back 
in order to allow inventories to get 
back into balance. 







and groups 


Box No 








Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 
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HELP WANTED 

GENERAL SALES MANAGER WANTED 

Special top flight sales executive for one of 
the largest Chevrolet dealerships in one of 
the southeastern states. The man who will 
qualify to fill this vacancy will have the most 
unusual opportunity for Lies advancement. 
He must be between 35 and 45 years of age 
and will of necessity be of proven executive 
caliber, Should have pre-war sales experi- 
ence, preferably with a Chevrolet organiza- 
tion, in selling passenger cars and trucks. He 
must be an excellent closer, able to accept 
responsibilities, initiate policies and above 
all, an efficient and able appraiser of used 
cars and trucks. He must be able to assist, 





salesmen and coordinate this organization 
with the used car organization consisting of 
used car sales manager and five used car 
salesmen. Only a sober, honest and trust- 
worthy man need apply. Earnings will be 
commensurate with ability and job perform- 
ance. In reply send complete personal data 
and past records to— 
Box 3536, c/o Automotive News, Detroit 26 
All replies will be held strictly confidential. | 
FORD SERVICE EXECUTIVE. This job 
takes guts, ability and brains. If you're 
a weak sister, don’t bother us! We want | 
a young man with ambition whose future 
is stymied by seniority, lack of facilities 
or old fashioned methods. A great op- 
portunity for a service manager who 
wants to succeed. No ‘‘has beens’’ con- 
sidered. Requirements high. We must 
expand service business to justify invest- 
ment in one of New England’s newest 
dealerships. About 20 minutes from Bos- 
ton. Potential is here but demands ability 
to develop it. Good salary during six 
months’ trial 





period. Bonus based on 


results after that. No soft spot! Plenty | MECHANIC, 


of work properly supervising service de- 
partment employes. If you're the right 
man, you'll be glad you replied. Send 
photo with qualifications. Box 3525, c/o 
Automotive News’ Detroit 26. 





direct and train eight new car and truck; OWNER OF VOLUME FORD DEALER- 


AUTOMOTIVE ENGINEER. Well estab- 











HELP WANTED 





tional opportunity for an aggressive man 
who is desirous of going into business for 
himself. Must be capable of originating 
and negotiating the purchase of a ‘‘Big 
Three’’ dealership, now in operation in 
a city of 200,000 population or larger 
or who is at present successfully man- 
aging such a dealership, the owner of 
which wishes to sell. Must be familiar 
with all phases of automobile merchan- 
dising and management. Will purchase 
the business, provide working capital and 
operate on a profit sharing basis. This 
deal is offered by a party who is pres- 
ently and has been engaged in the suc- 
cessful operation of a large well 
established dealership for over 20 years. 
Write Box 3527, c/o Automotive News, | 
Detroit 26. | 


MECHANIC 
. to work on new buses. both Diesel and 
Gas. Age 28 to 45. 
10 years’ automotive experience desired. 
Top wages, hospitalization, paid vacations, 


paid peneer. 
CAN PROVIDE HOME IF NECESSARY 
A good food) _ for the right man. 
MEIER TRUCK SALES 
1313 Regent Street, Madison, Wisconsin 


HELP WANTED 


GENERAL MANAGER. Here's an excep-| EXCELLENT OPPORTUNITY for man in 


Chevrolet dealership, located in Southern 
Montana town, with general business 
background with emphasis placed on of- 
fice procedure, financing, credits and col- 
lections and sales management. Enclose 
picture. Give fully qualifying experience 
and history in first letter. Address Box 
3538, c/o Automotive News, Detroit 26. 


AUTO SALES MANAGER. One of Chi- 
cago’s oldest and largest automobile 
dealers, handling the ‘‘Big Three,’’ offers 
an exceptional opportunity for a man 
with a thorough knowledge of all phases 
of automobile merchandising. Must be 
capable of directing a large sales organ- 
ization, training salesmen and closing 
deals. Top salary. In reply state qualifi- 
cations, experience and age. Box 3514, 
c/o Automotive News, Detroit 26. 





UNUSUAL OPPORTUNITY for a live wire 
sales manager, with proven ability, who 
can sell and head up a sales force of 
approximately six men. Must be capable 
of selecting and training a hard-hitting 
selling organization. We are Ford dealers 
and are located in the metropolitan Bos- 
ton area. Prefer someone not over 45 
years of age. All replies treated strictly 
confidential, Reply Box 3512, c/o Auto- 
motive News, Detroit 26. 





SHIP, multiple point, will consider turn- 
ing over complete management to experi- 
enced operator, requiring no investment 
but with contract providing for purchase 
of stock out of bonus until full owner- 
ship acquired. Do not reply unless you | 
have had volume experience as sales 
manager plus general management au- 
thority and experience in big operation. 
Applications treated absolutely confi- 
dential but will not be considered unless | 
complete details and photograph supplied. 
Box 3513. c/o Automotive News, De- | 
troit 26. 


lished northwest manufacturer needs en- 
gineer familiar with design and con- 
struction of truck tanks, tank trailers 
and highway trailers. Must be drafts- 
man, familiar with load distribution. No 





GENERAL 
age 38, 
buyers’ 
General Motors dealership. Married, good 





POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7'/, cents per word for one 
insertion or two insertions of the same 
copy at 12'/, cents per word. Cash in 
advance. 









MANAGER, Volume operator 
good organizer with successful! 
market record managing larie 


habits, excellent references, factory a 
proval and maximum operating resul' 
assured. Financially able to buy part 
interest. Replies will be held strictly co 
fidential. Box 3547, c/o Automotive 
News, Detroit 26. 





traveling, live in Portland, Oregon, State 
qualifications, references and salary ex- 
pected in first letter. All replies con- 
fidential. Write to C. K, O’Rourke, 712 
Corbett Building, Portland 4, Oregon. 





YOUNG MAN, 30, thoroughly experienced 


in repairs, sales and management, see!:s 
position with dealer in west or sout' 
Box 3548, c/o Automotive News, [De 
troit 26. 





experi- 
enced. Permanent job in Western Ne- 
braska town of twenty thousand, Com- 


Chrysler - Plymouth 


mission or salary. Give experience and 
references first letter, Box 3537, c/o 
Automotive News, Detroit 26. 


CAPABLE TRUCK SALES 'SPECIALI: 


wants factory sales representation. Tru 
equipment or allied line for midwest 0 
southwest. Box 3545, c/o Automotive 
News, Detroit 26. 
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BUSINESS FOR SALE 


AUTO BUSINESS FOR SALE or trade. in 




















USED CARS FOR SALE 





NEW 1949 DODGE VX-172 cab and chas-| GOOD USED automobile turntable. 


63 





_TRUCKS FOR SALE 


sis, Timken six wheel tandem drive unit, 




















SHOP EQUIPMENT WANTED 


Send 
details of ccndition, make, etc., and ask- 


























AER with broad service experience good farming community in smal! Illinois 
es w shes to make connections in a similar town. Other lines to go along with auto- with model T-70 2-speed transfer case. ing price. Wiss Brothers, Inc., Morris- 
ce pacity with car eer an ae mobiles available. Building is approxi- A od _— Py — rhe aly town, N. J. 
° ben with present employer (a leading mately 50’ x 150’ including 6 room apart- ® air brakes; No. : ront springs, aan ~ . 
tion, cnr manufacturer) for 12 years in vari-| ment with bath. Price $12,000. Box 3534, No. 12500 rear springs; color, red; 172” Eee RQUIFMENT TOR SAL 
7 ous capacities, ‘At present handling field c/o Automotive News. Detroit 26. Onl Dealers Bu wheelbase; 102 cab to axle, Empty| VAN NORMAN No. 222 connecting rod 
National ce mplaints, product analysis and product y y weight 11,400 pounds. Gross vehicle rat- grinder, complete with tool sharpener 
- improvement with very creditable results, |GARAGE BUILDING and equipment for ° ing approximately 35,000 pounds. Avail- attachment, Delta 11” sander, Dumore 
sn., his Box 3546, c/o Automotive News, De- sale. Used for Dodge-Plymouth for 10 Privates and Dealers Sell able at dealer’s cost. Smith-Utterback, No. 5 grinder, K R Wilson 3-ton Arbor 
nsport.- troit 26. years and Nash oa On oan <4 Inc., 1001 W, Broad St., Richmond, Va.| press, 20x18 steel stand with drawer. 
<7iENTION FORD AND LINCOLN-MER- —* 2590-13-61 between Toledo an eveland, constant etch eeieninatnineemeticenae - Original cost $2,848. Used only two and 
ment of AT(ENTION RD AND a ey og Ohio, $10,000 down, balance like rent. at PARTS FOR SALE a half years—excellent condition, Avail- 
orps cn CURY Seaham top a’ yeune. comeaee Box 3524, c/o Automotive News, De- e e —___________________________________| able only because engine rebuilding dis- 
oluticns your St chewy od tentative,’ 3 aan your troit 26. Mont elier Ohio ee eeeeeeeeeeeaaaaomomoceerersom™ continued. Complete unit $1,400 crated 
man 5 t f.o.b. Portland, Champion Motors, Inc., 
= gat aan Lk ce oe DEALER SERVICES OLDSMOBILE 530 Forest Avenue, Portland, Maine. 
to Rep. oa location in south or southeast. Box | AUTOMOTIVE EMPLOYMENT SPECIAL- EVERY MONDAY AT 12:30 P.M. SmAam MACHEN Guanane aaa 
Rayburn 3944, ¢/o Automotive News, Detroit 26.| ISTS. Serving both employers and em- , AND ALL GENERAL MOTORS AR MACHINE. Heavy-duty No. 900-830 
ee Se eee |  ployes, Sales, service, parts, office and Long distance telephone—9009 PARTS AT WHOLESALE with passenger car and truck front-end 
mgs by SERVICE MANAGER seeking permanent; management, inquiries solicited. Cardinal Sunday & Monday and frame attachments. In use two 
of the connection with well established, straight- Agency, 505 5 Ave., New York, N. Y. Week d 37 614F2 $100,000 INVENTORY years, excellent condition, Compiete cost 
amittoe shooting G.M. or Chrysler dealer, who | ——#———# —————————__ eek days 37 or : new, $3,465; bargain, now $1,500. Re- 
S will recognize ability, integrity and hard | CASH FOR YOUR USED CARS. Use same ; LIBERAL DISCOUNTS liable Chevrolet Co., Meridian, Miss. 
‘peal of work end who might eventually consider plan that sold ours in our 3 Chrysler We have never missed a Monday bheeds Core Supports 
1 taxes selling me ar. interest in dealership. branches. Mail $20 for plan—refunded if (Since Feb. 3, 1947) Grilles Hydramatic Parts oon WILL TRADE La git, 
ated out rwenty years’ experience, good education, | not effective. Write Box 3552, c/o Auto- We are proud of this record Hub Caps Shock Absorbers 1946 CULVER V airplane. Excellent con- 
led pri reputation, ee ri — motive News, Detroit 26. Fenders Distributors dition. a * a aoe — 
i. een-m: .M, » ———— ; ; for | y ‘ 
t were Diesel “and body shop. Can furnish A-i USED CARS WANTED _|| We for a fee and complying with our ere fe ay cae Sa a 
use of recommendations from factory and em- |jom NEWELL “King of the “Cadillacs’’ regulations insure your payment on Fuel Pumps Clutch Parts ne a ee 
i h ployers. Prefer Western U. 8, but wili| buys and sells more Cadillacs than any-|| car or return of car to our lot as Aad Mine Otte tem WILL EXCHANGE LOT, Lake Geneva, 
ing the locate wherever real opportunity exists. one. Write or wire if you have a Cadillac provided Ord Filled 4 n me 4 Wisconsin, for new automobile; make 
ortation Box 3539, c/o Automotive News, De-| or one hundred Cadillacs for sale, 21 ; nginth ae aga tee snc al apa tf Saiaes, ti aaa siete Stee ee 
troit 26. years in the Cadillac business. Joe : ic " b nsfie - » ° 
<uBrTIGUS YOUNG MAN, collage gradu-| Newell, “King of the Cadillacs,” 6145 || Come early in order that buyers con SELMI MOTORS, INC. sion 7340, 
ists, the ate (University of Michigan, B.S.K, '47,| Hollywood Blvd., Hollywood 28, Calif. || "spect. LARGEST OLDSMOBILE PARTS ANTIQUE CARS FOR SALE 
e taxes M.B.A. ’48), ex-naval omicer, Desires to Ph. Hollywood 9-3607. We have now added many expensive DEPOT IN EAST I  — 
burden return to mid-west with “Big Three’ |W, nN TED. Packard roadster, Ellison ; 1917 CHEVROLET ROADSTER in running 
t d dealer, with opportunity for future| " Wicien Rosemont. Pennsylvania features costing thousands of dollars. || 3431 N. 5th St. Philadelphia, Pa.| condition, Write for pictures, Sinders 
yap participation. - os i large oo : : __|] You should see our lot—Smooth as the Tel. Baldwin 9-0352 and 9-7295 Chevrolet Co., Jasonville, Ind. 
an southern Ford dealer, x é » 0 cemasiaininies 
nse.” Automotive News, Detroit 26. USED CARS FOR SALE surface of a lake. MISCELLANEOUS 
of the EALERSHIP WANTED $5—Not Sold $10—Sold 
of ive | nse wasn 2"! BUICK PARTS WANTED 
a plane DEALERSHIP WANTED — A U T O —_—_ Western, Southwestern outhern 
chnical i> aan te Gan, buyers always attending “WORLD'S LARGEST DEALER AUTO LITERATURE 
"al ae Prefer leasing _——- a with A U Cc T | O N OF GENUINE BUICK PARTS” Organization forming automotive library 
i wearers Paver canoe MONTPELIER Wholesalers: We Are Quvanti needs new or used copies of out-of-print 
cana All replies in confidence. At AUTO AUCTION CO aude > ‘a .. re ; pone ity sate 
andi- i rdl hether interested. Pei <i ‘ i s eneral Motors n ; a 
| effect ea fi na No. 7 Parts. . . . Same Day Service Smith's “Marketing of Used Automobiles 
i deh Wiamariahaat ff, ki Drak i iri t_ 00 ” 
ulty it Pittsburgh 29, Pennsylvania HORSEHEADS, NEW YORK Woodru Race cent _— On _ Orders and Inquiries. FTC's “Report on the Auto Industry 
LS EVERY FRIDAY All Shipments on C.O.D. Basis Epstein's “The Automobile Industry” 
BIG THREE DEALERSHIP in large metro- + . oe 
politan city. Now successfully operating ROBERTSON BUICK cS. Cohn's ‘Combustion on Wheels 
[put large dealership—in business over 19 a ; Seltzer's “A Financial History of the 
figures years. Can qualify with any one er a ee American Automobile Industry” 
cash. Prefer 
OMOTIVE ae aw wae eae Sie oa LARGEST PENNSYLVANIA 1000 S. Wabash Avenue 
Nash ment where present manager can be DANVILLE, PENNA. UTO AU CTI ON CHICAGO 5, ILL. Write Box 3476 
percent SS. Automotive EVERY WEDNESDAY A c/o Automotive News, Detroit 26 
rs : ’ . mW CHE 2 MPLETE s 
_is de- | WANimD. Small “Big Three” dealership EVERY FRIDAY NOON N16 wae ‘S40, 0S eee ee 
and 37 in south or midwest. Will consider part- |} ¥ wih uae G06 veel edien Gf $215. All engines crated, include head 
he ar- nership, Box 3540, c/o Automotive News, both - ti In the Heart of Lancaster County pan, manifold, water pump, crankshaft, SAVE $$$ . . . BUY DIRECT 
10 per- Detroit 26. ese GUCHONS. LOW MILEAGE, CLEAN CARS valves, rods, clutch disc, valve springs, het ti improved Braki S 
, push rods, rocker arms and shafts, tim- 
en Seniapee sven R. D. WEST, Prop. ing gear and cover, piston and piston MTOM (1947 Model) FONTS 


DEALEKSHIP, one of ‘Big Three,’’ 150- 


FOR DEALERS ONLY 


rings, camshaft, bearing, pressure assem- 


Complete with Controlled enue) 554% 


a car contract, located in county | cont. Jos. E. Johnson Tex Rickard bly, clutch housing. Anderson Chevrolet, | Guide Cables & Brake Hook-Up 
Garage fully equipped. Consisting of body Located 6 miles North of Lancaster, Pa. Inc., 16220 Kinsman Rd., Shaker Heights | «4+ 
and paint shop, wrecker, front-end align- Auctioneers ° 20, Ohio. = DEAL? 6e4'evte we we ta 








ment equipment, wheel balancer, spinner, 


| heavy-duty frame straightener. All motor 


equipment such as hones, bearing ma- 


























MANHEIM AUTO SALES 
& AUCTION, INC. 


















































CHEVROLET TWO-SPEED AXLES. Two 


assemblies complete with axles, hubs and 
brake drums. Will fit 1940 to 1949 Chev- 








Tow Bar Sales Company 


hine, reams, grease hoist, brake machine R 
and. etc Large stock of parts. Price AUTOMOBILE Phone 202-W4 rolet trucks and also some models Direct Factory Distributors 
' $25,000 * winance can be arranged. -Re- — Sinders Chevrolet Co., Jasonville, DE 2-0700 - 07 Nites DO 3-8373 
ple parti t qualify for dealership. sei el paeeiienieiarietetidiec iss a 
liable parties must qualify for de P. AUCTION WE ARE DISMANTLING for parts a i949 40 SO. CLINTON ST., CHICAGO 6, ILL. 


Denver: KE 2323 — Los Angeles: OL 9782 






































; i for 22 years. Selling on 
ar neaith aL 3549, c/o Tale 28 MILES FROM CHICAGO LOOP CORD 812 FRONT DRIVE, Custom sedan, Chevrolet deluxe sport coupe. Body per- 
motive News, Detroit 26. % Mile East of Illinois State Line Gan west Onis, Pennell, Box 25./ fect, H. Kaufman Auto Parts, Pockskili, 
EALERSHIP FOR SALE (now handling On Route 30 . F _—— — — a 
Hudson), metropolitan New Jersey, New EVERY FRIDAY 11 AM. MANUFACTURERS AGENTS WANTED ATTENTION CAR DEALERS 
ssenese. ee aes ae ae 175-CAR AVERAGE KEN SCHAEFER'S PORTABLE KEY SAFE. Fast selling | 1,000 recap tires—$3.95 each. Surplus stock 
ee ee ote s The Galy fadiene specialty to auto dealers everywhere. | Your choice 550/16, 650/16, 650/15, 700/15. 
a. oe oe see ween Year's Percentage Sold Above 63% Yy Keeps keys in order, prevents loss. Write | 20% of order can be 16. Goodyear & 
oooh ae or can putas Ualding: Dealers Buy - - - Dealers Sell AUTO AU c TION for sample picture and details. Weil's, | Firestone deep tread designs. Terms 25% with 
Good income from building. Also avail- | GEO. LAWSON—Owners—BUD FENNEMA In Continuous Operation Since 1943 20 South 2nd St., Philadelphia 6, Pa. order or deduct 5%for check in full. 
best 1 ted and modern used car ‘. EVERY THURSDAY a a’ re immediate shipment. 
S this aon of New Jersey. $25,000 DUTCH STUART, Auctioneer Dealers Meet at the Cross-Roads of America| =TRUCK EQUIPMENT FOR SALE BECRAFT TIRE CO 
will purchase dealership and used car lot D er Auto Auction INDIANAPOLIS, INDIANA SALE. White half-track engines. New sur- | 162.166 £ Market St Corning, N. Y 
or can be purchased separately. Box y' Col. R. V. Martin, Auctioneer plus model 160-AX engines. Complete fe e aba adc 
3551, ‘¢/o Automotive News, Detroit 26. Phone 4111-405! DYER, IND. 915 N. Ilinois St. Phone Lincoln 5383 with aaeseerien in original crates. Ex- 
alent ; ; ? ; s i. ad cellent for industrial purposes. Price| ENGINE REBUILDING — Crankshaft 
man to ee te ee eee Res alee tt ae $450, ¥.0.B. Chovelana, Qhie. Call or| grinding and metalizing. John P. 
outhern pular make, . aw pa write. e U. 8S. Truck Sales Co., 1750 Hughes Motor Co., Inc., 300 Commerce 
volume exceeds $350,000. Kare oppor- BUSES FOR SALE : : , , 
"an or any 6 eee Oe cana ————$—$———— Poss — _ bentieans — ee Se 
a ates uipment at less ——_—_—_—_—_—_—_—_———— alerts : a ee 
_ cost, capital stock of executives engaged e e 9 MODEL 404HH DIAMOND T SCHOOL BUS 
perience in another business oe 4 Philade p id s with Wayne 48-passenger body. Brand 
ss Box | time) and secure partnership basis wit Sem i sgeritce of 51.000 lees then Maney Motor Co. Auto Aucti 
eS anager-stockholder or 0} . , 
rolt 26. Pee nae ais only. Box ssat,| DEALER AUCTIONS sie eoi y . uction 
y 26. ire — Write — Phone 
pmobile i GETABLIGHED DEALERABIP, aoe Every Tuesday and Thursday ENGINE SALES AND SERVICE CO DEALERS ONLY 
2 , 12 NOON , Sales Start at 12:00 
* offers handling one of the ‘‘Big Three’’ in one e 905 N. Third St. ales Start a 00 Noon (C.S.T.) 
a@ man of the best towns in Northern Colorado. MUSKEGON. MICHIGAN Auctioneers: Col. Bill Suddarth and Col. Bob Keller 
phases Nicest new building in the town, Latest HH D Gilb ? : 
ust be ond best equeenene Located in the heart arry ° t ert Every Thursday Every Friday 
organ- of the Big Thompson Project. Money- — —___—____—— ——_—_—_—_—_— 
Cos making business tor twenty-three years. Automobile Auctioneers TRUCKS WANTED MURFREESBORO, TENN. HUNTSVILLE, ALA. 
qualifi- Buyer must qualify with factory. x ° TRUCKS WANTED. G line or Diesel. Phone 111 
¢ 3514, 3542, c/o Automotive News, Detroit 26. 6600 N. Broad St. Phila., Pa. new and used, oy han oon aoe Memb: NATIONAL AUTO AUCT Phone 3188XJ 
— ‘ ember: 
eer 8 ANGELES DEALERSHIP, now hand- PLENTY OF CARS AND BUYERS ie to 30 ton, Traitor wanted, -Lowboys, ION PROTECTIVE ASSOCIATION, INC. 
’ — oe Se cotkamn’ Gee square feet. Long WEEKLY PRICES MAILED ON REQUEST ee models. Write or call Bill Fishel, oe - ns 
ree of lease available, Owner retiring. | Buyer e pn vanteventer Ause Gites, 3tT G. Vente (ne a nae en a ne ae eral 
epente ee ee : Tel. Livingstone 8- 1750.' a 
hitting Box 3543, c/o Automotive News, De- ° 3 ae 
; i se FRAN ISE and 100 fran s | reser ee ee SALE 1 
ver 45 aaa cu bonding Greasbaher,  meeher. = = Ss cas ee truck, ‘stand- | | 
trict! / ° ’ se, ruc 
ae = ae eo Seema orem Fl ATTENTION O8A1888911 steel conversion unit, equipped with || 
POM a aS ouble frame, radius rods, heavy duty ; 
ees DEALERSHIP, now have Ford franchise. Ween Gee —_ $400| rear axle with Clark wheels, 9.00 x 20|I Send Automotive News to Address Below | 
Southwest Ohio trading area—50,000. so FOF OMY...--0- dual rear tires, 8.25 x 20 front tires, || f Oo Y | 
Approximately 150 unit contract. Net| Also... AT GREATLY REDUCED PRICES é-<peed transmission, heavy duty front | or ne tear $8 C] or Two Years $14 C] | 
1948 25,000. Going concern and rear springs, tachometer, heater, de- ° - 
SS eee paola perenne at| 1947 CHEVROLET - FORD - PLYMOUTH froster and cab lights for $500 less than | | for which check is attached C] or send bill C] ! 
cost; equipment ectual value. actery 4 DOOR SEDANS cost. Phone 115, Breckenridge, Michigan. | | 
approved post war building for sale or Excellent Bodies -% Geod Motors HOLMES TRAFFIC KING WRECKER, | | 
lease. Lucrative setup for one man mounted on 1946 Ford 1%-ton, long | 
gence. Complete étants upon pounent. All Cars Formerly Used for wheelbase truck with less than 10,000 | AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
eason for selling, partners have under Cab Service in Phila miles. $1,900. Harold C. Howard, 1633 
consideration larger joint venture. Box P Dragon S8t., Dallas, Texas. (Southwest- | Ded nt-n bg ine eee eoten 
3529, c/o Automotive News, Detroit 26. Phone or Write: | een disteteuters of Sup-M-Guy wreeker See er tene TR teti¥ + doandas selon vers suihataneninninrnteayelaseneakes Mirai | 
= Fenn lelpaaaenet | 3 
DEALERSHIP. Southern New Mexico town | _cauipment.) ts | 
on transcontinental highway, Excellent THE R. A. COMPANY “= a — er eee New Holmes ; PSLRA S TARO KAR 810d TREAT ONES OCA EREES SEES bE CEe de OoR Ee | 
year-round climate, Center of ranching, 0a <ing wrecker mounted on new 1948 | 
farming and mining. Now hold franchises 4038 CHESTNUT ST. @ PHILA., PENNA. Chevrolet 6403 chassis; 2-speed axle, 8.25 | .....-ccessccorcccccsscccseccccceccavececcecceces | 
for two popular cars, plus popular truck EVergreen 2-0400 — Herbert Cole tires, fresh air heater and defroster, turn SR I ee rer gi ] 
y, | Signals, etc. Complete- ice $2,850. | 
ee ee Box 357, SHerwood 7-1700 — Morris Freedman in tia wn ween ‘a nen tab |g Street Address..........ccscssessescessscvnscesecees eee | 
SS Water St., Meadville, Pa | 
notive : muiatiieenetiieatiaiiemneimnmmneeedciiten tamed aetirae baleen | 
as —_ ea. — nes Vee —s, - we ; vere a 1 eae Seance te inca k Wad vane eRe enc dupe ee DUNO: oc 5 see creeneace’ ! 
lenc: Gross 8 months this year $300,000. Mod- AUTO AUCTION walk-in ts sae | 
- ype. Tire size: front, 7.00x17 
see!:s ern building and equipment, used car lot. a a | T . 
sour Price $68,000 or best cash offer. Box TIM ANSPACH <olys mene, 1Seeit—-O-piy,  Me-parte | ape Serene | 
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ULTRA, (creonig the lst word, 
MATIC (reenind tilly automatic) 


--theres never been anything like 


Packard Ulteamatic Onive® 


Try it and you'll agree—it’s motordom’s most exciting postwar develop- 


ment. And it’s exclusive! 


—Born of a Packard 16-year research and development program. 


—Built and backed by a Company which today is in the strongest 
sales, production, and financial position of its entire 50-year history. 


—Sold by the strongest dealer organization that ever displayed the 


world-respected Packard sign. 


It’s the latest and greatest reason why you should be fully familiar 
with the Packard golden opportunity franchise program. For complete 
details, write in confidence to: Karl M. Greiner, General Sales Manager, 
Packard Motor Car Company, Detroit 32, Michigan. 


New smoothness, new quietness. No jerking or 
“clunking,” because there’s no gear-shifting any- 
where. No “racing engine” sensation, because 
there’s no slippage at cruising speeds. 


More responsive: No lag, at traffic speeds or high- 
way speeds, waiting for gears to shift. For instant 
bursts of safety-sprint acceleration, to step you 
ahead, into the clear—just “tramp down.” 


New economy: Ultramatic Drive saves gas—because 
there’s no slippage at cruising speeds. And thanks 
to its advanced design, it requires no complicated 


maintenance. 


More positive, more flexible: Your choice of high- 
range, or low-range operation. Easy change from 
forward to reverse—instantly—without clashing. 
Yes, you can rock the car in snow! 


A é 
x ~N 
“ee 
A 
New simplicity: Naturally, there’s no clutch pedal 
to push, at any time... and no gear-shifting. And 


that’s only the first hint of the convenience of 
Packard Ultramatic Drive! 


New safety: No chance of involuntary “down- 
shifts,” which might cause a prolonged skid on 
slippery pavement. Smooth, gradual engine brak- 
ing power, when wanted. 


Golden Aoniversary 


Decherd 


ASK THE MAN WHO OWNS ONE 


*And only Packard dealers have it! 
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